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This full page in leading magazines 
ADVERTISES CINDERELLA 
to 3 out of 4 of your customers 
(See opposzete page) 











Fans 


CINDERELLA 





Cinderella's magical transformation is no more 
wonderful than the artistry with which the Gorham 
Master Craftsmen transformed sterling silver into 
the exquisite tableware that bears her name. And 
because it so subtly expresses the glorious spirit of 
youth, brides choose it almost instinctively for their 
own. Its very name is a fitting symbol of the ancient 
story that never grows old. 

Delicate, and very lovely, Cinderella happily 
combines the rich dignity of the Renaissance with 
a fresh modern style of treatment that is very new. 
A pattern that has become the natural choice of 
those who desire the world’s finest things. 

Your jeweler will gladly show you Cinderella—a 
complete service in sterling. You will find it very 
moderately priced for so handsome a pattern. 

The Teaspoons are $9.50 for six; Dessert Knives 
$21.00 for six; Dessert Forks $20.00 for six. 


GORHAM 


PROVIDENCE, R.1. @kQ@ NEW YORK, N. Y. 


MEMBER OF THE STERLING SILVERSMITHS GUILD OF AMERICA, 





“Whatever your tase — whatever your favorite period — you will find anong Gorham's 27 patterns in Sterling a silver service to harmonize” 





AMERICA’S LEADING SILVERSMITHS FOR OVER 90 YEARS 














A page in the November 3 Saturday Evening Post, November 10 Vogue, and 
November Vanity Fair, House & Garden, Country Life, Life, Time and Asia 





THE GORHAM COMPANY 


SALES AGENT FOR 
GORHAM MANUFACTURING COMPANY 


GORHAM-WHITING DIVISION, Providence, R. I. KERR DIVISION, Providence, R.(. 
DURGIN DIVISION, Concord, N. H. 
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More &: meralds to come from 


‘Russian 


Mines 


Improved American Methods Now Supplant Century Old Ways 
of Mining and Cutting in the Urals 


BY THOMAS F. GILLIAMS 


ODERN American machinery and methods are 

7, revolutionizing the famous gem mines of the 

Ural Mountains. A special concession has been 

granted by the Russian Soviet Government to a New York 

firm, “to work the mines.” Quantities of emeralds from 

the Urals have already reached the United States under 

the new management. The American experts entrusted 

with the work tell a fascinating story of their experiences 

in transplanting up-to-date methods to this remote region 
of northern Russia. 


Primitive Equip- 
ment for Fine 
Work But— 





The emerald mines of the Ural Mountains are reputed 
to be the largest in the world, employing hundreds of men 
and women workers. For centuries the largest and finest 
emeralds have been obtained from these fields. It is be- 
lieved that the potential wealth of the region is still un- 
known after centuries of work, and that the surface has, 
so to speak, scarcely been scratched. 

The Soviet concession to the American firm which now 
operates the mines is a curious combination of business 
shrewdness and radical communistic principles. The work- 


American Enter- 
prise Will Soon 
Replace It 








80 THE 





A typical mine in the Urals where the precious green gems are found 


ers are to be protected according to Russian ideas, but the 
American experts are left free to use new and efficient 
methods to increase and improve production. 


HE gem mines of the Ural Mountains have been 

worked continuously for at least 1000 years and prob- 
ably much longer. The gold and precious stones obtained 
from this region are believed to have been carried by long 
journeys to India where they were used to adorn the idols 
some 2000 years ago. Many famous gems came from this 
region. There is evidence indicating that the Ural mines 
even supplied the Greeks with emeralds. 

The methods remained extremely primitive until the 
time of Peter the Great, who caused changes for the better 
to be made in the working of the mines. Since his day, 
however, ‘there was ‘little advance in the methods, em- 
ployed, either in mining the gems or cutting and preparing 
them for market, until the appearance of American experts. 

Although the Ural Mountains lie far out on the road to 
Siberia, they are more accessible than is generally sup- 
posed. The Russians called the Urals “Poyas” or “girdle,” 
because the mountains stretch between two continents like 
a gigantic belt. The region is reached by easy grades 
today, and the ancient caravans, like the modern railroads, 
reached it with less effort than would be imagined. The 
comparative smoothness of the great plains which lead to 


JEWELERS’ 


CIRCULAR October 11, 1928 


the Urals made it possible in the past 
for caravans to transport emeralds 
and gold for immense distances. 

Today a 40-hour trip over the 
Trans-Siberian Railway out of Mos- 
cow brings the traveler to the pic- 
turesque town of Sverdlovsk, the 
heart of the mining country. The 
emerald mines are another four-hour 
journey by rail further on. The an- 
cient cutting factory where the em- 
eralds are handled has been located 
in. Sverdlovsk for centuries. The 
town is European but with many 
suggestions of Oriental civilization 
in its architecture and general life. 
Many of its inhabitants have the 
slant eyes of the Oriental, although 
all claim to be loyal Russians. It is 
in this curious setting that by the 
aid of an up-to-date New York firm 
modern machinery and methods to 
revolutionize the century old fac- 
tories are established. 


Beers the American experts first 
visited Sverdlovsk they found 
the cutting works of the largest 
emerald mines in the world con- 
ducted in the most primitive manner. 
The equipment and methods were the 
same as in the days when Catherine 
II centuries ago first sent Italian 
lapidaries to the mines to found the 
cutting industry. 

The workers in the ancient shops 
still employ “cadrans” to cut the 
gems, exactly as in the middle ages. 
The cadran is a small, crude contriv- 
ance held in the hand, by which the 
angle of the facets of the gem may 
be adjusted, once the stone has been 
set. Despite this primitive equip- 
ment, work of exceptional beauty 
and accuracy is performed. 

The rough stones obtained from the mines are first 
carefully sorted and cut at the factory. The slow, easy 
going methods are typically Oriental. The general at- 
mosphere of the factory, nevertheless, and the spirit of 
the workers is excellent. The men and women siiting at 
the crude benches sing at their work. The American 
expert who recently visited the works was reminded of 
a factory in Newark, N. J., where every employe was a 
son or grandson of the original group of workers brought 
together by the founder of the plant. Although the 
work progresses very slowly, judged by American stand- 
ards, there is a persistent thoroughness which compen- 
sates in a measure for the lack of speed. 

Jewelers readily admit that the cutting factories at 
Sverdlovsk have produced some of the most beautiful 
work in the jewelry industry. Many of the pieces pro- 
duced here, especially those carved from large crystals, 
today enrich museums and private collections all over 
the world. When this natural talent has been intelli- 
gently directed and the ancient industry efficiently organ- 
ized, the great emerald mines will enter upon a new 
and greatly enlarged life of usefulness. 

The emerald mines are as primitive as the cutting 
works. The mines are located deep in the forest, a long 
ride distant from the nearest railroad station. The set- 
tlements are remote from civilization and independent of 
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surrounding villages. The buildings 
about the shafts leading to the mines 
are as might be imagined, extremely 
crude and primitive. 

The emerald mines employe about 
700 workers, including several hun- 
dred women. The unmarried em- 
ployes live in big barrack buildings, 
while those who are married have 
multi-family cottages. The work in 
the pits is performed by the men ex- 
clusively. The women work only in 
the sorting rooms. 


HE actual work of mining is car- 
ried on in the most primitive 
manner. The rock and earth is 
loosened and carried out much the 
same as it was done centuries ago. 
The use of modern digging and hoist- 
ing machinery and the efficient meth- 
ods common in America today, were 
unknown in Russia before the coming 
of the American experts. The proc- 
ess employed in crushing, sorting 
and washing the earth has been 
equally primitive. When the emer- 
alds are at last freed, they are sent 
to Sverdlovsk for the final processing. 
The shafts of the emerald mine 
run in some places as deep as 100 
feet below the surface, which great- 
ly complicates the work of excava- 
tion. There is, besides a constant 
battle to keep out the water from 
the lower levels of the mines. These 
problems have been met in the past 
by crude mining methods, which 
have greatly retarded the production 
of the mines. On the average, three 
cubic metres of earth must be mined 
to secure one carat of emerald. There 
are often lean areas alternating with 
extraordinarily rich deposits. 

Under the Heller contract with 
the Soviet Government, modern 
American machinery will be carried 
to Russia and installed at the pits 
which will greatly increase the out- 
put of the mines. The newest cut- 
ting and polishing machinery will also be installed in the 
plants, and the entire work of production organized on 
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These lads have completed their training in the factory at Sverdlovsk 
and are now full-fledged emerald cutters 


modern American lines. Much larger and more regular 
production will thus be assured. 
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More Jewelry Seen in 


OCIETY on parade is returning to Paris. Summer 

tourists who have been disappointed to find the fashion- 
able spots in the French capital deserted of the beautiful- 
ly dressed women who set the styles for the world, are 
now rewarded by the sight of the European smart set 
swarming into the Ritz, the Chateau de Madrid, the Lido 
and the Ambassadeurs every afternoon and evening. 

Sun-browned faces and arms give evidence of lakes and 
beaches where fashionable dress was of little concern, but 
lavish furs and the gleam of diamonds and emeralds testify 
to the continuation of the regime of elegance that is the 
sensation of the fashion centers of Europe. 

There is no place in this new vogue of luxury for any 


EY 


Paris Society Parade 


obvious simplicity. Arms without bracelets are unheard 
of. Fingers without rings are rare. Among the audiences 
of the first-nights that are beginning to crowd the Paris 
theater calendar, jewels are much in evidence. 

Rings—as large and as gorgeous as one can afford—are 
a new craze among Paris society. Precious stones of im- 
mense size are worn, not only singly, but two or three on 
one hand. Melon-cut emerald rings are a particular fancy, 
especially if they are worn in pairs—one ring on either 
hand, or one on each of the two middle fingers of one hand. 

Smaller stones are set together in a single ring, to give 
an effect of extravagance. Rings for informal wear, usual- 
ly in modern geometric design, adhere to this same rule. 
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‘Creasure’ 
Solid Silver 


STERLING 925 /1000 FINE 






























Here is a Genuine Early American Table Set with’ Antique Pieces in China and Glass ; 
The silver is the ‘‘Early American Style’’—in perfect harmony. 


Designed Expressly for a Definite Demand 
Another ‘‘Treasure’’ Success 


HE Early American Style’s National Advertis- 

ing reaches, every month, over 400,000 Well-to- 

do Men and Women—people interested in Fine 
Homes and all things which add to the pleasure of 
living—people in your community who buy the best 
unstintedly. They are the style leaders of your com- 
munity—with an important following. 


Not only are smart people interested in early Amer- 
ican things and buying choice and precious antiques, 
but the public in general is buying chairs, tables, 
chests, beds, pictures, wall paper, rugs, china, houses— 
a world of things—all based upon the Early American 
idea. And it is the most natural thing in the world 
for them to select a pattern of table silver in the early 
American style. 


The makers of Treasure Solid Silver have artfully 
captured the full power of this great influence by 
creating table silver after the style of the silver made 
by early American silversmiths. Both the “Plain” and 
the “Engraved” styles take their inspiration from 
museum treasures of the finest early American spoons 
—preserving those quaint and distinctive features that 
correctly express Early American Silver. 





Available in Dinner Hollow-ware to match—both Plain 
and Engraved. Write for photographs and prices. 


Treasure 


Teant 


ENGRAVEO 


ROGERS, LUNT & BOWLEN COMPANY .. Silversmiths q : 
The Garly American Siyle 


Creators of Distinctive Tableware GREENFIELD, MASSACHUSETTS 
Member of the Sterling Silversmiths Guild of America 
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The Dallas Convention and Its Results 


[te ame the twenty-third annual convention of 
the American National Retail Jewelers Associa- 
tion held at Dallas, Tex., last week from Tues- 
day to Friday, is a thing of the past, the proceedings 
taken may have a strong effect on the future of the 
organization, and, in fact, may make its impress on 
the jewelry trade, as a whole. The struggle, which 
was indulged in by the adherents of President Broth- 
erly’s plan for an all-inclusive organization, on the 
one hand, and of those who favored indorsement of 
the so-called “Jewelry Trade Association” on the 
other hand, was a bitter one, so bitter that at one 
time it seemed as if an impassé would be created that 
might mean the breaking up of the convention and 
the doom of the retailers’ national body. Fortunate- 
ly, however, good sense and a spirit of compromise 
prevailed and it is to be hoped that the organization 
will yet have a long and useful life before it. 

It is also to be hoped that President Brotherly’s 
sound and sensible plea for careful consideration of 
all plans for future development will be heeded to 
the extent that they will be laid before a body of 
eminent economists, business experts and legal ex- 
perts of the government, to be passed upon before 
any snap judgment is taken that will commit the or- 
ganization, as a whole. 

As a retail jewelers’ convention, the Dallas gath- 
ering was a success in every way; the number at- 
tending was large—surprising large considering the 
location of the convention city and the long distance 
that many had to travel to get to it; the proceedings 
were more than up to the general standard in the way 
of interesting discussions, papers and addresses; the 
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entertainment was lavish and enjoyable and the ex- 
hibits as fine or finer than at any convention in the 
past. Truly, Texas came up to its reputation for hos- 
pitality in the entertainment of the visitors, and the 
jewelers of the South can feel that they have scored a 
clear success with the leaders of the industry who now 
feel that no mistake was made in bringing the gather- 
ing for the first time down near our Southern border. 

The new officers elected are old and seasoned or- 
ganization men of long experience, whose service in 
the past has made them familiar with the problems 
that the national body has to meet. President Frasier 
has been regional vice-president, as well as president 
and secretary of his state body, while Secretary 
Evans has been for years treasurer of the organiza- 
tion, and Treasurer Anderson, the secretary, for an 
even longer period. The best wishes of the industry 
go to them for success in their new positions. 


Real Merchandising Can Now Produce Sales 


HE autumn season whcih is now upon us has 
[[‘brousnt a distinct increase in the jewelry busi- 

ness all over the country. The opening sales 
that have been made indicate a potential market for 
gems and jewelry which if properly developed, should 
result in an amount of business during the fall and 
holiday trade of more than satisfactory proportions. 
The market evidently is here, but the development of 
this to a degree that will bring real profit to the jewel- 
ry industry as a whole lies in the hands of our pro- 
gressive retailers and will depend upon the efforts 
they make between now and Christmas. Not for a 
long time has the retailer had such an opportunity 
to get such full results for his work in developing the 
sale of real jewelry as he has today. But to do this 
he must make a conscientious study of the demands of 
his customers, see that he has the proper stock to sup- 
ply these demands and then use his brains, his energy 
and ability in letting his customers know just what he 
has for them and make them jewelry conscious. 

All this requires real merchandising by the most ap- 
proved methods; it requires proper advertising not 
only to the public but in his communications to his 
customers through the mail; proper methods of dis- 
play both in his windows and showcases and above 
all, an arrangement of his stock that will be both ef- 
fective and attractive. 

In his drive for business the retailer must free 
himself from the old belief that he can increase sales 
by reducing prices. Reduced prices (except for the 
purpose of clearing out shop-worn ‘or antiquated 
stock) has never increased the sale of jewelry, as a 
whole. On a competitive article it may change the 
sale from one jeweler to another, but this plays no 
large part as jewelry stocks by and large are not 
subject to comparison by the shopper; even where 
they are, comparative prices are a small factor if the 
customer is made to take into consideration the ser- 
vices rendered, the ability shown by the seller, as well 
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DIAMONDS 


STERN BROS.&CO 


2 West 46th Street, New York 


CHICAGO 
31 North State Street 


AmstTEerpAM: 16 Sarphuatistraat 
Antwerp: 48 Rue Simons 


Diamonp Cuttinc Works 


68 Hunters Point Ave. 
Long Island City 
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as the responsibility and reputation which he puts 
back of his guarantee as to quality. 


When Personal Effects Are Not Dutiable 


Department assessing duty on her jewelry and 

personal effects brought into this country by the 
wife of a well-known Chicago capitalist, has brought 
into prominence a section of the Tariff Law that is 
little understood by the business man or by the public 
at large, and one that has caused considerable com- 
ment from time to time in business circles. This is 
Section 1695 of the Tariff Act of 1922, which pro- 
vides, in effect, that wearing apparel or articles of 
personal adornment brought into the United States 
shall be exempt from duty where such articles are 
necessary and appropriate for wear and use of the 
passenger in his journey and have been in his or her 
possession abroad at the time of, or prior to, his de- 
parture to this country. 

Now, this paragraph puts no limit on the amount 
of personal effects that may be brought in duty free 
by a foreigner or even by a citizen of the United 
States provided he is not a resident here, the limita- 
tion coming in the clause providing that in case of 
residents of the United States returning from abroad, 
all wearing apparel, personal and household effects 
taken by them out of the United States to foreign 
countries, shall be admitted free without regard to 
value, upon the identity of the merchandise being 
established, and also providing that articles acquired 
abroad which do not exceed $100 in value, may be 
brought in free of duty for personal or household 
use or as souvenirs or curios, but not if bought on 
commission or intended for sale. 

This clause, in different forms, has existed in many 
of our tariff laws and for years has been the subject 
of abuse and of controversy. It is essentially put 
there for the convenience of the visitor or tourist in 
permitting the admission of clothing and personal 


Tbe appeal against the decision of the Treasury 
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effects necessary for the convenience of the journey; 
American residents, however, were forbidden to bring 
back more than $100 worth purchased abroad. The 
present law has extended the exemption to include 
articles intended as souvenirs or curios as well as 
personal effects bringing these within the $100 ex- 
emption clause for residents. We do not take this 
to mean, as some of our readers seem to think, that 
non-residents who are not limited as to the amount of 
personal effects they may bring in, are permitted to 
bring in an unlimited amount of such souvenirs for 
their friends here. 

The fear expressed by some of our readers that if 
Mrs. McCormick wins her case in the courts, the door 
will be opened to the general importation of valuable 
jewelry, without duty, is unfounded because the case 
hinges simply on the question as to whether this tour- 
ist was a resident of the United States, and as such, 
subjected to the limitation of the $100 clause on per- 
sonal effects from the other side. There is no ques- 
tion as to opening the door for the importation under 
the head of “personal effects” of jewelry that may be 
put on sale in this country, because Section 1695 pro- 
vides that all jewelry and similar articles of personal 
adornment having a value of $300 or more, brought 
in by a non-resident of the United States, shall, if 
sold within three years after the date of the arrival 
of such person in the United States, be liable to duty 
at the rate or rates in force at the time of such sale, 
to be paid by said person. Whether Mrs. McCormick 
wins or loses, there is no chance of opening the door 
to the free entry of jewelry by pseudo tourists unless 
these people wish to hold the jewelry at least three 
years before attempting to dispose of it. 

Incidentally, it might be mentioned that there is no 
question of “citizenship” involved in the McCormick 
case as many of the papers have stated. Citizen or 
citizenship is not mentioned in this clause of the 
Tariff Law. It is simply a question of whether the 
tourist is a resident or a non-resident of the United 
States. In the first instance, the $100 exemption law 
applies; in the second case, it does not. 
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A MASTERPIECE OF A FAMOUS FRENCH ARTIST A QUARTER OF A CENTURY AGO 
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No. 1178—30” sautoir of small 244 m/m pearls with group of facetted simulated 
amethyst beads. and rondelles of crystal and amethyst; large facetted amethyst 
ST: etched hawdnsevdcesDReSedSckeucsbied baw beivorsscieeese $6.75 


Subject to Standard Trade Discount 


ALSO STONE AND AMBER NECKLACES 


ALBERT LORSCH & CO., Ine. 


FOUNDED 1867 FOUNDED 1867 





MAIN OFFICES AND SALESROOMS: 607 FIFTH AVENUE, NEW YORK, N.Y. 
BRANCH OFFICE: 131.WASHINGTON STREET, PROVIDENCE, R. I. 
PACIFIC COAST: FRED L. LEE & CO., 704 MARKET STREET, SAN FRANCISCO, CAL. 
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Paris /nterprets the -Aode 


Jewels Chosen to Enhance the Chic Simplicity of the Latest Gowns—Vogue for Silk 
Flowers with Gem Set Centers and Stems—Olympic Games 
Influence Jewelry Designs . 


Ostend and proprietors of establishments that spend 

the season in various resorts at their branch shops 
say that very few new fashions have been brought out at 
the races this year, whether in Paris before the Grand 
Prix, or later at the various seaside resorts. They hope 
that things will improve in this respect, during the winter 
season at the Riviera, for if nothing startling is brought 


7 HE racing season is over at Dieppe, Deauville and 


Dise pendant of crystal developed in 
geometric design with precious and 
semi-precious stones 


out, people are inclined to make old gowns “do,” while the 
vogue for black means much less money being spent than 
in former years. 

While dress fashions are tending to stereotype, they say, 


jewelry modes are varying fast. The latest note is the 
fashion for individual jewelry, every woman selecting 
modes that suit her, without any reference to what other 
people are wearing. This is particularly seen in sautoirs, 
that have been seen in every imaginable color and make- 
up this year. The fawn-coat, that has been very much 
overdone has got a fresh lease of life, for instance, by 
being lined with a new velvet, magenta, with blue and 
green dots, or “drops.’”” The gown worn under the coat is 
also in this velvet chiffon, the coat being worn slightly 
open to show gown and lining. With this is worn a sautoir 
I enamel beads, to match all the colors of the lining of 
the coat. Sometimes, a sautoir, in discs of the different 
colors is seen, again, magenta beads are strung together, 
a knot in silk, in one of the tints, separating the beads. 


Sometimes beads are separated by knots of silk, as bulky 
as the beads, while again, discs in crystal separate them. 

The purveyors of costumes do not regard this “rage” 
for jewelry with a very friendly eye, preferring to sell more 
gowns, but at the seaside resorts they are inclined to 






Another modernistic design by Georges 

Fouquet, noted Paris jeweler. Disc is 

of crystal with two semi-circles in 

Aquamarine, Coral Lapiz Lazuli and 
Diamonds 





fall into line and get in stocks of jewelry especially imita- 
tion and semi-precious stuff and sell it with the gown. 
More of this cutting into the jewelers’ province, will be 
seen on the Riviera this winter, the dressmakers stocking 
really valuable stuff, in spite of the boundary lines between 
trades in this country usually respected, although they 
are merely tacit, no law enforcing them. 

Another factor that is enabling women to wear the 
same robe on a number of occasions is the flower fashion. 
Silk flowers, made to look natural, of immense size, but 
flattened, are the latest vogue for evening. Worn at the 
waist, near the hem on the left or right hand side of an 
evening gown, sometimes at the shoulder, they brighten 
up a black gown, as pale pink, white or yellow is used. 
Sometimes these immense flowers—roses are the favorites 
—have jeweled centers and are fitted with jeweled holders. 
These roses are also worn with furs, to close the two ends 
of the fur boa. In any case the petals are made loosely, 
to be laid back as flatly as possible. This type of incrusta- 
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tion—sometimes flowers are inserted below the surface 
of the gown so: to speak—are the leading note in dress 
ornamentation. The same idea is also seen in felt hats 
where pieces of felt are inserted in holes, previously cut 
in the original felt of the hat. 


LL this means flat surfaces, with patterns inserted, 

or in very low relief, for jewelry designs. An 
illustration of this is a diamond bracelet, made of a num- 
ber of plaques, an inch square. Studded with pin-point 
prilliants. These squares are fitted together with slots to 
make a rigid bracelet when closed. A conventional leaf 
pattern runs through the background of diamonds, just 
a line, made with line-cut brilliants, very small, but stand- 
ing out against the facet-cut brilliants that make the 
foundation. Diamonds of a rose color, cut in facets, are 
placed at intervals to represent flowers. They are higher 
than the remainder of the design, but very little raised 
above the surface. Various adaptations of this design are 


A striking 
choker necklace 
for evening 
wear consisting 
of round pearls 
alternating with 
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worn this year, with black onyx lines, ruby and emerald 
flowers, etc. 

Diamonds cut in lines, which threatened to drive every- 
thing before it, are being much worn as earrings, long 
slender ornaments being the great fashion. Otherwise 
these diamonds are little seen, excepting for pendants and 
brooches that sometimes have a fringe of such diamonds. 
Jewelers were always opposed to the fashion of cutting 
diamonds in lines regarding it as wasteful, and probably 
they have succeeded in gaining their point, in many cases. 


HE influence of the Amsterdam Olympic Games is 
seen in jewelry designs, the hoops being used as belt 
fasteners, for brooches and pendants, in all kinds of 
metals and gems. As a rule such ornaments are very 
small, and rings have even been seen, very tiny, made of a 
succession of Olympic Games hoops. As belt fasteners, 


they are perhaps the most successful, or for fastening 
the side of an open robe. 


diamond in- 
crusted rings. 
This is a new 
creation of Jean 
Patou the Paris 
couturier 
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National Deltah Pearl Exhibit 








A Masterpiece in Jewelry Merchandising! 





EVEN famous Paramount Pic- 
tures stars — wearing 7 hand- 

specially designed Deltah 
necklaces. A complete window dis- 


some 


play consisting of 7 oil painting 
replicas of these stars, each on can- 
vas and stretcher, 17 handsome 
gold display cards, etc., etc. These 
seven necklaces, each a new Paris 
creation, represent the very latest 
fashions in pearls. Each is an ex- 
ceptional value. Each delivered on 
handsome satin display in beautiful 
gift case. 

Only 2,000 Style Exhibits avail- 
able. Do not waste this golden 
opportunity. Make sure you get 
one! Order from your wholesaler. 


You Pay for These 
Only 


Second Annual 
National Deltah Pearl 





Necklace Consumer Price 

Ruth Taylor Choker $8.75 
Pearl choker, crystal center 

Louise Brooks Noveltie 12.75 
Pearls with jade pendant 

Nancy Carroll Ensemble 15.75 
Necklace, bracelet and ear- 
rings 

Clara Bow Pendant 17.75 
Stone pendant with pearl 
necklace 

Mary Brian Trio 19.75 
Three strand necklace with 
crystal centers 

Bebe Daniels Lariat 22:75 
Novelty Lariat 

Evelyn Brent Sautoir 2icae 
Sautoir necklace with jeweled 
pendant 

Total $125.25 
Jeweler’s Cost $62.65. Subject to 


Cash Discount 


In the Deltah Style Exhibit you only 
pay for the necklaces; what you get is 
another matter. In addition to these 
newly designed and extra value neck- 
laces, you receive a display which is, in 
itself, worth the full purchase price of 
the assortment. The handsome oil 
paintings, each 12” x 17”, will prove a 
remarkable business getter in your win- 
dow. The 17 lovely display cards tell 
the story of the Deltah Style Exhibit 
in attractive and convincing form. In 
addition, you can obtain, at cost, invi- 
tation cards printed with your name, 
to be mailed to your customers. Sug- 
gestions for essay contests, instruction 
sheets and other material are also in- 
cluded. You can make the second an- 
nual Deltah Style Exhibit the greatest 
window display advertisement your 
store has ever had. Please order 
through your wholesaler. 


L. HELLER & SON, Inc. 
Paris New York 
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London Turns “fashion: Spot Light 


on Earrings 


Pendant Designs Match Neck and Wrist Jewels with Low Close Fitting Hats 
Slashed to Reveal Ear Ornaments—Vogue for Colored Gems Threaded 
on Silk to Increase Popularity of Rubies and Emeralds. 

Diamond Market News 


lessened popularity this winter. In fact, if the 
newest designs in earrings are any criterion, they 
will be of more importance than ever. Earrings are now 
such an essential item in the ensemble that where the low 
close-fitting hats tend to obscure the ears the sides are 
slashed so as to reveal the earrings of pendant design 
that must match the neck and wrist ornaments. 
Despite the wide range in brooches that usually find 
an increased demand in the fall and winter for use with 
the close fitting cloche and the outdoor jumper, the single 
bar piece of simple design persists in popularity. Per- 
haps it was a knowledge of 
this that prompted Lord 
Lonsdale the other day to | 


T ms earring vogue does not show any signs of a 





express a kind appreciation 
of the work of cabaret girls 
and entertaining artists 
through the medium of the 
small platinum bar brooch 
with diamond setting. His 
Lordship recently cele- 
brated the golden wedding 
of Lady Lonsdale and him- 
self and a cabaret enter- 


into real favor again after years of neglect. Its one pos- 
sible rival will be the emerald. A famous west London 
jeweler, says that while the ruby is one of the loveliest of 
stones it is not everybody’s jewel. He meant that not 
every woman can wear rubies in the mass with effect. 
As rings they do not show to as good advantage on any 
but the whitest and slimmest hands. In any case it is 
necessary to dress for them and a few of the wrong people 
have only to start wearing rubies wrongly to turn fashion 
dead against them. Now, rubies will figure in necklaces 
and bracelets and in combination with emeralds—an 
astonishing departure from jewelry tradition. “Pearls,” 
says this jeweler, “will be 
used to separate rows of 





CCORDING to the latest word from 

London it is now fashionable to have 
two sets of jewelry for ears and hair, one set 
being in the semi-precious materials such as 
jade and topaz, for wear in the daytime, and 
the other being of diamonds and pearls, or 
the colored gems, for wear in the evening. 


rubies from the emeralds 
and avoid a color clash.” 


* * * 


Pearl and sapphire and 
pearl and diamond hat 
ornaments will be con- 
spicuous this winter on the 
one-sided cloches that like- 
ly will be very popular. 
The hat jewelry is in a 








tainment formed part of 
the festivities. Lonsdale 
has since learned that none of the girls would accept pay- 
ment for their work that evening so he has sent each a 
platinum and diamond bar brooch incorporating the 
Lonsdale arms, and the ‘initials “L” and also “G. C.” 
(standing for Grace Cecile, his wife’s Christian name) in 
gold beneath it. Lord Lonsdale was delighted with the 
cabaret entertainment. 
diamond scarf pin with a coronet, the initial “L” in 
diamonds, and the “G. C.” in gold. Guests at the celebra- 
tion included the King and Queen, the Prince of Wales, 
the Duke of York, Princess Mary and Viscount Lascelles, 
her husband. 
* * * 

Some of the new chain pendants serve a useful purpose. 
The chain itself is in brilliants almost touching each 
other, the pendant housing a very thin watch. The disk 
is framed in gems and contains on the outer side the 
owner’s initials in diamonds. 

* * * 


London jewelers declare that the modern type of 
threaded hard stone necklace is far in advance of its stiff, 
metalset predecessor. Now that the ruby and other colored 
stones can be threaded on silk the ruby, he says, will come 


His gift to the male artists is a . 


wide range of designs, 
from a_ buckle-like piece 
with a short fob down to animal and bird motifs and 
plain pendant tassels. A new black velvet turban for 
evening wear cut in-the shape of an inverted V over the 
forehead has a tassel of drooping pearls over one ear. 
There is a vogue for diamond stars as hair ornaments. 


* 2 #& 


The demand for diamonds of practically all descriptions 
is being maintained on a satisfactory level and the opinion 
of London diamond merchants is that business will remain 
good for the rest of this year at least. There still is a 
shortage of the stones most in demand with no indication 
of their becoming plentiful yet awhile. The improved 
market for stones of a general character is encouraging 
and is considered a healthy sign in the trade. According 
to Holborn Viaduct diamond dealers, there is practically 
no speculative buying in diamonds. Commenting on this 
condition a representative of Backes & Strauss said: 
“Conditions have not shown any material change in the 
last week or so, and business continues active. There is 
a steady demand for goods of practically every category, 
and although there is a complete absence of anything like 
speculative buying, the amount of goods that are being 
purchased for actual consumption is very satisfactory.” 
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r resident Brotherly’s V aledictory 


In His Address Opening the National Convention at Dallas, Texas, Retiring Head 
of the A. N. R. J. A. Tells of the Ending of the Proceedings Against the 
Organization by the Department of Justice and Discusses the Work 
of the Publicity Association, Trade Conditions, the Present Buyers . 

Market and the Proposed All-Inclusive Organization 


destined to play an important part in the history 

of our organization, I have an added pleasure in 
again greeting all who have journeyed to this city of the 
great Southwest. 

If we will take full advantage of the splendid arrange- 
ments made for our entertainment by the jewelers of 
Texas, I am convinced that we will profit by the hospitality 
extended to us, and our time will have been well spent in 
becoming better acquainted with this State and its people. 

We owe it to ourselves, however, 
to faithfully and promptly attend all 
business meetings of the convention, 
for every speaker has been chosen 
carefully for the presentation of 
topics of vital importance to our 
industry, which are uppermost in 
the minds of most of us today. My 
report covering association activi- 
ties has been made brief, because 
you will hear of these from other 
officers, committee chairmen, and 
speakers. 

Last year you reelected me to 
bring to a successful conclusion the 
investigation of this association by 
the United States Department of 
Justice. I am happy to report that 
after three years of anxiety and un- 
certainty on our part, the Govern- 
ment has finally and completely dis- 
missed that matter. 

This cannot be lightly overlooked 
as an incident, for I am reliably in- 
formed that in only one other case 
of a similar nature has the Govern- 
ment ever dismissed proceedings 
that it had ordered to be brought. 

This unfortunate matter was inherited when I first 
took office. It has been so expensive that our once healthy 
treasury has been materially reduced by expenditures 
necessary to protect our organization, its officers and its 
members. It had its inception in the case brought by the 
Government against certain California jewelers who 
plead nolo contendere to the charges; who paid heavy fines 
and legal fees; upon whom was imposed a decree in equity, 
and whose Eighteen Karat Club was disbanded. If there 
are still any harsh feelings in California against the 
National association, or against me personally, for the 
course of action this association was forced to pursue, I 
can only say that I hope these will abate as soon as pos- 
sible. I give my word to those sorely tried men that no 
step was ever taken to prejudice their interests. 

Severe restrictions were placed upon us by counsel, which 
we had to observe faithfully if the efforts to free the 
National association from similar indictment were to be 


PB iestinea the deliberations of this convention are 





CONRAD J. BROTHERLY 
PRESIDENT A.N.R.J.A., 1924-1928 


successful. We, in turn, placed equally severe restrictions 
upon our counsel, so that the path to the conduct of the 
Californian’s defense might be clear of any obstacles 
which the National body might otherwise have created. 
I hope that these men will come back into the National 
organization, share its benefits, and support its activities. 

This experience, I hope, will lastingly impress upon the 
minds of the officers and members of the State and 
National associations that there is constant need of vigi- 
lance, lest something illegal be done which may tear down 
the structure we have so pains- 
takingly erected over a period of 
twenty-two years. 

This serves as a warning to every 
retail jeweler that he be exceedingly 
careful not to associate himself with 
any group or association, or activi- 
ties, whose methods bear the slight- 
est taint of illegality. 

Many trade groups who have come 
into conflict with the law in the past 
were guided in their undertakings 
by counsel, but nevertheless they 
came into conflict with the Sherman 
Law. Therefore, when jewelers are 
tempted to commit acts which are 
generally held to be contrary to this 
law, because the sponsors of such 
undertakings claim to be acting 
under the guidance of competent 
counsel, the fact must be borne in 
mind that the members of the legal 
fraternity who are actually com- 
petent to act as guides in this con- 
nection are comparatively limited. 

Furthermore, it is essential to 
exercise constant vigilance so that 
when the association or associations of which the jeweler 
is a member should be tempted to engage in such illegal 
acts, the enthusiasm of other well-meaning members who 
are improperly informed as to the effect of the law, will 
not lead to such disastrous consequences as those through 
which the California jewelers and the National associa- 
tion have passed. Such vigilance is necessary, so the 
individual jeweler will not be answerable to the law for his 
cooperation with organizations alleged to have violated it. 

As a simple guide in this matter, every member of 
our association should bear in mind the broad general 
rule of the Sherman Law, that every seller has the right 
to sell his goods to any acceptable customer, anywhere, 
and any agreement between two or more persons to inter- 
fere with this right is a violation of the law. Also, that 
any agreement between two or more persons to fix, or 
control prices, is a violation of that law. This stateé, 
in the simplest possible language, the restrictions placed 
upon us by the Sherman Act. 





THE JEWELERS’ CIRCULAR 


Star of the South 


The largest diamond ever found in Brazil. 
Rough Weight 254 cts. Finished Weight 125 cts. 
Descriptive Matter Furnished Upon Request 


We are cutters of 


“PROPERLY MADE DIAMONDS”’ 


the superiority of which is apparent 
when compared with others. 


October 11, 1928 











October 11, 1928 


Unfortunate and actually destructive as the conse- 
quences of this broad interpretation have been to indus- 
try, no matter how tempted one may be to adopt a course 
in opposition to that interpretation, through what may 
appear as dire necessity, the fact nevertheless remains 
that our only recourse for relief lies in the modification 
of this unfair law. 

This is extremely important, for the government, ir the 
settlement of our case, specifically included a warning 
that if another occasion should give rise to court pro- 
ceedings, swift and sure action will be taken against us. 
We are now free to.resume our normal permissible activi- 
ties, and it is our duty to guard them. 


NATIONAL PUBLICITY 


Tomorrow morning Mr. Arno Dorst of Cincinnati will 
give us a complete report of the work done and to be done, 
by the National Jewelers Publicity Association. I could 
not complete my term without expressing my deep appre- 
ciation to the retail jewelers of the country, who were 
almost solely responsible for the success of this movement. 

Notwithstanding the statements of those who speak dis- 
paragingly of the accomplishments of the A.N.R.J.A., 
it can be said, without fear of contradiction, that to our 
association more than to any other agency, belongs the 
credit for the successful financing attained in the publicity 
movement, which had been languishing so long, and which 
threatened to record another, and possibly final failure, at 
the time of our Saint Louis Convention. We resurrected 
it and made it a major activity of our association. From 
that time forward, half of the financial support came from 
the retailers, and that their influence was mainly respon- 
sible for the response of the other branches of the trade 
is a fact which cannot be disputed. 

As a result, the Publicity Association is now perhaps 
the vital adjunct of the jewelry industry, and built up 
contacts among newspaper and magazine editors, spe- 
cialty writers, theatres, and moving picture and radio 
studios; and all of these are becoming constantly more 
valuable to us. 

The Publicity Association is now the recognized official 
headquarters of the trade, which is continually sought for 
authentic information concerning our industry. 

The 1929 payment will be the fourth and last installment 
of the four year subscriptions to the Publicity Fund, and 
additional money must be raised for the continuance and 
expansion of the work. I urge each of you who have pre- 
viously subscribed to reap the full measure of your in- 
vestment, by subscribing as much as you can, when the 
call for funds goes forth. To you and to those who have 
not subscribed, I would say that the realization of the full 
benefits of national publicity depends upon accumulative 
value, derived from continuous and persistent work, and 
not from sporadic work, done at intervals, or for only a 
short time. 

Our industry is united in its need for increased busi- 
ness. That increase can be had by making ourselves and 
our products known to the consumer, through National 
Publicity, which is the greatest power we have working 
for us at all times. 


RESEARCH WORK 


The continuance of the Harvard research work is one of 
the outstanding needs of our industry, but we must de- 
pend for better financial. support than has been forthcom- 
ing up to the present time, if the actual continuance of the 
work is to be made possible. 

Research is sometimes unappreciated by the unthinking, 
because it does not always produce immediate, tangible 
results, but the average business man today realizes that 
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the fundamental principles of all business are founded 
on determined facts, and the application of those facts, 
through education. Our Harvard surveys have restored 
$25,000,000 annually to the pockets of this country’s re- 
tail jewelers in excise tax savings. They have more than 
paid for themselves in millions of dollars represented by 
higher mark-ups voluntarily placed on many of our prod- 
ucts by the manufacturers, after these surveys indis- 
putably established our cost of operation. 

When the Capper-Kelly Bill has been enacted, they will 
continue to be absolutely essential to the manufacturers’ 
determination of a fair resale price. We cannot afford to 
let this work drop because of lack of interest, and I -strong- 
ly urge that we again put our dollars behind it. 


PRICE MAINTENANCE 


The National Association is cooperating with at least 
four other large national organizations, to assure the 
passage of the Capper-Kelly Price Maintenance Bill during 
the next session of Congress. The methods employed by 
all these organizations acting together, are similar to 
those of our excise tax campaign, namely, the education 
of Congressmen by the men “back home.” Everyone who 
will be asked to assist in this vitally important work, will 
be a potent factor in its final achievement. On Friday 
morning, we shall have the great good fortune to hear 
Congressman Kelly, and strongly recommend that every- 
one remain to hear his remarkably inspiring address. 


TRADE CONDITIONS 


I am optimistic by nature. I have great faith in the 
possibilities of our industry, and the need foxtheir real- 
ization by properly directed efforts. I fully* realize the 
danger of dealing in generalities, and I prefer that any 
statement should have the endorsement of an authoritative 
analysis. But I cannot relinquish this office without touch- 
ing upon conditions of the trade, which are in my opinion 
not only serious, but grave. It has been said that our 
country’s prosperity is sound, and on a better basis than 
ever before. Generally speaking, this may be true. How- 
ever, economic forces, with which we must reckon, are at 
work, and in certain industries. prosperity is question- 
able. During my administration I have maintained 
close contact and association with. men in all branches 
of the industry. I know many of their intimate prob- 
lems. 

If, as these men say, present conditions will probably 
force 50 per cent of our manufacturers in a certain locality 
to go out of business; if it is true that the elimination of 
many wholesalers is a probability; if many retailers must 
likewise go out of business, or seek less desirable locations, 
or operate their stores with a greater effect of the law 
of diminishing returns;—if thése things are true, it is 
time for this industry as a whole to pause and consider 
where it is headed, At such a time as this, clear heads 
and calm deliberation are needed for the formation of 
constructive policies. 

Most people admit that at least we are in a state of 
flux. No one knows what tomorrow may bring forth. At 
such a time, the effect of retailing at wholesale, of indis- 
criminate price cutting, of forced marketing, or unethical 
distribution, and other detrimental factors, are most keen- 
ly felt. Manufacturers, wholesalers, and retailers fruit- 
lessly spend their time in attributing to each other the 
fault for existing conditions. ; In this we seem to have 
come to a deadlock. gs 

Complaint is made of department store and chain store 
competitors, but if all signs point aright, this competition 
is here to stay, and to increase. 

When profits diminish, and business falls off, we may 
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rightfully blame the automobile, the radio, and other in- 
dustries that come in direct competition with ours for a 
share of the consumer’s dollar. This competition is like- 
wise here to stay, and will probably increase rather than 
decrease. The real trouble is that we blame everything 
and everyone for our conditions, without doing much about 
it, and the fault lies chiefly in the failure of the men in 
our industry to act collectively and unitedly, and-to think 
in terms of the welfare of the industry as a whole. 

For four years I have been stating that our real compe- 
tition is not between those of us within the industry, but 
that it is the competition between our industry and other 
industries that determines which shall secure the greater 
share of the consumer’s spending dollar. 

The same economic forces that substituted the auto- 
mobile for the wagon; that replaced cotton goods with 
silk goods, and silk with rayon; that eliminated women’s 
corsets, petticoats and veils; that today are substituting 
iceless refrigerators for ice; and oil heaters for coal 
furnaces; these same forces that have almost totally wiped 
out once striving industries, have been operating upon the 
jewelry industry. We are actually confronted with the 
possibility that the consumer may largely and permanently 
eliminate jewelry from the list of his wants. 

What has become of that class of our products that 
was generally referred to as “popular-priced gold jewelry,” 
which was once the mainstay of the industry? The de- 
mand for this has almost ceased, and its place has been 
taken by cheap costume jewelry, which it does not gener- 
ally pay the jeweler to sell. With few exceptions, our 
lines are confined to the higher priced goods falling with- 
in limited classifications. The demand for these consti- 
tutes practically all our only profitable market. 

Yearly we are being hedged more narrowly within this 
confinement. The problems before us are: How are we to 
retain the market we have and how are we to develop 
new markets? These questions cannot be solved without 
the closest application of the united brain power of our 
industry. They cannot be remedied by coercion or per- 
suasion of one branch of the trade against another to 
supply a market that is diminishing or that does not exist 
at all. 

The manufacturer of one line cannot be satisfied with 
the thought that if a manufacturer of other lines fails, 
he would still succeed. For, in the final analysis, the 
makers of all of our products depend upon the attitude 
of the public toward jewelry generally; and it is this atti- 
tude which reflects itself in the present status of the retail 
jeweler. 

There has been much talk of the elimination of the 
wholesaler whose functions, if he is eliminated, neverthe- 
les remain to be performed. Such effort might better 
be concentrated upon improving his methods and placing 
his business on a better economic foundation as related 
to other distributive processes. 

The retailer is blamed for his inability to move more 
goods at a faster rate. While it is true that there is 
much room for improvement in the processes of retailing, 
pressure brought to bear on this branch of the industry 
cannot alone support the structure when its other sup- 
ports are decaying. The actual situation facing all in- 
dustries today is, that we have changed from a seller’s 
to a buyer’s market. This is a comparatively recent 
change, which has not yet been fully recognized. 


A BUYER’S MARKET 


Leading economists tell us that in 1922 the line record- 
ing the growth of population was crossed by the line 
showing the growth of wealth, and that from that time 
we have changed from a production to a consumption era. 


THE JEWELERS’ 


CIRCULAR 97 


In other words, we have changed from a seller’s to a 
buyer’s market. For more than a quarter of a century 
we have through education been developing our capacities, 
our knowledge of facts in the field of production, -edu- 
cating the producers to make quantities of goods to a 
point where production exceeds consumption. 

It is pointed out that from now on, and possibly for 
a century to come, we must do business in a buyer’s 
market. ‘A buyer’s market is defined as one in which new 
wants must be created because old wants have been over- 
supplied. This means that the manufacturers must com- 
pletely change the direction of their work, that they must 
think in terms of what the user wants, and not in terms 
of what he, the producer, wants to provide. 

Up until a few years ago, it was possible to sell most of 
what we produced. Today the consumer is better educated 
into developing new wants, and he is satisfying his pref- 
erential wants by indicating to the industry what it 
shall produce; how the product shall be produced; how, and 
at what price the product shall sell. 

Higher standards of living and increased income, to- 
gether with better education, to place the consumer to 
determine which of his wants must be satisfied, and which 
are oversupplied. The industry whose production exceeds 
its capacity to sell its products, must step aside for indus- 
tries preferred by the customer; or else revise its entire 
scheme of operation to create a greater consumer-demand. 
If the manufacturer must do this, it naturally follows that 
the retailer must stock, not what he wants to sell, but 
what a fickle and increasingly discriminating consumer 
wants to buy. 

The boys and girls that we have been sending forth 
from our High schools and colleges during the last 20 
years do their own thinking, form their own conclusions 
as to what they want, and no longer permit the manu- 
facturers and retailers to do this for them, as has been 
the case with previous generations. 

With goods manufactured and oversupplied in such 
profusion as is the case today, they have become very 
“choosy,” and change their minds with bewildering fre- 
quency with respect to what they will accept. 

Our industry must recognize and adjust itself to this 
change. For this reason I have been advocating the re- 
organization of our association on a basis that involves the 
inclusion of members of all branches of the industry on 
an equal basis, and make possible united action with 
respect to our problems. 


AN ALL-INCLUSIVE ORGANIZATION 


Following my recommendation in this connection, this 
association, at the Milwaukee convention, adopted the fol- 
lowing resolution: 


“RESOLVED: That we recommend this plan to 
our members for consideration, with the proviso, 
however, that before any action is taken, the question 
shall be submitted to each state convention during the 
coming year, and if a majority of the states approve 
the change, the matter shall be presented to the next 
annual convention of the A. N.R. J. A. for final action 
by a vote of the states.” 


This resolution was followed by a presentation of this 
matter to the several state conventions that were held 
during the past year, with the following results: 

The states favoring this resolution and whose dele- 
gates at the convention will be accordingly governed, are: 
Alabama, Indiana, Massachusetts, Mississippi, New Jer- 
sey, Pennsylvania, Connecticut, Iowa, Rhode Island, Mis- 
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souri, North Dakota, South Dakota, Georgia, Kansas, 
Michigan, Nebraska, Oklahoma, Tennessee, Illinois, Mary- 
land-Delaware, Minnesota, New Hampshire, Oregon, Ver- 
mont, Washington and West Virginia. 

The states opposed to this resolution were four in num- 
per, as follows: North Carolina, South Carolina, Wiscon- 
sin and Virginia. 

The states having deferred their action on this matter 
are three in number, as follows: Florida, New York, Ohio. 

Accordingly, 25 states have committed their delegates to 
vote for the all-inclusive plan. In addition, our executive 
committee in the meeting directly preceding this conven- 
tion, has recommended the plan for your adoption. 

This matter will be presented to you for discussion and 
action, on Thursday morning, and,I urge each of you to 
be present to participate in that particular session. 

In retiring from office, I want to say that I have gained 
innumerable fine friendships within the industry, and par- 
ticularly within the membership of our association. It is 
my earnest hope that this may be maintained during the 
remainder of my life. In view of the fact that as retiring 
president, I automatically continue as a member of the 
executive committee, my active participation in association 
work, and particularly with reference to the evolution and 
operation of the all-inclusive organization plan, is as- 
sured. ; . 

I want to express my deep appreciation for the coopera- 
tion and support that at all times has been afforded to me 
by the hard-working, self-sacrificing members of our 
exeeutive committee. They have stood by me in times of 


Shoulder pendant 
fer the smart 
French evening 


THE JEWELERS’ 





rmNrir eT 


Linc Ulsckbe 99 


C 


trial, and their judgment as well as their keen interest in 
association work, has ever been predicated upon the wel- 
fare of our organization and its members. 

My thanks are extended to all state presidents and sec- 
retaries who have so ably assisted in carrying out the 
work we have had to do, and who have responded promptly 
and loyally to all demands made upon them. I have en- 
joyed the hospitality of their conventions many times, 
and I shall always remember these occasions as among the 
bright spots of my term of office. I hope that in the 
future I shall have the opportunity of meeting these men 
again, and knowing them even better than I do. 

The completion of my term of office signifies the ter- 
mination of a defensive warfare which this association 
has been obliged to wage since the termination of the 
World War. Most, if not all, of our activities have been 
bent upon finishing such tasks as excise tax campaigns, 
establishing protective legislation relating to the marking 
or stamping of merchandise, and, in general, cleaning 
house of matters which have remained to be done while 
getting under way toward the formulation of a program 
of constructive business-building. 

That we have a great future before us cannot be denied. 
I believe that we are destined to place our industry on a 
far better basis than it has ever occupied, with conse- 
quent benefit to its people. If we will lend the same ce- 
operation and support to the new era of construction that 
we have afforded to the past era of reconstruction, I am 
sure that we will go far, and prosper in many ways that 
we are but just dimly beginning to realize. 
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Platinum Metals in 1927° 


A Report on Statistics of Imports, Domestic Production and Stocks in Hands of Refiners with a 
W ord on Market Conditions and Prices, Technical Facts and a Bibliography of the Year 


By GEORGE FREDERICK KUNZ, Sc.D., Ph.D., A.M. 


PLATINUM PRICES 
(Continued from Oct. 4) 


Prices —The Engineering and Mining 
Journal quotation on platinum at the be- 
ginning of the year was $112, but the 
market was dropping, and the decline 
continued, with a slight break in March, 
until by June the price had reached $72, 
where it stood for the remainder of the 
year. The fall in price during 1917 was 
35 per cent, all coming in the first half 
of the year. The average for the year 
was $84.64. The open market price for 
large lots was fairly uniform at $6 un- 
der the quoted price. 

During the first half of January, 1928, 
the price rose from $72 to $90, but 
gradually declined during the next three 
months to $78. 

Palladium quotations at the first of 





AVERAGE MONTHLY PRICES OF PLATINUM AT NEW YORK 





the year to a low of $50-$52 at the end 
of October, but for most of the year the 
price stood at $55 an ounce. 


Osmium started the year at $65-$70 
but dropped to $55-$60 the middle of 
January; it recovered to $60-$65 in July 
at which point it remained to the end of 
the year. 

STAMPING LAWS 


The platinum stamping laws enacted 
during 1927 by the States of New York 
and Illinois went into effect Jan. 1, 1928.’ 
A similar law was enacted in New Jer- 
sey April 3, 1928, to go into effect July 
4, 1929. No action has as yet been taken 
on the proposed national law, which is 
planned to cover the shipment of articles 
made of platinum in _ interstate or 
foreign commerce, while the State laws 
cover the manufacture and sale of such 


(In Dollars per Troy Ounce) 


1919 1920 1921 

re 104.85 154.25 73.40 
POURMOATY icc cases 100.48 151.59 70.238 
ne eer ee 99.20 38.56 72.46 
EA ere bere 99.85 127.04 73.40 
NE Es ls sO 102.60 97.50 73.74 
ND Aaa alg casa rie ears 105.80 85.19 74.94 
oR ere tae 105.90 83.94 70.44 
RNS sa ors aes, glass ese 107.60 111.44 73.22 
MODLOMIDEr 2.66665 128.70 115.20 75.96 
|: OE Coe Teer 32.21 101.70 81.80 
MOVGMIDCD 6.666066. 136.74 84.75 82.60 
December ..5<..... 151.35 79.62 78.19 

| Ae ea ae 114.61 110.90 75.05 





the year were $63-$66 an ounce, but de- 
clined to $55-$60 by the third week of 
January, rose to $58-$62 the first of 
February, where they remained until the 
middle of March. Prices then advanced to 
$59-$63, but sagged to $53-$57 the first 
week of May, and to $52-$54 by the mid- 
dle of July. This was followed by a 
slow decline to the end of the year at 
$50-$52 the second week of December. 
Refiners report a high of $72, a low of 
$50, and an average price of $58. 

Iridium opened the year at $120-$125 
an ounce, but declined to $115-$120 late 
in January, and $105-3110 the middle 
of May. There was a slight recovery in 
price in June and July, to $112, followed 
by a drop to $105-$108 in October. In 
November quotations stood at $110-$115 
and toward the end of December the 
price advanced to $200. The average 
for the year was about $120. The De- 
cember rise continued through January 
and February, 1928, to a maximum of 
$350-$400, but declined in March to 
$300-$325, where it remained. 

Rhodium quotations varied from a 
high of $65-$75 an ounce at the first of 





_*Reprinted from “Mineral Industry,” Vol. 
XXXVI, by courtesy of the publishers, the 
McGraw-Hill Book Co. 








articles... Some of the leading jewelry 
firms maintain a standard considerably 
higher than that set by the stamping 
laws, particularly as to the substitution 
of other metals of the platinum group 
for platinum. 


PLATINUM IN FOREIGN COUNTRIES 


Statistics for 1927 are not yet avail- 
able for Russia or Colombia, but it is 

'See Mineral Industry, 35, p. 541. 

* JEWELERS’ CIRCULAR, April 5, 1928. 


WORLD'S 


PRODUCTION 


probable that the year’s production is 
170,000-180,000 oz. The increase dur- 
ing the past five years has been about 
100 per cent, or possibly somewhat over, 
largely due to the recovery in Russian 
production following the reorganization 
of the industry by the Soviet govern- 
ment; this has been supplemented by 
smaller increases from Colombia, the in- 
auguration of the industry in South 
Africa, and a few thousand ounces ad- 
ditional from Canada and the United 
States. Although large as compared 
with pre-war conditions, productions in 
Canada and the United States are so 
small as to play little part in the gen- 
eral situation. Russia has now far sur- 
passed Colombia and is definitely the 
leading producer, but it is impossible 
for her ever to regain her old position 
as contributor of 92-96 per cent of the 
world’s supply. Even though the in- 
creasing Russian competition cut the Co- 
lombian production in half, and pre- 


922 923 92 925 92 27 : 
= *6 = o etd bps ae bers a a -, vent any further progress in other fields, 
JIG a. i) 64.164 Os Oo.4 704 . . . 

$9.54 113.27 124.74 117,00 113.91 107.55 there would still remain a production of 

87.50 110.85 121.69 117.00 112.00 108.00 " ; i : 

ory oliesa 1ises iss? iinss 1019  42:000-50,000 oz. outside of Russia, 

$5.53 115.01 115.73 119.85 108.96 84.68 Which is about 25 per cent of current 

87.21 115.61 116.00 120.00 ‘111.00 72.00 ‘ 

90.18 116.00 118.23 120.00 114.69 72.00 consumption. 

98.37 116.00 120.00 120.00 116.00 72.00 Although there was before the war a 
117.28 116.00 118.92 120.00 116.84 72.00 : : : 
109°44 11892 11800 12000 11224 72:00 well established world’s consumption of 
108.00 124.48 117.79 120.00 112.00 72.00 250,000-300,000 oz. per year, rising 
AESGO Asb Oy 1i.ve Ac0R0 Abts 100° lee ond the donee ff aie 

97.62 116.54 118.82 119.09 113.27 84.64 tutes has now cut this almost in half, 


and the recent output of 159,000-175,000 
oz. per year seem to be about all the 
present market can absorb. This means 
that any further extension of the Rus- 
sian industry must be at the expense 
of the producers in other territories, or 
must follow increased demand from 
newly developed uses or the replacement 
of substitutes. One very possible in- 
crease in the demand for platinum lies 
in the increased use of the metal in wed- 
ding rings, where its highly permanent 
character is an asset. With some 1,250,- 


OF PLATINUM (a) 


(In Troy Ounces, Fine Platinum) 


Aus- Canada South United 

Year tralia (b) Colombia Russia Africa States (b) Total 
1914 s.r 16,264 (d) 202,000(c)  ..... 1,484 219,933 
i 4 475 18,749 (da) 104,000(c¢)  ..... 1,190(e) 124,457 
POUR. osc 62 1,040 25,592 (d) 53,000(c)  ..... 2,780(e) 82,474 
hy 197 , 1,036 26,421(d) SG.4T4 2k wees 6,280(e) 132,408 
eh ee 461 705 34,266 (d) SS.78% ween 9,740(e) 78,613 
i 162 690 32,236 (d) 39,425, lk wes 10,460 (e) 72,513 
Co re 640 4,345 33,500(e) te ¢.: ee 11.500(e) 61,308 
i 3 re 189 5,412 34,000(c) 5,500 ..66- 2,899 48,000 
| 61 4,802 43,574 (d) 2.500 = ase 1,998 72,935 
Oo 7 445 6,810 40,676 (d) S4.5500 =n ua Ho 2,114 84,745 
it 490 9,186 46,533 (d) 56,900  ..... 3,523 116,632 
i.) 436 8,698 56,000 (e) 94,800 ..... 4,325 164,259 
Ce pee 9,521 55,000(e) 92,700 4,951 4,923 167,500 (e) 
ji Shate 8 8=60 ka CCC tC HS 10,431 4,449 selene 

(a) Estimated content of fine platinum contained in crude platinum output. There has 


been a small production in some years from India, Borneo, Japan, and other countries, but 
none of importance. (b) Platinum of domestic source recovered by refiners. (c) Estimated 
by J. M. Hill, U. S. Bur. of Mines. (d) Exports. (e) Estimated. (f) Sales of all platinum 


metals except osmiridium. 
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000 weddings taking place in the United 
States every year, if an additional 10 
per cent of these used platinum wedding 
rings, this would require 15,000 oz. of 
metal. Another increased use is follow- 
ing with the growing skill of the manu- 
facturer in putting only a platinum sur- 
face on various pieces of jewelry, backed 
with gold or with a lower priced metal 
of the platinum group, such as palla- 
dium. Platinum coated material of this 
kind is now being sold by the leading 
platinum refiners and manufacturers. 


Canada.—The metals of the platinum 
group produced from Canadian ores in 
1927 included 11,217 oz. of platinum, 
valued at $716,653, and 11,545 oz. of 
other metals of the group, valued at 
$554,190, a total of 22,762 oz., with a 
value of $1,270,843. 

With the exception of a few ounces of 
crude platinum obtained from the black 
sands of British Columbia, all the Cana- 
dian production has been obtained from 
the treatment of the Sudbury nickel 
ores. The precious metal residues from 
these ores are allowed to accumulate 
over irregular periods of time before 
being treated, so that recoveries do not 
bear any relation to the quantity of ore 
treated or of nickel recovered during 
the year. 

Canada now ranks third in impor- 
tance as a source of metals of the plati- 
num group, after Russia and Colombia. 
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UNITED STATES IMPORTS OF PLATI- 
NUM FROM COLOMBIA 
(In Troy Ounces) 

Year (a) Quantity Value 
Beta aces Siereve aspera atone 21,278 $1,536,422 
re eee 27,030 2,241,744 
Tr 30,543 2,630,614 
54) 26,046 2,303,111 
|) re 29,853 2,880,887 
DE WD o:6.6. 450 oe 8 0:8 31,840 1,951,357 
fe Se eae 7,23 2,936,487 
MENE SD icles 8-00 0 Olea 32,278 3,162,816 
Lt) ree 43,463 4,033,37 
oo sla ojecscern ws « 33,595 3,019,826 
PMR ors sia ince pcarass 39,004 3,488,563 
ee i.) ee ence ie 2,04 4,397,833 

(a) Fiscal year ending June 30. (b) Cal- 


endar years. 


Imports into the United States from 
Colombia increased in 1927 by one-third 
over 1926, and exceeded the highest pre- 
vious figure by nearly 20 per cent. Cus- 
tom house records show exports from 
Cartagena and Buenaventura of 45,830 
oz. in 1927; figures for the first five 
months of 1928 indicate a slight increase 
in production. 

Russia.—In the course of the reorgan- 
zation of all industrial activity that was 
started in Russia shortly after the estab- 
lishment of the Soviet government, the 
monopoly for the exploitation of the 
Ural platinum deposits was vested in 
1921 in an organization known as the 
Uralplatina. During the past few years 
rapid strides have been made in the re- 
habilitation of the industry, which in 
the general disorganization following 
the revolution, had almost completely 
disappeared. In 1925 and 1926 produc- 





CANADA’S PRODUCTION OF 





PLATINUM-GROUP METALS 














1926 1927 ‘ 
A —. QS ea “4 ——s 
Palladium, Palladium, 
Rhodium, Rhodium, 
Platinum Ete. Platinum Etc. 
Produced by Canadian, United States and \ 
British refineries from Canadian mattes 
Se I, SEO Os hice ccc sce eceeees 9,47 10,024 11,217 11,545 
ES ig fe ove Bis hae sao see tekeseNela REM trstieva $919,349 $640,178 $716,653 $554,190 
British Columbia placers, fine 0z.......... | rs ee eae amr eae 
RN a A rar ee PEO? n@ehaees. 8 . wikia oMten aa a ake 
IES ANON sneer Stee. %, a Siajaia GS eee ee es 9,521 10,024 11,217 11,545 
I Lahn Feet aie a, aR ated alerete 4056 $923,607 $640,178 $716,653 $554,190 





Colombia. — The largest individual 
platinum producer in Colombia is the 
South American Gold and Platinum Co. 
At present it has three dredges in op- 
eration, which produced 21,992 oz. of 
crude platinum and 6363 oz. of gold dur- 
ing 1927; an additional 125 oz. of plati- 
num was received as tribute from native 
miners, making a total of 22,117 oz. This 
is the largest production the company 
has made to date, but will probably be 
exceeded in 1928. Production in 1926 
was 18,923 oz. of platinum, and in 1925 
was 12,233 oz. The dredges are now 
electrically driven from a hydro-electric 
plant operated by the company about 30 
miles from the boats. 


It has been stated that the British 
Platinum and Gold Corp. discontinued 
operations because of exhaustion of the 
ground. 


About half of the Colombian output is 
produced by hand-washing operations on 
the part of natives. 


? Another interesting association of plati- 
num with nickel is in meteorites. See J. L. 
Howe, The Occurrence of the Platinum 
Metals, Science, Sept. 2, 1927. 


tion approached 100,000 oz., and while 
no definite figures are available as yet, 
it is possible that this figure was sur- 
passed in 1927, as a result of an extend- 
ed program of replacing old equipment 
with new electrically driven dredges of 
increased capacity. It is expected that 
with the new dredge equipment deposits 
can be worked containing as little as 
0.0017 oz. per ton (about 50 mg. per 
metric ton), worth about 13 cents at 
current prices; the material now being 
worked averages about 0.005 oz. per ton. 
About 1,500,000 oz. is estimated in the 
deposits containing 0.0025 oz. per ton or 
more, and it has been estimated that the 
known deposits will yield a total of 
7,000,000 oz. 

In this connection, it might be men- 
tioned that on Jan. 10, 1928, A. D. 
Strekhnin, the well known Russian 
dredge expert, died at Leningrad. 

Crude platinum is no longer sold in 
Russia. In addition to the mining op- 
erations, the Uralplatina operates a re- 
finery at Sverdlovsk, and at Moscow a 
plant for the elaboration of the refined 
metal into finished wares for the chem- 
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ical, electrical and jewelry trades. For 
export, platinum is supplied in the form 
of refined bars, sheets, wire, etc. The 
other metals of the platinum group are 
also refined for the market. 

During the summer of 1927, after the 
failure to renew the selling agreement 
with the syndicate, the Japanese govern- 
ment offered the Soviet government a 
loan of 350,000,000 yen on commercial 
credits in exchange for a monopoly in 
the sale of platinum, but the offer was 
refused.’ 

Sierra Leone—Early in January, 
1928, an official announcement was made 
that the platinum occurrences originally 
discovered in Sierra Leone in May, 1926, 
had been proved to be of about 40 square 
miles in extent, and that the deposits 
promise to be of considerable impor- 
tance. The platinum occurs as native 
metal, associated with ilmenite and mag- 
netite, in small nuggets, grains and dust 
in gravels in streams, flats and beaches. 


These are found in a strip along the 


western coast, about 10 miles south of 
Freetown. The area extends 8 miles 
along the coast, from False Cape to John 
Obey, and inland for a distance of 2-3 
miles.” 

(To be continued) 





1Comm. Rept., March 10; Metal Bull., 
March 30; JEWELERS’ CIRCULAR, Feb. 
— 8, 1928; Hng. Min. Jour., Sept. 3, 
1927. 
2 Min. Jour., June 2, 1928. 








Court Authorizes Payment 





Of First and Final Dividend to Creditors 
of V. E. Black Co., Providence 


PROVIDENCE, R. I., Oct. 8.—A first and 
final dividend of 39.962 per cent for the 
creditors of the V. E. Black Co., manu- 
facturing jewelers, formerly at 10 Eddy 
St., which went into the hands of a 
receiver some months ago, was author- 
ized under a decree entered in Superior 
Court last week by Presiding Justice 
Willard B. Tanner. The decree also 
provides for the dissolution of the cor- 
poration which was petitioned into re- 
ceivership last spring by Samuel B. 
Levy, president and stockholder. 

Payment of $1,250 to Horace M. 
Peck, secretary of the Manufacturing 
Jewelers’ Board of Trade, for his ser- 
vices as permanent receiver and of $1,000 
to Philip C. Joslin, as attorney for the 
receiver, was approved and allowed. The 
decree ratified the payment of $17,025.89 
to the city of Providence for taxes in 
full as a priority claim. 

The appendant report of the receiver 
of the receipts and expenditures shows 
that the former amounted to $25,343.53 
and the latter to $6,231.69, leaving a 
balance of $19,111.84 to be distributed 
among the creditors, whose claims ag- 
gregated about $42,000. 








Andy Backman, for five years with 
Memhard & Miller, Spokane, Wash., 
has opened a jewelry shop at N1 Wall 
St., Spokane, Wash. 
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Notorious Bandit Escapes From Prison 
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Roy Dickerson Who Robbed New York Diamond Salesman in 
New Orleans Again at Large 


BIRMINGHAM, ALA., Oct. 5.—Roy 
Dickerson, notorious Alabama diamond 
thief and bank robber, is again at lib- 
His whereabouts are unknown. 


erty. 
Prison officials have notified officers, 
jewelers and merchants’ generally 


throughout the United States and for- 
eign lands to be on the lookout for him. 

Dickerson made a sensational escape 
from Kilby prison Tuesday night by scal- 
ing the walls and escaping in an auto- 
mobile with others. Two other convicts 
escaped with Dickerson. They were 
Ivanhoe Silver and Frank Cook, alias 
“J, M. Cooley,” both sent up for jobs 
done in Birmingham. , Silver is a jewelry 
thief and safe robber and was the master 
mind of a well organized band of crooks. 
He was convicted some time ago of blow- 
ing the safe at the office of a grocery 
company. 

The three prisoners escaped with out- 
side assistance. Three strange men over- 
powered and bound and gagged an out- 
side guard and then threw a rope ladder 
over the walls, allowing the three pris- 
oners to scale the walls by that means. 
Then the three convicts and their friends 
escaped in an automobile which the 
friends had in waiting. Who these three 
men were who assisted the convicts to 
escape is unknown. How the three con- 
victs escaped from within the prison 
building and gained the wall is not 
known. 

Warden Thomas J. Shirley at Kilby 
prison says he does not see how the three 
convicts communicated with anyone on 
the outside and planned an escape. But 
few visitors saw these convicts within 
the walls. Whenever the convicts con- 
versed with anyone from the outside a 
guard was always present and heard 
every word spoken, according to the war- 
den. Last Monday night Dickerson’s 
wife visited him in the prison. A guard 
was present and heard every word of the 
conversation. After the escape it was 
found that Mrs. Dickerson had moved 
from her old Montgomery address and 
officers were unable to find her. 

When he escaped from Kilby prison, 
Dickerson was serving a 25-year sentence 
for the robbery of a bank at Phoenix 
City, Ala., of about $100,000 in 1920. A 
few months after this bank robbery Dick- 
erson and wife were arrested at Los 
Angeles, Cal. Within less than four hours 
after his arrest, Dickerson made a sen- 
sational escape by crawling through a 
narrow ventilator shaft. For more than 
a year he eluded the officers and detec- 
tives in many places in the United States. 

After escaping from the prison in Los 
Angeles, Dickerson bound and robbed -a 
New York diamond salesman in a prom- 
inent hotel in New Orleans of about 
$85,000 worth of diamonds. A few days 
after this he was arrested by detectives 


in Birmingham on a tip from New Or- 
leans officers. The most of the stolen dia- 
monds were recovered in his room in a 
rooming house in Birmingham. About a 
year after this he escaped from Kilby 
prison while serving this sentence. He 
has never been tried for the New Orleans 
diamond robbery. 


Roy Dickerson was next arrested at 
Tacoma, Wash., while in the act of rob- 
bing a department store. Tacoma officers 
surrendered him to the Alabama author- 
ities and Dickerson was returned to Ala- 
bama and again sent to Kilby prison, 
where he was said to have been a model 
prisoner until he escaped last night. He 
has never been tried for the Tacoma rob- 
bery. 

He is five feet three and,three-eighths 
inches tall, weighs 139 pounds and is of 
medium build. His eyes are blue, hair 
brown and complexion medium. His teeth 
are fairly good. He is usually smooth 
shaven. His occupation is that of an 
engine hostler and fireman. He can be 
identified by a number of tattoo marks 
on his person. A _ five-pointed star is 
near the base of his left thumb. There 
is a dagger piercing the flesh of his left 
forearm, and an eagle and a five-pointed 
star with rays. On his right forearm is 
a woman standing on a stump before an 
American flag. A wreath is over her 
head. A cross is tattooed on the outside 
of his left leg, below the knee. 

While in jail in Birmingham some time 
ago, Dickerson told the correspondent of 
THE JEWELERS’ CIRCULAR that he had 
broken out of 42 prisons in the United 
States, and that there was not a prison 
in all the world that could hold him, if 
he wanted to escape. He is bold and 
fearless, but has never killed or wounded 
anyone in all his criminal career. 

The State of Alabama has offered re- 
wards for the arrest of. Dickerson, Sil- 
ver and Cook, or “Cooley.” 








Death of John Paul Becker 


SAN FRANCISCO, Oct. 5.—John Paul 
Becker, one of the well-known and high- 
ly respected members of the jewelry 
trade in San Francisco, died at his 
home in Berkeley, Cal., on Sept. 28. 

For over 20 years Mr. Becker was 
connected with the Sorensen Co. and 
for a long time past had acted in the 
capacity of manager. He was a native 
of Germany and was 63 years old. 
Much of his spare time was devoted to 
music in which he excelled and, despite 
his busy life as a jeweler he had found 
time to write on music as well as to 
compose. 

He was a member of Scottish Rite 
Masons and of the Elks. He is survived 
by his son and two daughters. 
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Sample Cases Stolen 





Thieves Escape With Jewelry While Sales- 
man Visits Boston Concern 


Boston, Oct. 6—Two sample cases 
belonging to the E.’ I. Franklin Co. of 
North Attleboro were snatched by 
thieves while a porter had put them 
down for a minute outside the: offices of 
the E. H. Saxton Co., Washington build- 
ing, Oct. 4. E. I. Franklin, Jr., was 
inside the offices, and immediately noti- 
fied the police of the robbery. The thieves 
made good their escape and no trace has 
been found of them as yet. 

The sample cases contained silver, 
gold filled and other articles of jewelry. 
Searcely had the excitement caused by 
the robbery ceased when an express 
teamster broke the glass window in the 
door of the Saxton offices. 








Net Spread for Robbers 





Police and Pinkerton Operatives Follow 
Clues Which May Result in Arrest of 
Men Who Robbed Wadsworth Plant 


CINCINNATI, Oct. 6.—Every possible 
outlet for gold bullion and gold watch 
cases is being watched by the police of 
Cincinnati and other large cities in an 
effort to trace the robbers who broke 
into the plant of the Wadsworth Watch 
Case Co., Fifth and Clay Sts., Dayton, 
Ky., near Cincinnati, last Sunday morn- 
ing. It was intimated that a net was 
being formed by the police together with 
operatives of the Pinkerton National 
Detective Agency and other agencies, 
following several clues which were re- 
ceived from a source in close touch with 
the underworld. The exact nature of the 
information was not made possible but 
it was of enough value to spread the 
information throughout the country and 
create a good lead for detectives. 

It was said that one notorious safe 
robber, whose base of operations is To- 
ledo, Ohio, was in Cincinnati for three 
weeks preceding the robbery. He was 
a guest at one of the leading downtown 
hotels. Other men of the same band out 
of Toledo are said to have been seen 
here. With these clues at hand the 
Pinkerton agency, which is employed by 
the Jewelers Security Alliance, is spread- 
ing its net as widely as possible. 

The Wadsworth firm is insured with 
Lloyd’s, Ltd., of England, and adjusters 
of that concern have been at work mak- 
ing an inventory of the loss. Officials of 
the firm emphatically denied that the 
loss amounted to $50,000 as was first an- 
nounced, but it is practically certain that 
the loss will be in the neighborhood of 
$30,000. ' 

The most mystifying feature of the 
robbery is the method in which the band 
gained entrance to the factory. It could 
have been possible for one of them to 
get into the place before closing at noon 
Saturday and hide until all employes 
had left. There is a reward of $1,000 
offered for the arrest and conviction of 
the robbers. 
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Look Out for These Crooks 





Notorious Jewelry Thieves Visit New York Concern aed Steal 
Five Bracelets Valued at $16,230 


It became known, several days ago, 
that five bracelets worth $16,230 were 
stolen on the afternoon of Sept. 26, from 
the establishment of Charles P. Gold- 
smith & Co., 26 W. 36th St., New York. 
The theft was discovered shortly after 
the departure of a man and a woman 
who had called, posing as a doctor and 
nurse, but who have since been identi- 
fied as Harry Campbell, better known 
as “The Phoney Kid,” and Mary Fer- 
guson, listed in police records as “Chi- 
cago Annie.” Both are notorious crooks, 
and as they are well known to the police 
in many cities, a general alarm has 
been broadcast in the hope that they 
may be picked up. 

In accomplishing the robbery at the 
Goldsmith establishment, this pair, who 
incidentally have been companions in 
crime for years, used the same method 
of operation so successfully used on other 
jewelers. They walked into the Gold- 
smith place, the man posing as a doctor 
and the woman as a nurse. They claimed 
they had been referred to the W. 36th 
St. concern by an acquaintance and 
asked to be shown some bracelets. The 
man, as has been his usual custom, car- 


ried with him a brief case and a set of - 


stethoscopes which he took no pains to 
conceal. 

A number of bracelets were placed on 
the counter before the pair and suddenly 
they decided they wanted to look at jade 
jewelry. The couple made no purchase, 
but after they left the five bracelets were 
discovered as missing from the stock. 
All of the bracelets were of platinum 
and were set with diamonds, sapphires 
and emeralds. 


One bracelet mounted with a large 
marquise diamond, two pear-shaped dia- 
monds and 218 other diamonds, as well 
as 28 sapphires, was valued at $8,000. 
This bore the concern’s scratch numbers, 
42048/11918. Another bracelet con- 
tained a large square diamond, two mar- 
quise diamonds and 188 smaller diamonds 
and bore the scratch numbers 41937/ 
11799 and is worth $3,700. The third 
bracelet was mounted with 76 diamonds 
and 14 sapphires. This bracelet is worth 
$1,230 and bore the scratch marks 
47243/17144. Another bracelet was 
mounted with 95 diamonds and six em- 
eralds and bore scratch numbers 46693/ 
16509 and is worth $1,100. A fifth 
bracelet contained one genuine emerald, 
10 small emeralds and 108 diamonds and 
has a value of $2,200. It bore the firm’s 
scratch numbers 42795/12605. 

_ Upon discovering the loss the firm 
immediately notified the police depart- 
ment, as well as Captain “Matt” Strat- 
ton, superintendent of the Jewelers’ Co- 
operative Bureau. Detective Pellegrino 
of the Seventh Squad, W. 30th St. Sta- 
tion, was assigned to the case. Captain 


Stratton went to the Goldsmith estab- 
lishment where from a description of the 
pair and their method of operation he 
immediately identified them as Camp- 
bell, alias “The Phoney Kid” and Mary 
Ferguson, better known as “Chicago 
Annie.” Photographs of this pair were 
shown by Captain Stratton and Detec- 
tive Pellegrino to the employees of the 
Goldsmith establishment who had seen 
the couple, and they immediately identi- 
fied them as the couple who had been in 
the establishment. 

The man is described as 60 years old, 
stands about five feet nine inches tall, 
and weighs about 165 pounds. He has 
gray hair and has a pleasant manner 
and is an exceptionally plausible talker. 
The woman is said to be a domestic and 
is 45 years old and stands about five 
feet four and one-half inches tall. She 
has blue eyes, dark hair, heavy coarse 
features and high cheek bones. 


The police records show that they have 
served terms in several prisons and it 
is understood that if Campbell is caught 
and convicted on the Goldsmith com- 
plaint, he faces life imprisonment under 
the Baumes laws. 

Campbell is known under several 
aliases, principally “The Phoney Kid,” 
and has a record dating back to 1897, 
while his companion, “Chicago Annie” 
experienced her first encounter with the 
police in 1904. The last appearance of 
this pair in the jewelry trade in New 
York was in November, 1925, when they 
were arrested on a charge of stealing a 
ring worth $150 from the jewelry store 
of David Noorian, then located at 40 E. 
57th St. For that crime Campbell was 
given a sentence of from one year and 
three months to two years and six 
months in Sing Sing. Just what hap- 
pened to his woman, the records fail to 
show. 

Their appearance at the Goldsmith 
establishment is said to be the first 
knowledge the police had that this pair 
were back in New York. 








Sent to Jail 
Girl Forger Who Swindled Washington, 
D. C., Jewelers Goes to Prison for 
Five Years 


WASHINGTON, D. C., Oct. 6.—Emily 
Rollins, 18 years of age, broke into loud 
sobs when she received a five-year sen- 
tence at the hands of a Washington 
court recently, after breaking the terms 
of her probation on two charges of for- 
gery. 

Miss Rollins last February went to a 
local jewelry store and stated she was 
the daughter of Harry Crandall, theater 
owner, asking the store to cash a check 
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in a substantial sum, which request was 
complied with. Later, Miss Rollins pre- 
sented another check at another jewelry 
store, this time pretending to be the 
daughter of Representative Charles H. 
Brand. A wise employe of this latter 
store telephoned and discovered Repre- 
sentative Brand had no daughter. Miss 
Rollins was detained and reported to 
police. 

The girl, on account of her youth and 
apparent reformation, was placed on 
probation, but her love of finery got the 
better of her, and she again visited 
stores and got checks cashed in the 
amounts of $140, $70 and $49.50. The 
proprietor of one of the establishments 
became suspicious and had her re- 
arrested. 


Escaped Robber Caught 


Jewelry Thief Who Broke Out of Insane 
Institution at Washington, D. C., is 
Held in Newark, N. J., on 
Burglary Charge 


WASHINGTON, D. C., Oct. 7.—Robert 
Evans, 24 years of age, who escaped 
several months ago from St. Elizabeth’s 
Hospital, an institution for the insane, 
where he was committed as a result of an 
attempt to shoot several persons in the 
jewelry store of Samuel Mitchell, has 
been located in Newark, N. J., where he 
is now held on three burglary charges, 
according to advice to the Washington 
police department. 

When young Evans escaped all police 
precincts were warned to be on the 
lookout for him, and local warnings were 
given residents of Washington, that the 
patient was. dangerous and might be 
armed. In spite of a nation-wide search 
for Evans, he had eluded officers up until 
his arrest in Newark. 

On Jan. 9 of this year the boy bandit 
walked into the jewelry store of Samuel 
Mitchell, 711 Ninth St., calmly broke 
open a show case and stole jewelry val- 
ued at over $3,000. As he ran from 
the store he fired one shot at Lawrence 
Shelton, a clerk, and another at Edmund 
Thomas, who attempted to stop him. 
Neither shot was effective. A chase 
followed and Evans was finally captured 
by a policeman. 

At the trial Evans was declared to be 
of unsound mind, and was sent to the 
hospital for treatment and observation. 
There he escaped from keepers while 
being taken from one department of the 
institution to the other, by cutting a 
heavy leather belt with which his hands 
were strapped. No clue as to where he 
obtained the knife was ever obtained. 

Hospital authorities here declare they 
have no funds available to have the in- 
sane man returned here, and it is stated 
the police department of Washington is 
entirely willing to have Evans tried un- 
der the laws of New Jersey. Just what 
the nature of the charges against him in 
that state are was not learned. 

















W. F. Lesch is closing out his jewelry 
business at Grundy Center, Iowa. 
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QO": thirty-five years’ 
experience has en- 
abled us to produce these 
three bracelets which you can 
retail at such unusually low 
prices. 
In addition to articles of this 
calibre our line includes 
bracelets of higher price 
and interesting assortments of 
diamond wedding rings, din- 
ner rings, semi-mounted 
rings and diamond _ set 
brooches and wrist watches. 
We will be glad to send 
pieces on memorandum to 
any responsible jeweler. 


daffe & Son 


Established 1892 
10 West 4725St. - New York City 
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What Shall We Do With the Auction? 


By Witiam Batsam, Secretary, National Jewelry Auctioneers Association 


HY have so many men of easy con- 
ec and questionable methods at- 
tached themselves to the auction pro- 
fession? Although the sale of jewelry 
by auction is one of the soundest of the 
established practices for leveling surplus 
stocks, many of the auction practitioners 
have shown merchandising tendencies— 
not so sound,—to state it kindly. 

Who shall we blame?. The jeweler 
for hiring such auctioneers? The auc- 
tioneers, as a class,—for harboring them? 
The police—for allowing them to oper- 
ate? The public—for patronizing the 
unethical auctioneer, because of a desire 
to “get something for nothing?” 

What shall we do about it? Educate 
the public? Legislate the auction out 
of business? Put a check on the “ambi- 
tious” jeweler through his trade asso- 
ciations? . . . Can we get at the false 
auctioneer directly? 

An answer to these questions must be 
preceded by an analysis of the nature 
of the jewelry auction. On the whole, 
the public has bought merchandise at 
jewelry auction for less than would be 
paid at regular season. “An opinion of 
wide circulation adhered to by a large 
group must have a grain of truth in it.” 
The grain of truth in the auction appeal 
is that it actually gives the bidder a run 
for his money. 

If a jeweler in distress realizes cost 
for his inert merchandise sold at auction 
he is usually more than satisfied. An 
audit of the last hundred auctions con- 
ducted will show that the jewelers aver- 
aged cost, or perhaps a fraction more; 
certainly nothing like regular profits. 
These are facts. Jewelers who have had 
association members conduct their sales 
will furnish figures to substantiate them. 
To Mr. Jones, of Fort Dodge, or to Mrs. 
Smith, of Newark, the chance to buy a 
watch at cost is a real opportunity; the 
bargain price offsets any style disad- 
vantage the watch may have and the 
highest bidder goes home to exhibit his 
or her bargain to family and friends. 

The fact that more people attend an 
auction on the fifth or sixth day than 
on the first is a pretty good indication 
that the purchaser is satisfied. Price 
always creates volume. A jeweler often 
does more business during a _ thirteen- 
day sale than he has for six months 
previous. 

It is this opportunity for tremendous 
volume—this public anticipation, that 
has attracted the easy money operator 
to the jewelry auction—much as it has 
to a mining camp. Auctioneers have 
earned commissions at jewelry sales 
faster than they could earn similar 
amounts by panning gold. 

The auction as a vehicle belongs not 
to the auctioneer, but to the jeweler. It 
is his store and his merchandise situ- 
ation that make enormous turnover pos- 
sible. To legislate this vehicle away 
from him, in order to get at the unscru- 


pulous auctioneer, seems an amazingly 
illogical way of attacking a simple 
problem. 

In most instances anti-auction legisla- 
tion has been evaded. First, because it 
has been declared unconstitutional, and 
second, because it has been opposed in 
test cases by jewelers themselves. No 
man realizes the unfairness of this 
“anti” legislation more than the jeweler 
in need of cash. For this reason many 
of the legal victories in defense of the 
auction were accomplished through funds 
supplied by well-established jewelers. 
Two years ago a leading Birmingham 
jeweler, in desperate need of money, 
came to a Chicago auctioneer. He con- 
fessed to have been instrumental in the 
passage of several statutes against the 
auction. He beseeched the auctioneer to 
conduct a sale in his store, and pledged 
his uncompromising support towards de- 
feating the very ordinance he had spon- 
sored—before the shoe pinched his own 
foot. 

Ordinances of this type are just as 
unfair to the large body of honest auc- 
tioneers as they are to the jeweler. 
Many auctioneers learn their profession 
from their fathers. Most of them have 
specialized in the profession and know 
no other trade. To so impede their ef- 
forts that they cannot pursue their legi- 
timate calling is a violation of the Bill 
of Rights, and has thus been declared 
by the Supreme Court of Illinois, and 
of several other states. 

In addition to legality, auction stat- 
utes involve a serious moral question. 
A state or municipality that passes, 
knowingly, an act contrary to the con- 
stitution in the hope that individual auc- 
tioneers thus restrained will not have 
sufficient capital to contest the statute, 
is indulging in sheer lawlessness. 

Nothing breeds lawlessness faster 
among individuals than an example set 
by the state. The passage of laws that 
are unconstitutional and technically non- 
enforcible creates a contempt for muni- 
cipal statutes that is dangerous in the 
extreme, 

Thus, the anti-auction statutes depriv- 
ing the honest jeweler of a vitally neces- 
sary sales vehicle for meeting his obli- 
gations, taking’ from the accredited auc- 
tioneer his very livelihood, and violating 
the constitution in their ultimate defeat, 
can be summarized as a typical example 
of what happens when a problem is at- 
tacked in the wrong manner, when a 
trade group goes to the state for a solu- 
tion that lies easily within the powers 
of that group. 

The auction can be compared to a 
vehicle with two drivers at the wheel,— 
viz.—the honest, capable auctioneer, and 
the undesirable auctioneer. Riding in 
the vehicle, and driven by the two, sits 
the reputable jeweler, in need of cash. 
They are going to the public. The unde- 
sirable auctioneer is reckless, he endan- 
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gers the public and his passenger. To 
get rid of him the anti-auction laws 
would wreck the car, the capable chauf- 
feur at his side, ready for the wheel, and 
the passenger. As the only thing wrong 
is one of the drivers the logical step is 
to oust -him from the car. 

This the industry can easily accom- 
plish by cooperative effort. The retailer 
can refuse to hire an auctioneer who is 
not soundly recommended. Jewelers 
who conduct unethical auctions can, and 
should be, boycotted. The jobber can 
exercise most rigid discrimination as to 
the auctioneer he recommends. 

The National Jewelery Auctioneers 
Association, functioning in part as a 
Better Business Bureau in the auction 
profession, will cooperate heartily with 
all units of the industry towards this 
desired end. 








Third Quarterly Sale of Ivory at 
Antwerp 


WASHINGTON, D. C., Oct. 6.—Competi- 
tion was not keen at the third quarterly 
ivory sale at Antwerp but many buyers 
were present and the sale was consid- 
ered satisfactory by local dealers. A 
total of 65,083% kilos of ivory, 1186% 
kilos of hippotamus teeth, and 130 kilos 
of rhinoceros horn was offered. G. S. 
Messersmith, American Consul General 
at Antwerp, reports that 49,870 kilos of 
ivory and all of the hippopotamus teeth 
and rhinoceros horn were sold. 

Quotations on large teeth and bangles 
remained fairly steady, while light 
bangles and billiard teeth advanced by 
£2 to £3 per hundredweight. Scrivalloes 
were in good demand and prices ad- 
vanced between £3 and £4 per hundred- 
weight. The demand for soft ivory was 
less active, especially large teeth, while, 
on the other hand, oversizes increased 
£5 per hundredweight. Billiard teeth 
did not maintain the prices obtained dur- 
ing the April sale, but remained un- 
changed for teeth of small diameter 
and scrivalloes. Stocks on hand at the 
close of the sale amounted to 37,500 
kilos. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ending Oct. 6, 1928 
The U. S. Assay Office reports: 


Gold bars exchanged for gold 
COMM. oF cis cacti elttce rae eee $1,150,833.43 
Gold bars paid depositors...... 64,047.05 


gi 2, Ree eer Deca re are $1,214,880.48 


Of this gold bars exchanged for gold 
coins are reported as follows: : 


Date Cash 
OCG Vives en cin be ce Sse a nea euresd $709,766.14 
se 2 119,914.36 
Sa iat dh ania: Gd rauanor sl ‘cr ao eres 95,042.46 
111,165.38 
88,900.44 
26,044.65 


wcatd.ayairs fotnadtcatsnanmcas carats $1,150,833.43 
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Bandits Rob Jeweler 





Robbers Make Diamond Haul in Shop of 
Eugene Kiefer & Co., St. Louis 


Sr. Louis, Mo., Oct. 6.—Two apparent- 
ly professional crooks pulled a successfu! 
job here this week when they held up 
the retail jewelry store of the Eugene 
Kiefer & Co., at 5204 Gravois Ave., and 
got away with loot amounting to between 
$5,000 and $6,000 in diamonds without 
being apprehended. 

One of the robbers was identified as 
a party that entered the store about 5:30 
in the afternoon and asked to be shown 
some rings, and inquired as to buying it 
on the instalment plan and if it could 
be taken out on making a deposit. Kiefer 
told him he eould do so and the stranger 
said he would be back later to make the 
down payment. 

About % p. m. a man entered the store 
and asked to be shown some wrist 
watches, and was being shown an assort- 
ment when the first visitor returned and 
was greeted by Kiefer, who got ready 
to wait en him, leaving his assistant to 
show the watches to the second visitor. 
As soon as Kiefer got the tray of dia- 
monds #6 show his supposed customer 
both men suddenly drew pistols and 
forced Kiefer and his assistant into a 
rear room. 

The robbers then jumped over the 
counter and proceeded to empty the two 
show case trays containing 84 diamond 
rings and a number of unset stones and 
hurriedly decamped, to drive away in a 
waiting automobile. Nothing but dia- 
monds was taken by the robbers, who 
cautioned Kiefer not to notify the police. 
Neither man has been apprehended. The 
loss is partly eovered by insurance. 
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Clever Swindler Caught 


Attempt te Defraud St. Louis Jewelers by 
Means ef False Orders Frustrated 


St. Levis, Mo.—Oct. 6.—A party giv- 
ing the name of Arthur Silverstein was 
arrested in a local hotel lobby last week, 
charged with attempting to defraud the 
Eisenstadt Mfg. Co., wholesale jewelers, 
in the Louderman building, by means of 
a false order. 

The eompany reported to the police 
that it had been in receipt of a telephone 
call purporting to come from the E. A. 
Horstmeyer Jewelry Co., dealers, at 5958 
Easton Ave., ordering jewelry to the 
amount of $825, same to be delivered to 
a negro porter who would call for it. 

Fortunately a member of the Horst- 
meyer company came in before the or- 
der was complete, and on being asked 
about it denied any knowledge of it. 
The police were called to await the call 
of the negro, and when he was taken 
into eustody it was found he was con- 
nected with a local downtown hotel and 
said a white man had paid him to do 
the errand and he had no knowledge of 
the nature of the package to be secured. 
He was held, however, and plans made 
to apprehend the would-be swindler, and 
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he was arrested several hours after and 
identified by the porter as the man who 
had hired him. 

Later Silverstein admitted that he 
had secured jewelry amounting to $125 
from another concern by a similar ruse 
a few days before and this was cor- 
roborated by the negro porter who went 
for the goods, which were sold to a local 
jeweler. These goods were recovered by 
the police and the buyer is being held as 
a witness as is also the negro porter. 
The police report that Silverstein ad- 
mitted his connection with both attempts 
to secure the watches and jewelry under 
false pretenses. 








An Important Meeting 





Southern California Jewelers Gather at 
San Diego and Discuss Important 
Topics 
Los ANGELES, Oct. 6—One of the 


most representative conventions of re- 
tail jewelers of southern California was 
held this week at the call of President 
Armand Jessop, of San Diego. There 
were upward of 100 of the leading mer- 
chants of the Southland who sat down 
to the banquet table, spread at the Alex- 
andria Hotel. 

The object of the meeting was to de- 
velop a more fraternal feeling among 
the various dealers and also to get them 
to attend a meeting to be held under the 
auspices of the Southern California 
Jewelers Golf Association, in the near 
future at the same hotel. Matters of im- 
portance to the jewelry craft were dis- 
cussed, one especially being the question 
of eliminating the word “Junior” as ap- 
plied to watchmakers and allowing the 
word “Certified” to be used in place of 
“Junior”; and where the word “Certi- 
fied” is now used to substitute “Horolog- 
icalist.” Many of the watchmakers who 
are entitled to use “Junior” are of the 
opinion that the word tends to belittle 
the artificer. 

President Jessop spoke of the conven- 
tion of the State association of gold 
and silversmiths at San Francisco 
next week and urged all the retailers 
who could go to avail themselves of the 
privilege as there was much good to re- 
sult from the gathering. Many of the 
members signified their intention of at- 
tending. 

It was suggested that the jewelers 
hold a jewelry fashion show but to make 
it worth while it was suggested that 
cinema actresses, dressed in fashionable 
attire and adorned with the latest and 
most fashionable jewelry be employed. 
The matter was not decided but will be 
taken up by a committee to be selected 
later. 








The Thomas Jewelry Co. with stores 
in Eureka and Santa Rosa, Cal., has 
opened another establishment at 24 S. 
Sutter St., Stockton, Cal. A watch re- 
pair department has been established 
and is under the management of R. W. 
Meyers, who was formerly inspector of 
watches for the South Pacific & Western 
Pacific railroads. 
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Holds Up Jewelry Store 


Bandit Escapes With Diamond 
Rings and Cash 

CANTON, OHIO, Oct. 5.—“Guess I'll 
take them all,” and with these words an 
unmasked and_ bareheaded bandit 
swooped up all the diamonds from a tray 
in the Watts Jewelry Store, Zanesville, 
Ohio, at 9 Saturday night and made his 
escape, but not until he had taken $80 
from the cash register. 

Watts and Wilbur Urban, watchmaker, 
were in the store when a neatly dressed 
young man of perhaps 24 years entered 
the store. He asked to see diamond rings 
and appeared particularly interested in 
one valued at $100. He was making ar- 
rangements to purchase the ring and was 
telling the salesman how well he was 
known about town, when he suddenly 
whipped a revolver from his pocket and 
said “he’d take them all.” While gath- 
ering up the rings he kept both men 
covered with a gun. 

Following the holdup the robber disap- 
peared in the crowd on the street. In 
reporting the holdup to the police Mr. 
Watts stated that the diamonds were 
mostly small ones and the wholesale 
value would be close to $1,000. 

Police were notified but they found 
no trace of the man. 


Young 








A Meeting of Protest 





Detroit Retail Jewelers Oppose Practice of 
Certain Wholesalers Who Sell 
to Consumers 


DETROIT, MICH., Oct. 4.—The Greater 
Detroit Retail Jewelers’ Association met 
in general protest at the Detroit Leland 
Hotel on Tuesday evening, Oct. 2. The 
principal feature was the offering of 
evidence that certain nationally adver- 
tised products have been sold to the con- 
sumer by certain wholesalers at retail 
prices. 

The association recently made a sur- 
vey of the city by means of retail buy- 
ers who sought to purchase certain mer- 
chandise from wholesalers. The evi- 
dence read at the meeting showed that 
certain merchandise could be purchased 
in this way and it also showed that cer- 
tain wholesalers turned down such cus- 
tomers. 

The greater part of the evening was 
taken up with a general discussion. One 
representative of a nationally advertised 
product chanced to be present and de- 
clared his house did not stand for any 
such practice. 

As a conclusion it was decided to send 
a protest to manufacturers, seeking from 
them more cooperation in curtailing the 
alleged practice on the part of certain 
wholesalers of selling nationally adver- 
tised merchandise at retail. 








The DeWitt Jewelry Shop, Inc., 537 
Broadway, Bayonne, N. J., has been in- 
corporated with Morris Dubow, as agent 
and with an authorized capital stock of 
$50,000. 
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WILLIAM G. FRASIER, 


DALLAS, Oct. 5.—Perhaps at no other 
annual meeting of the American Na- 
tional Retail Jewelers’ Association has 
the action on any question been fraught 
with more significance concerning the 
future of the organization than that 
taken during the sessions of the 23rd 
annual convention which closed here 
early this afternoon after four exciting 
days. None seem willing to venture a 
positive opinion. Many feel that the 
23rd convention came near being the last 
one that will be held but the earnestness 
of many of the leaders of the past and 
the personnel of the officers elected to- 
day would seem to give assurance that 
the American National Retail Jewelers’ 
Association, which has a long list of 
helpful achievement to its credit dur- 
ing the past 20 years, will be carried 
safely through the perils that threaten 
its existence at this time. While many 
are apprehensive of the future none can 
be found who does not sincerely desire 
the perpetuation of the organization. 

From the clouds that hung heavy dur- 
ing Sunday, Monday and Tuesday came 
the thunderbolt early Wednesday morn- 
ing when the matter of considering thc 
proposition of an all inclusive organiza- 
tion set for Thursday morning was 

“suddenly thrust before the convention 
and after a rather stormy discussion a 
motion to defer the afternoon program 
and make this the order of business pre- 
vailed. Nearly five hours were spent by 
the sponsors of the rival propositions 
and their sponsors in a discussion of the 
merits of the two plans. While this 


waxed warm at times the general nature 
of all remarks left in the conclusion al! 
those taking part in a compromising 
frame of mind. 


An executive session 
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during the evening brought forth 
a compromise resolution condition- 
ally indorsing one plan presented 
by the sponsor of the other plan. 
As a result of this the American 
National Retail Jewelers’ Associa- 


tion is on record as having in- 
dorsed the Jewelry Trade Associa- 
tion, sponsored by B. J. Doyle, 
after the sponsors have _ submitted 
to the various Federal departments 


plans, purposes and methods of the as- 
sociation and the same have received 
the approval of the government and the 
sponsors have published and otherwise 
given publicity to the trade at large a 
statement that will correct the impres- 
sion that prevails in the trade that the 
plan includes the curbing of retailing 
wholesalers or activities of a similar 
nature. Mr. Doyle in his talk denied 
that any such work was contemplated in 
the plan but President Brotherly felt 
that the association should be amply 
protected by more than the spoken word 
before giving indorsement and Mr. 
Doyle’s readiness to publish a statement 
that his plan did not contemplate any 
action that might be construed by the 
government as illegal make a com: 
promise easy to arrive at in the confer- 
ence. 

When the session was called to order 
Thursday morning President Brotherly 
made a brief statement concerning the 
conference of the night before and stated 
that in view of that he desired to submit 
the resolution which was adopted with- 
out objection. President Brotherly made 
it clear that his one great desire was 
to protect the members from anything 
that might involve them in a controversy 
with the Federal government and as the 
impression prevailed in the trade that 
through the association sponsored by 
Mr. Doyle it was expected to curb retail- 
ing by wholesalers, control other busi- 
ness methods which, while considered 
unethical by a vast majority of the 
trade, are regarded as legal under the 
Federal statutes. 

The following is the text of the resolu- 
tion presented by President Brotherly 
and adopted unanimously by the dele- 
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attended the 


Resolved by the American National 
Retail Jewelers Association in Annual 
Convention assembled, at Dallas, Oct. 4, 
1928, that the plan for the organization 
of the various branches of the jewelry 
industry of the United States, which has 
been outlined to the convention by Mr, 
J. Doyle of Philadelphia, be 


gates who convention: 


Bartley 





EVANS, NEWLY ELECTED 
SECRETARY 

approved, provided, the plan before 

being put into operation be first carefully 

detailed and discussed with all the appro- 

priate departments of the Government 

and approved by such departments. 

Thus was settled a question that 
threatened to disrupt the association and 
leave bitterness in its trail, but the happy 
solution left all in a frame of mind that 
seems to bid good for the future of the 
organization. 

Just before adjournment the follow- 
ing officers were unanimously elected to 
guide the affairs of the association dur- 
ing the coming year. For president, 
William G. Frasier, Durham, N. C.; 


CHARLES T. 
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a W. WHO WAS CHOSEN 


ANDERSON, 
TREASURER 


vice-president, North and East, Edward 
F. Lilly, Milford, Mass.; South, Harry 
G. Matthews, Asheville, N. C.; Central, 
Henry Williams, South Haven, Mich.; 
South West, I. J. C. Holland, San An- 


gelo, Tex.; Northwest, T. L. Combs, 
Omaha, Neb.; West, Albert B. Jones, 
Seattle, Wash. Secretary, Charles T. 


Evans, Buffalo, N. Y., and Treasurer, 
A. W. Anderson, Neenah, Wis. 

Many of those who attended this con- 
vention feel that it is one of the best 
ever held from every point of view. 
The number present compares favorably 
with that of others, the attendance at 
the sessions was 100 per cent, the ex- 
hibits were above the average and the 
hospitality of Dallas has not been ex- 
ceeded by any city. This Dallas hos- 
pitality was enhanced by that of Texas 
and its sister southern states. Many 
individuals of this city and these States 
deserve credit for the arrangement and 
successful plans for the convention but 
it seems that special mention should be 
made of C. A. Moore of Moore-De- 
Grazier Co., C. L. Norsworthy of C. I. 


Simon Linz of Linz 
Bros., Dallas and I. J. C. Holland of San 
Angelo, who personally saw that these 
were successfully carried out and at the 
same time saw to it that every visitor 
received every attention and courtesy. 
Tonight two special pullmans with 


Norsworthy Co., 


about 50 convention visitors, accom- 
panied by I. J. C. Holland, left for a 
three-day trip to the lower Rio Grande 
Valley and old Mexico. This was the 
final and climax entertainment ar- 
ranged by the jewelers of this section. 


The Convention Day by Day 





The early sessions of the convention 
were reported in the last issue of THE 
JEWELERS’ CIRCULAR (Oct. 4). These were 
mostly routine. The morning session 
on Tuesday consisted of the formal open- 
ing with the accompanying addresses 
of welcome and responses, a few reports 
of regional vice-presidents and the one 
feature of this session was the annual 
address of the president delivered by 
President Conrad J. Brotherly, the com- 
plete text of whose remarks is published 
in this issue on pages 93 to 99. 


Tuesday Evening Question Box 

Tuesday evening the speakers were 
Arthur A. Everts and other regional 
vice-presidents. The feature of this ses- 
sion was the question box, conducted by 
Joseph Mazer, a former active member 
of the association, at the request of 
President Brotherly. 

The first question Mr. Mazer drew 
from the box was a request for proven 
methods of turning over slow selling 
merchandise. Mr. Everts stated that 
they had found a very successful method. 
They display the merchandise on a 
special table, well displayed and never 
crowded. Salespeople are directed to 
this merchandise and often an extra 
per cent allowed the salesman. Other 
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similar suggestion were given during the 
discussion. 

Then came the old favorite about “how 
to compete with the fellow down the 
street who cuts prices.” The opinions 
expressed were pretty unanimous that 
there is only one successful way and 
that is to disregard his methods and 
it was brought out that if you meet 
the first cut he will make a deeper one 
and you have gained nothing. “How 
to get the public to wear more jewelry,” 
“Do auctions pay?”, “Should loaners be 
charged for?”, and many other ques- 
tions of similar import were asked and 
disposed of in order. O course the “re- 
tailing wholesaler” was discussed as for 
the past 50 years. 


Wednesday 


Wednesday morning the convention 
was late assembling and when it was 
called to order at 9.30 o’clock more than 
half the time allotted to Bartley J. Doyle 
to discuss “The Spirit of the Times” had 
expired and when presented to the con- 
vention he stated that under the circum- 
stances he did not feel that he should 
undertake to present to the convention 
the matter he had in mind and would 
just speak briefly. There were pro- 
tests from the floor of the convention 
and a lively discussion followed, par- 
ticipated in by a large number of dele- 
gates. Mr. Doyle stated that it would 
require about one and one-half hours 
to present the plans of the Jewelry Trade 
Association. 

In a talk by Ralph Roessler of In- 
diana he stated that since there were 
two plans to be presented to the con- 
vention he thought both should be pre- 
sented at one session and moved that the 
afternoon session be given over to this 
and that President Brotherly should 
present his plan of the all inclusive 
following the presentation of that of 
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the Jewelry Trade Association by Mr. 
Doyle. This suggestion was adopted and 
Mr. Brotherly requested that a regional 
vice-president take charge of the present 
session in order for him to have an op- 
portunity to arrange some of the details 
of his presentation which he had not 
expected to make until the following day. 
Ralph Roessler, of the Central divi- 
sion took charge of the meeting and 
the program proceeded as arranged. 
“Progress and Development of Indus- 





TINLEY L. COMBS, REGIONAL VICE- 
PRESIDENT FOR THE NORTHWEST 


try by National Publicity” was very 
ably discussed by Arno Dorst, Cincin- 
nati, member of Executive Committee, 
National Jewelers Publicity Committee, 
Mr. Dorst said in part: 


ADDRESS OF ARNO DORST 


I have taken for the keynote of my talk 
“Team Work and Its Benefits to Industry,” 
particularly as it may be applied to our 
industry. If teamwork is broad and general, 
prosperity will follow. Thus conceived, this 
keynote is a bugle call to duty. It envisions 
vast vistas of enduring usefulness. Nar- 
rowly conceived, it is paltry and sordid. * * * 

There are few industries in which outside 
competition is not actually more threatening 
than internal rivalry, and our business is 
ne exception. Great advertising campaigns 
are staged to win the public to automobiles 
and radios, and we find each year other 
industries entering the field of battle to win 
a part of that all-elusive dollar. We all 
know from first-hand experience the severity 
of such competition for our personal dollars 
and there is some trait in human nature that 
makes us reluctant to admit how directly 
and forcibly it applies to our own commercial 
and industrial interests. 

While this is a rich nation, the personal 
and commercial dollar will not spread to 
cover all of our personal and business needs 
and desires—and never will. Every indi- 
vidual, concern and industry has something 
to sell in competition with every other seller 
of merchandise or service. 

This leads to the fact that we, as an 
industry, have reason to appreciate the ag- 
gressive, constructive advertising and pub- 
licity program that the National Jewelers’ 
Publicity Association is carrying on, in con- 
stantly keeping the jeweler as the channel 
of distribution and the products of our in- 
dustry before the public, building confidence 
and getting the business that would 
otherwise go to our external competitors. 
The Association is selling the idea on which 





your profits depend, making our products 
more desirable; keeping the idea alive in 
your prospect’s mind and fighting your battle 
against all comers. 

It is difficult or impossible for anyone to 
make money in a dying industry; hence, 
any influence that helps keep an industry 
prosperous reacts to the immediate and long- 
time advantage of every contemporary in 
that industry. No matter how all important 
individual animosities may seem and how 
tempting the ‘‘dog in the manger” attitude 
may appeal, when there is external com- 
petition there is need for internal coopera- 
tion. * * * 

It may be said without fear of contradic- 
tion, that advertising is the most potent 
influence in adapting and changing the 
habits and modes of life; affecting what we 
eat, what we wear, and the work and play 
of the whole nation. * * * 

Too few realize that cooperative adver- 
tising is much newer than individual ad- 


vertising and that it still bristles with many 
problems which require 


unsolved not only 
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expert management but also the active, 
enthusiastic and intelligent support of every 
member. At least, it demands the member’s 
self-interest in tying up this advertising 
and merchandising efforts to the cooperative 
work of the association. * * * 

It is sometimes to be wondered, does the 
trade realize the asset that has been built 
up in having the Publicity Association and 
its great reader influence for the prevention 
and correction of adverse publicity, which, 
if let run rampant, would cost the industry 
more in lost sales each year than the Pub- 
licity Association is asking for the entire 
publicity campaign—and the fact that it 
serves as a bulwark in the protection of the 
industry from the harmful propaganda that 
still prevails to some extent, in newspapers 
and magazines of the country. 

A changed attitude on the part of the 
editors and writers has been brought about 
by the persistent policy of the association 
in insisting upon retraction and correction 
of harmful articles that have appeared in 
newspaper and magazines. The association 
office has become a_ clearing house for 
writers, editors and others seeking informa- 
tion on the several branches of our industry. 
This places the industry in a position to 
supply information which is correct and 
authentic, and aids materially in the elimina- 
tion of incorrect and loose statements. * * * 

Advertising plays a very definite part in 
our economic system, and of late years its 
importance as a powerful factor in market- 
ing has made its use imperative. As the 
term is used here, advertising refers to all 
forms of publicity, regardless of the par- 
ticular medium or method employed. 

The purpose of advertising is to create 
an increasing consumer-desire for products 
by tome on —— who wishes to buy 
in touch wi those ave § ing 
me eo who have something 

Some may say: 


“Why advertise?” There 
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can be no question of the value of a prop- 
erly conducted advertising campaign, nor 
the need for it on the manufacturer's part. 
The individual manufacturer who formerly 
produced a few things for his local market, 
once made a fair living. Today, however, 
through the power of advertising he can 
quickly make his products known to the 
millions of buyers throughout the world. As 
the demand for his products increases, he 
can produce greater quantities, and by so 
doing can effect economies in his costs of 
production which he is able to pass on to 
the public in the form of lower prices. 

Some retailers do little or no advertising. 
Perhaps because they do not understand 
the value of it. q 

The chief purpose of even the smallest 





ALBERT B. JONES, REGIONAL VICE- 
PRESIDENT FOR THE WEST 


retailer is to grow. He wishes to increase 
his business, to increase his turn-over, and 
as a consequence of increased turn-over, to 
operate on a smaller stock. Increased sales 
and increased turn-over with smaller stock, 
means decreased investment, the final result 
being increased net profits. 

This desired growth can largely be aeeom- 
plished by sound advertising, well planned 
and consistently and persistently followed, 


which spreads news about the retailer’s 
goods, that tells more people more things 
about the goods he has to sell, and that 


makes more money for him than he eould 
make without it. In this age of aggressive 
competition, growth does not come by over- 
looking the greatest of all voices which the 
retailer has at his command for getting more 
people to buy more goods quickly, and for 
telling more people more things about those 
goods. ; 

Some retailers say, ‘‘My store is too small 
to justify advertising.’’ The answer to this 
is that if any man wishes to grow faster 
than those doing business around him, he 
must dramatize his store or himself. If he 
will fake advantage of the powerful voice 
of advertising, he will find that it can do 
as many powerful things for him as it does 
for thousands of other retailers, regardless 
of their size. 

The question might be asked, ‘‘Why should 
we, as an industry, maintain a Publicity 
Association if the manufacturer and the re- 
tailer advertise and thus create a demand 
for their goods?” The answer is that while 
the advertising of the manufacturer and 
retailer is essential for the development of 
their respective businesses, such advertising 
blazes only a trail to their particular doors. 
For such advertising to be effective, it is 
necessary that there should be an estab- 
lished agency constantly talking to the 
public in terms of industry and about the 
products which that industry produces. In- 
dividual manufacturers and retailers have 
not the facilities for quickly disseminating 
the current style news, the short-story 
propaganda, the radio talk, the authentic 
technical article, and all other forms and 
methods of advertising and publicity which 
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to so well organized an insti- 


are available asi 
pbs Jewelers’ Publicity 


tution as the National 
Association. es = 7 ; 

It would be little short of disastrous to 
the work that has already been done, and 
that which will be done, it anything disturbs 
it, or its relations with the contacts it has 
set up. I believe that we should all recog- 
nize that it is not a mere duiy to support 
this association financially, but tnat such 
money as may be subscribed to it is a sound, 
wise, and proper business investment. If 
the eftectiveness Ol the association's work 
is to be lost by the interference of others, 
the measure of that investment must neces- 
sarily decrease, and we shall be in a worse 
situation than if we had no association at all. 

“Creating new business rather than merely 
‘swapping’ customers is the aim of more 
than 50 associations which are spending in 
excess of $10,000,000 a year for periodical 


- 














VICE- 


REGIONAL 
PRESIDENT FOR THE SOUTHWEST 


I. J. CC. HOLLAND; 


advertising alone,’’ is the statement recently 
issued by the Department of Commerce at 
Washington, which further emphasizes that 
we, as an industry, to keep step with our 
competitors must be prepared to finance to 
a greater extent the activities of the Public 
Association. * * * 

Fashion today plays an all-important role. 


Present-day costumes demand decoration 
and afford an opportunity for the jeweler 
to inerease his sales, first, by keeping 


abreast of the times, studying his prospect, 
and having the merchandise to back up his 
suggestion. 

The Publicity Association anticipated the 
opportunity for suggestion by using living 
models showing the proper wearing of both 
men’s and women’s jewelry; what is cor- 
rect in the table settings of silverware, and 
home decorations in the use of silver and 
clocks. <All of these have been prominently 
featured in page articles in many newspapers 
and magazines, and no doubt, have been 
read by millions of people. 

National magazine advertising is the force 
that attracts attention, Publicity in a subtle 
way creates desire and eases the way to 
the sale. 

Local billboard and newspaper advertising. 
backed by national magazine advertising and 
publicity, centers the combined influence in 
a given locality. 

An intensive national magazine advertising 
campaign has been carried on by the asso- 
ciation. In 1926, nineteen full color pages 
were used in various publications, represent- 
ing an investment of 85 per cent of the total 
receipts. 

A more diversified campaign was carried 
on in 1927, and in 1928 the schedule was 
increased to twelve magazines, in which the 
association ad is appearing monthly, run- 
ning from one-half to a full page. This 
is supplemented by a publicity campaign 
which probably is exceeded by only two 
other industries—the automobile and radio— 
in lineage secured. 

Supplementing the magazine and publicity 





campaigns, the association promoted local 
cooperative billboard and newspaper adver- 
tising, providing posters for billboard, layout 


and copy for newspapers, which was ef- 
fectively used in sixteen cities last fall. The 
returns thus far for 1928 indicate a much 


of billboards and local 


extensive use rd 
advertising by the 


cooperative 


more 
newspaper 
jewelers. 

In summarizing the activities of the Pub- 
licity Association, its work has been carried 
on through contacts with the directors of 
motion pictures in securing a more tasteful 
use of jewelry on the screen. 

Supplying of articles to the editors of 
domestic science magazines and bringing out 
the correct use of silverware for the table 
and clocks as well as silver for the home. 

To the editors of fashion magazines in 
securing their cooperation in the use of 
jewelry in the illustration of their fashion 
models, on the fashion plates and on the 
covers of their publications, and a service 
on fashion articles which is used regularly 
in various fashion publications and news- 
papers. 

Bringing about a changed attitude on the 
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editors of newspapers who in 
the past have continually attacked our in- 
dustry, as evidenced by the diamond and 
platinum stories which appeared in 1926 and 


part of the 


the early part of 1927, to the use of con- 
structive articles and elimination of those 


which were harmful to our business. 

Prompt action on the part of the associa- 
tion each time a harmful article appears, 
challenging incorrect statements and insist- 
ing upon a correction or retraction, all of 
which has resulted in a careful censorship 
of newspaper stories that affect our business, 
before publication. 

A cordial relationship developed between 
the editors of the International Press Asso- 
ciations and our industry, thus preventing 
misleading dispatches being released to the 
newspapers, particularly on diamonds. 

The association releases to a large number 
of papers each week fashion articles from 
its staff correspondents in London and Paris, 
and other articles pertinent to our business. 

A monthly birthstone story is released to 
1500 newspapers; feature articles resulting 
in a large circulation and in many instances 
well over 5,000,000; page stories by various 
newspaper syndicates. These articles cover 
diamonds, diamond jewelry, timepieces, sil- 
verware, platinum, precious stones and semi- 
precious stones. 

Hundreds of radio talks have been pre- 
pared during the last year and are con- 
stantly being supplied to more than 20 
stations, reaching a radio audience of over 
10.000,000 weekly. 

Within the last month the association has 
distributed over 800 articles on diamonds, 
jewelry, silverware, watches and clocks to 
over 150 jewelers, to be used for addresses 
before their local clubs, schools and colleges. 
In this connection, one jeweler wrote in to 
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the association advising that he had talked 
48 times and carried the message to about 
3200 people. Another jeweler, through a talk 
before his local club, effected the sale of 
a thousand dollar diamond, and I extend to 
you and every jeweler the use of this ma- 
terial which will be supplied by the asso- 
ciation without cost. 

Close cooperation with the National Jewel- 
ers’ Association of England and the Canadian 
Jewelers’ Publicity Association has resulted 
in the exchange of information and an in- 
crease of publicity in all three countries. 

Early this year the association prepared 
a plan for a “‘Diamond Week,” which, had 


it been underwritten by the diamond im- 
porters as was originally planned, would 
have resulted in a benefit to the industry 


that is difficult to estimate. The association 
plan provided for a series of booklets, form 
letters, window cards, display material in 
the form of photographs showing the cor- 
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rect wearing of jewelry, photographs of 
diamond mines, diamond mining, diamond 
cutting and of the world’s famous diamonds. 
Diagrams for the dressing of the window 
and photographs of diamond windows so that 
the jeweler would be in a position to clearly 
follow the details in the dressing of his 
window. Billboard posters, publicity articles, 
radio talks, mats for page advertisements, 
for group advertising and smaller mats for 
individual advertising. After a great deal 
of work in preparing this campaign, and a 
number of confefences, it was found that 
it was impossible to get the diamond im- 
porters to finance the project, and it has 
been temporarily dropped. 

The association, however, 
with the preparation of three posters for 
October, November and December buying 
season. These posters are in striking colors 
and beautifully worked out. The 24-sheet 
posters can be obtained from the associa- 
tion at a cost of $2.50 to $5 each, depending 
upon the number that is required. The 
October poster is on the boards at the pres- 
ent time in a number of cities. 

The association has also prepared mats, 
reproductions of the magazine advertising 
appearing in October, November and Decem- 
ber. There are ten mats in the series, all 
prepared, ready for the jeweler’s use. These 
may be obtained by writing to the associa- 
tion, at a cost of $5, for the ten mats. 

I extend to all jewelers a cordial invitation 
to avail themselves of the use of .the pub- 
licity office in meeting their merchandising 
problems. 


The next speaker was H. C. Dunn, 
assistant business specialist, Domestic 
Commerce Bureau, U. S. Department of 
Commerce, Washington, D. C. The sub- 
ject of his address was “The Relation 
of Government to Industry” and he 
spoke as follows: 


went forward 
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How the Governments Is Helping 
Business 
By H. C. Dunn 


of the Domestic Commerce Division of the Dept. 
of Commerce 


When the mariner starts out to sea, he has 
charts to guide him. The seas have been 
charted by research—by investigation. When 
the business mariner starts out to sea he 
must spend some time making his own charts, 
which is a period of trial and error. This is 
a period of waste, probably avoidable waste. 
If this avoidable waste can be reduced, you 
profit—all profit. Probably the ideal con- 
dition for all would be for all to be as 
efficient as the most efficient. This should 
mean a condition of maximum profit for all 
and the leveling of the peak and depression 
curve for American prosperity. 

It follows naturally, that one answer at 
least, to the question “What can the Govern- 
ment do to help business men?” is to chart 
the seas of business administration showing 
the safest courses to follow thereby making 
available opportunities to eliminate avoidable 
waste and reduce the mortalities of trial and 
error. 

The Department of Commerce aims to be a 
service institution to American business. As 
such its purpose is to cooperate with business 
men and women of all classes in collecting 
information and studying problems which will 
assist merchants and manufacturers to con- 
duct business more efficiently, believing that 
such improvement as may be made will be 
reflected not only in better profits but also 
in lower prices and better service to the con- 
sumer and in increased returns to the pro- 
ducer. There are some business organiza- 
tions that seem to hold the idea that the 
Federal Government is formed solely to curb 
their activities. Apparently the helpful fea- 
tures of the promotive work done by the vari- 
ous Federal departments, bureaus, and com- 
missions are not so generally known or under- 
stood as they might be. The Department of 
Commerce is one of the units of the Govern- 
ment which has few regulatory functions, 
and none which deal with the general ad- 
ministration of business. Its function is to 
assist business by undertaking, in full co- 
operation with those to be served, the fact- 
finding functions which business men, either 
collectively or individually, can not exercise 
to better advantage for themselves. 

The Department of Commerce can be use- 
ful, particularly to those merchants who do 
not have the facilities to carry on special 
investigations or to collect information on 
their own account. 

The Department of Commerce is composed 
of the following 10 bureaus: Bureau of the 
Census; Coast and Geodetic Survey; Bureau 
of Fisheries; Bureau of Foreign and Domes- 
tic Commerce; Bureau of Lighthouses; 
Bureau of Mines; Bureau of Navigation; 
Patent Office; Bureau of Standards; and 
Steamboat Inspection Service. Two recent 
additions to the department are the Aero- 
nautics Branch and the Radio Division. The 
duties of each of these bureaus are indicated 
in a general way by their titles, and the work 
of each has an important bearing upon busi- 
ness operations in their respective fields. 

The Bureau of Foreign and Domestic Com- 
merce is solely a service branch of the United 
States Government and concerns itself only 
with the promotion of American commercial 
interests. 

In the Government service and the organi- 
zations associated with it there is a vast 
amount of specialized knowledge of value to 
the American business man. The need of an 
unbiased clearing house of commercial in- 
formation has long been recognized. What 
business man has not been hampered through 
not knowing where to go for information 
which he wants and which exists? 

You have in the Bureau of Foreign and 
Domestic Commerce a practical service which 
meets your requests for such business infor- 
mation as can be obtained in this depart- 
ment, in other branches of the Government, 
or through reports from nongovermental 
sources. 

In addition to thousands of requests for 
published material, which are handled in 
routine correspondence, requests pour into 
the Bureau for information on individual busi- 
ness problems. These inquiries receive the 
benefit of the extensive trade information in 
the files of the Domestic Commerce Division, 
supplemented when necessary with data from 
other, divisions specializing in the particular 
commodity or technical subject under dis- 
cussion. This information is obtained from 





existing research data, trade reports of the 
practices and experiences in practically every 
phase of commerce, and the personal knowl- 
edge of the specialists in the Bureau. Con- 
tinuous research and field work by the Bureau 
staff is adding constantly to this fund of in- 


formation. ; ‘ de 
Besides answering such __ inquiries, the 
Bureau, upon request, carries on_ special 


studies of various commercial subjects within 
the proper scope of governmental research. 
The Basean of Foreign and Domestic Com- 
merce carries on many functions in behalf of 
business men both in domestic and in export 
trade. The bureau maintains 16 commodity 
divisions, such as textile, foodstuffs, auto- 
motive, and electrical. The major activities 
of these divisions are devoted to promoting 
foreign trade, but they also offer assistance 
to the domestic merchant and manufacturer. 
Other divisions, such as transportation and 
finance, are devoting much of their attention 
to noes ving 3 information of direct benefit to 
domestic business. For example, a_ series 
of pamphlets has been issued describing in 





One answer to the question, 
“What can the Government do to 
help business men?” ts to chart 
the seas of business administra- 
tion showing the safest courses to 
follow, thereby making available 
opportunities to eliminate avoid- 
able waste and reduce the mor-_ | 

talities of trial and error. 

















detail the best methods of packing com- 
modities for domestic shipment. The adop- 
tion of these methods, according to informa- 
tion volunteered, has resulted in saving many 
thousands of dollars to individual shippers 
and has thus eliminated one source of 
economic waste. 

One by one the various wastes are being 
attacked in an effort to provide the business 
man with methods and practices that will 
permit him to increase his profits by better 
management without increasing costs to the 
consumer. 

The Bureau of Foreign and Domestic Com- 
merce has more than 70 branch and co- 
operative offices, located in most of the im- 
portant cities of the country. These offices 
are service stations designed to bring the 
work of the bureau into closer touch with 
business men. The managers of these offices 
will be glad to discuss specific problems with 
any merchant or manufacturer and to assist 
him in obtaining helpful information. 

In addition to specific studies as the sub- 
ject of published reports, there functions 
within the Domestic Commerce Division of 
the Bureau of Foreign and Domestic Com- 
merce a “special inquiry section’ which is 
equipped to make special research and to 
answer a diversity of questions on specific 
business problems. 

This service section, which attempts to 
act as a clearing house of information on all 
phases of domestic trade, receives thousands 
of requests, particularly from small business, 
for information on efficient methods of store 
operation, trade practices, retailers’ expenses 
in doing business, credit-bureau policies, in- 
stallment buying, stock turnover, retailers’ 
and wholesalers’ expenses in specified lines 
(such as drugs, groceries, or hardware), 
plant location, sales data, methods of dis- 
tribution, business conditions in specified ter- 
ritory, cooperative buying, advertising, profit 
sharing, regional buying habits, purchasing 
power, and various other subjects. 

Information concerning what is done by 
many business firms and commercial associa- 
tions in meeting particular problems is 
gathered for the files of this section. These 
reports are briefed, correlated, analyzed, and 
furnished upon request wherever the material 
may have practical application. Invaluable 
data on production, distribution, and, in fact, 
all subjects pertaining to domestic commerce, 
gathered by the Department of Commerce 
and other departments of the Government, 
are centered in this section for the con- 
venience of those engaged in business. The 
special inquiry section makes every effort to 
put the inquirer in touch with the Govern- 
ment specialists in all departments and thus 
directs the inquirer to the Federal Govern- 


ment sources of information relating in any 
way to commerce. Each inquiry is answered 
from Commerce Department information 
available in published form, supplemented by 
data from the files of trade reports, and 
references are made to such additional ma- 
terial as may be obtained from other govern. 
mental or nongovernmental agencies. 

This service can be secured without charge 
by those interested in business on either a 
small or large scale, and though the number 
of inquiries of this kind shows a remarkable 
increase each year, there are still many busi- 
ness men who have not yet availed them- 
selves of the privilege of requesting informa- 
tion which may aid them in meeting their 
problems. 

Another activity in the public interest is 
that of technical research. Only the very 
largest concerns are able to build laboratories 
and furnish the capital needed for their 
operation. Through the research associate 
plan the Department of Commerce, in its 
Bureau of Standards, provides laboratory 
facilities and advice to individual scientific 
investigations and to the representatives of 
trade associations which serve thousands of 
their members who are not in a position to 
finance such_ investigations independently. 
There are today nearly a hundred such re- 
search associates at the Bureau of Stand- 
ards, and the number is growing. The scope 
of their research covers a wide range of 
subjects, of which general laundry methods, 
measuring Beta-ray velocities, welding steel 
rails, and constructing radio aerials are 
merely suggestive. 

To many persons the Bureau of the Cen- 
sus is a vast statistical organization which 
once in 10 years counts the population. That 
is one of the primary functions of the Cen- 
sus Bureau, it is true, but the bureau en- 
gages in many other activities that are of 
prime importance to the business man. For 
example, it takes a census of our manufac- 
turing industries once every twod years, and 
from the data gathered compiles accurxte and 
unbiased information on the quantity and 
value of each important product made in 
American factories. At the same time it 
collects information on the number of wage 
earners, wages paid, value of material used 
in manuacturing, and power consumed. * * * 

Early in 1921 there was inaugurated in 
the Bureau of the Census a new service 
which has been greatly appreciated by busi- 
ness men. This is the compilation and publi- 
cation, under one cover, of the more impor: 
tant current monthly figures on various busi- 
ness movements. More than 1800 series of 
current figures are assembled from hundreds 
of different sources, including various divi- 
sions of the Government, trade associations, 
technical and business publications, and other 
agencies. These figures, together with graphs 
and text which render their interpretation 
easy, are published monthly in the Survey 
of Current Business in a manner to facili- 
tate ready comparison. 

The small business man particularly has 

been benefited through the use of current 
statistics, gathered through the cooperative 
action of the various industries. In this wa 
he has resources at his command throug 
which he may obtain a knowledge of busi- 
ness facts which alone he could not hope to 
secure. This knowledge has helped him to 
stabilize his business in spite of the intense 
competition and the lowering price levels of 
the past few years. Such information en- 
ables the merchant to substitute facts for 
“hunches” as a basis for his business de- 
cisions. 
_ The Department of Commerce has also 
issued a pamphlet, “How to Use Current 
Business Statistics,” to assist the man who 
is unaccustomed to the use of such business 
aids and enable him to gain many of the 
advantages which his larger competitor may 
have in this respect by reason of specialized 
assistants. 

The contact of industry with the Govern- 
ment has been maintained to a very large 
extent through trade associations and _ their 
special committees. Through them industry 
has drawn a vast amount of factual infor- 
mation and stimulation which has flowed out 
in commercial and_ industrial channels 
through hundreds of streams. The Govern- 
ment, on the other hand, has drawn from 
them many suggestions and much guidance 
in its dealings with business. Collaborating 
with the Department of Commerce there are 
nearly 350 standing committees, and in 4 
period of five years more than 1250 confer- 
ences with industrial groups have been hel 
under the auspices of the department. 

Remarkable changes in merchandising 
have ‘come about in the last quarter century 
as a result of mass production. These 
changes have tended to upset methods of 





any 
red 
ton 

by 
and 
na- 
rmn- 


"Sree rge) +t On @Qh Oden Daa 


a a ee ae 








October 11, 1928 


Full Report of the A. N. R. J. 


distribution which were deemed fixed and 
unalterable. Retail stores have increased 
rapidly in number, and their nature has be- 
come so changed that customers are uncer- 
tain whether to look for clothing in a haber- 
dashery, a gasoline station, or a drug store. 
Some manufacturers do their own whole- 
saling and retailing. Retailers own whole- 
sale establishments, and wholesalers own or 
control retail stores. ; 

In any case the confusion which now ex- 
ists does not simplify the problem of efficient 
business administration. Consumers, who 
usually have neither the time nor the in- 
clination to study the problem, assume, as 
a rule, that the lowest prices offered are 
profitable to the seller and that any higher 
price is excessively profitable. Any situation 
which contributes to consumer distrust only 
adds to the difficulties of distributors. It is 
for this and other reasons that the Depart- 
ment of Commerce is concentrating its atten- 
tion on the problems which affect our na- 
tional livelihood so directly. More than 
750,000 retailers each have sales less than 
$25,000 a year, and almost 150,000 manu- 
facturers have a yearly production less 
than $100,000. In other words, there are 
in this country nearly a million individual 
business men whose volume of business 
seems hardly large enough to provide the 
facilities for the study of their several 
problems. 

Evidence is beginning to accumulate to 
show that the answer to some of our gravest 
problems of distribution lies in the curtail- 
ment of unnecessary costs in the perform- 
ance of the retail merchant’s function. Our 
studies have demonstrated that in many 
cases the profits in his field, which is the 
last and often the most crucial stage in our 
distribution process, are being lost through 
wasteful and unnecessary practices, such as 
the accumulation of ‘‘dead”’ stock, the solicit- 
ing of unprofitable customers, the striving 
for volume of business without regard to 
costs, the use of uneconomic credit practices 
or excessive delivery service. These are 
wasteful practices which, as a rule, the 
larger operators avoid. There are many ex- 
amples which show that the independent 
merchant who will adapt these principles to 
his own business, retaining at the same time 
those features which make his store pecu- 
liarly a service institution to his neighbor- 
hood, does not need to fear competition from 
any source. 


The closing address of this session was 
upon the subject of “The General Eco- 
nomic Trend in Industry” by Chester 
Leasure, associate editor, The Nation’s 
Business, published by the Chamber of 
Commerce of the United States. 


ADDRESS OF CHESTER LEASURE 


The American business man was por- 
trayed as the pacemaker in the modern 
cooperative movement by Mr. Leasure, 
wkose remarks proved most interesting 
in every way. Among the points he 
stressed were the following: 

“The logic of economic events,” said 
Mr. Leasure, “has long since taught 
business that it has common interests 
and that individual members of a group 
with common interests ought to get to- 
gether. 

“Questions of markets; questions of 
production; questions of raw materials; 
questions of competition—all, perplex 
the individual. Alone, he is unable suc- 
cessfully to cope with them. His vision 
is hemmed in by the immediate horizon 
of his own plant or shop or office, and 
as like as not, it is distorted by little 
devils of suspicion as to the squareness 
of competitors. No matter how careful 
his study, his own judgment is not as 
incisive and accurate as the collective 
judgment of his group. So it is that in 
going it alone the best that can be 
hoped for is a sort of ‘by-guess, by- 
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gosh’ solution of these larger common 
problems. 

“The vision of organization and the 
courage of group action, have proved 
to be of tremendous advantage to the 
individual. He has discovered, first and 
foremost, that his competitor is of 
rather a decent sort, after all. And he 
has discovered that success is quite as 
much an affair of intelligent team work 
as of individual application. Thus the 
genius of organization is rewarding in- 
dividual merit more bounteously than in 
the days of timid,and faltering isolation. 

“We have learned that organization 
does not standardize the individual, nor 





CHESTER LEASURE, WHO ADDRESSED 
THE CONVENTION 


put a premium on mediocrity! On the 
contrary, we have learned that organ- 
ization demands and discovers and de- 
velops and rewards leadership. 

“Other factors than those within the 
group contribute to this getting together. 
First, perhaps, among these outside 
urges to organization is the new com- 
petition, bringing with each new day 
a new business landscape. Individuals, 
to be sure, continue to compete but 
greater and more intense is the competi- 
tion between groups, between materials 
and between methods, and the battle for 
the consumer’s dollar was never more 
intensively and more skillfully waged! 

“A British commission, sent to this 
country to observe American methods, 
was profoundly impressed with the ex- 
tent and variety of group organization. 
As one of them expressed it, the com- 
mission was amazed ‘at the willingness 
of American businessmen to pool their 
resources and exchange experience in 
the common interest.’ But to us there 
is no cause for amazement. Group or- 
ganization is evidence that business had 
discovered that the go-it-alone policy is 
outworn,. and unprofitable. Business 
has learned that- group association does 
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the things—and does them in orderly, 
effective fashion—that the individual 
could not possibly do for himself. It 
has banished suspicion and given rise to 
a spirit of confidence. Moreover, iden- 
tification with a group organization in- 
volves neither the loss of individuality 
nor of initiative in the profitable de- 
velopment of one’s own enterprises. On 
the contrary, the individual is instructed 
in more effective methods through the 
mutual exchange of experience. By 
joining forces with his group he copes 
more effectively with the needs of his 
own business in research, in contacts 
with government, in overcoming old 
fogy notions and in outlawing business 
abuses and sharp practices without wait- 
ing for ambitious statecraft to set’ up 
the hue and cry, ‘there ottabealaw!’ ” 


The Great Debate Wednesday Afternoon 


The convention adjourned until 1.30 
for the afternoon session which it was 
announced would be held in dining room 
1 in order not to interfere with the 
arranging of the ballroom for the ban- 
quet that evening. 

By the appointed hour for the after- 
noon session the room was crowded, the 
largest attendance of any session owing 
to the fact that the question to be dis- 
cussed seemed to be that of the greatest 
interest of any to come before the con- 
vention. After a brief statement by 
President Brotherly as to the purposes 
of the session and the rules to govern 
the discussion that had been adopted by 
agreement, Mr. Doyle presented an 
interpretation of the plans of the 
Jewelry Trade Association, sponsored by 
him. After an extended reference to 
the history of the jewelry business, con- 
ditions that have influenced its opera- 
tion and a recital of evils that have 
crept into the business he told what he 
expected to be accomplished by the or- 
ganization he proposed and was urging 
the trade to adopt. He told what he 
had accomplished up to this time and 
then read the following outline and de- 
scription of the plan he proposed: 


A NATIONAL ORGANIZATION PLAN FOR THE 
JEWELRY INDUSTRY BY B. J. DOYLE 


Mr. President and delegates to the Twenty- 
third Annual Convention of the American 
National Retail Jewelers’ Association: 

It gives me a great deal of pleasure to 
have the opportunity of being here with you 
today to take part in your deliberations 
and to address you on the subject, ‘‘The 
Spirit of the Times.” 

For proper visualization of the spirit of 
today and to consider those influences which 
are doing their part to shape the progress 
of our industry and our activity, it is neces- 
sary for me to go back to the time of my 
first association with the jewelry business to 
get a perspective or a background on which 
I can paint my picture. 

I first became indentified with the jewelry 
business about fifteen years ago and have 
always considered it an honor to serve your 
industry, with its wonderful possibilities, in 
my capacity as a publisher. In this position 
I have had’ the opportunity to survey the 
field and .to study the many ramifications 
of the business to particular advantage. My 
equipment for doing this consisted in previ- 
ous years of experience in connection with 
advertising, merchandising, selling, and what 
I might describe as a hobby ‘for economics. 
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Just as you take a watch and put it under 
the loupe, I like to study a business or an 
industry and see how its parts are working, 
whether they are synchronized properly, 
lubricated properly, adjusted, and otherwise 
set up so as to produce the maximum of 
service and efficiency. It was with a pen- 
chant for doing just this sort of thing that 
I entered into my relationship with the 
jewelry business and, as many of you know, 
I have spent a great deal of tjme and 
energy in traveling throughout this country 
and talking to jewelers’ conventions and 
associations. 

I want to thank this industry for the fine 
friends that it has given me. I do not know 
a finer body of men than the jewelers, tak- 
ing them by and large, and in your ranks 
are many with whom I enjoy a warm, per- 
sonal friendship. I think I can safely say 
that I know as many men in the jewelry 
business as any other individual, and it 
would be impossible to have this close con- 
tact with an industry and this intimate ac- 
quaintance and friendship with its members, 


after the preliminary experience that was 
mine, without constantly endeavoring to 
study the whys and wherefores of the 


progress or lack of progress of a business 
in which so many of my friends are con- 
cerned and to try to devise ways and means 
of enabling them to obtain greater rewards 
for their time, capital and energy. 

To go into ancient history for a moment, 
I would like to remind you of the fact 
that before the World War the jewelry busi- 
ness was a generally prosperous’ business. 
It was conducted by men of high character 


and developed within its ranks many suc- 
cesful concerns and _ individuals in all 
branches, manufacturing, wholesale and re- 


tail. When the war came, with its upsetting 
of traditions and its various effects on the 
methods of life and business of the people, 
it developed, among other things, a situation 
that may be described as a seller’s market. 
We can all remember when it was possible 
to sell anything. People were crazy with 
prosperity and bought jewelry, watches, 
diamonds and silverware during the period 
to which I refer in a way that created 
wholly new conditions. Many men who had 
no previous connection with the jewelry 


business were attracted by the possibilities 
which it offered. 
They “had no traditions to guide them 


and no respect for the traditions of others, 
and so they injected into this trade a spirit 
and a set of conditions that had never 
affected it before. It was possible to start 
in as a manufacturer or wholesaler or a 
retailer practically without capital, experi- 
ence or knowledge of the business, and many 
men who did this contributed their part 
to upsetting conditions on which the _ busi- 
ness had been founded and which were 
essential to its continued success. After the 
boom was over many of these men found 
themselves in business, but without sales 
coming as easily as they did before, owing 
to the general slackening of demand; and 
then the sharp-shooters began to get in 
their work, and competition developed that 
has absolutely upset all standards and 
demoralized the trade in general. 

Another thing that has occurred is the 
entry into the selling of iewelry of a number 
of concerns of different kinds who were not 
formerly engaged in selling it. Chain stores, 
department stores, mail order houses, and 
various other distributive organizations have 
all made an effort to get their share of the 


jewelry business, and this has served fur- 
ther to create trouble for those already 
engaged in it and to contribute additiona] 
demoralization to a situation that has grady- 
ally become worse and worse. 

I have given you this brief review of the 
trends of the jewelry business during the 
past 15 years merely to lead up to the fact 


that it became evident, more and more as 
time went on, that something would have 
to be done to stabilize conditions and to 


eliminate the evils that were creeping into 
the business if it was to be preserved as a 
business. It has well nigh reached the point 
of utter demoralization. The country’s 
volume of trade being split up among go 
many distributors, and the volume itself not 
having increased, we face a condition now 
that is something like that of a housewife 
who has unexpected guests and has not been 
able to provide sufficient food, or I might 
say that we are almost called upon to per- 
form another miracle of the loaves and the 
fishes. 

[I have spent a great deal of time in 
studying the jewelry business from a mer- 
chandising angle and in considering the pos- 
sibility of bringing about better conditions 


through the medium of some form of or- 
ganization. 

We must start with a few fundamental 
facts. First, there are only two ways in 
which a business or an industry can be 
increased. One of them is to sell to a 


larger number of customers and the other 
is to sell more to each of the customers 
already buving. 

During the last generation we have seen 
a new kind of activity in merchandising. 
I am referring to the cooperative merchan- 
dising campaign by an entire industry. It 
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Frasier, Durham, N. C., new presi- 
dent. 

Left to right, the first row of the 
picture shows Charles TT. Evans, 
Buffalo, N. Y., secretary; Tinley L. 
Combs, Omaha, Neb., past presi- 
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Lilley, Milford, Mass.; Henry Wil- 
liams, South Harvey, Mich.; I. J. C. 
Holland, San Angelo; 
thew, Asheville, N. C., and Albert} 
S. Jones, 
presidents. 
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js not necessary to go into details about 
what has been done along these lines nor 
to point out where this method of stimulat- 
ing business had its beginning. The principle 
involved is that when the men in a given 
line of trade come to the point where they 
realize that their industry as a whole is 
not in a prosperous and growing condition, 
they begin to seek the cause and, having 
found that, apply the remedy, if possible. 

The jewelry business is fundamentally 
sound, it is based on the finer sentiments 
of the human race. It deals in the finer 
and precious things that are associated with 
red letter days of our lives. It also furnishes 
to the public many articles of utility in 
de luxe quality. I do not sympathize with 
the opinion so frequently expressed that 
jewelers, aS a whole, are poor merchants. 
I believe that they are as good merchants 
on the average as the men in any other 
line, but they have suffered too much from 
a policy of individualism, and have failed 
to associate themselves for cooperative effort 
due to a lack of organization consciousness. 
This, at any rate, has had a great deal to 
do with the situation during the last few 
years and up until very recently. There 
are a number of successful industries in this 
country, among which I may point to the 
automobile industry, the radio industry, and 
I might also say the women’s garment in- 
dustry. lI am citing these examples merely 
to call attention to the fact that in each 
of these lines of business there is associa- 
tion consciousness, there is organization con- 
sciousness, there is united effort and pulling 
together, there is, as a consequence, a great 
deal of prosperity represented, and _ their 
expansion has been great during the past 
decade. In the jewelry business, however, 
the past 10, 15 or 20 years have not wit- 
nessed any expansion. With the exception 
of 1920, when the total volume of business 
for the country was in the neighborhood of 
$500,000,000, the annual volume of business 
has been fairly constant around $400,000,- 
000, and this in spite of the large number 
of new concerns entering into the business, 
among whom this volume had to be split. 
The portions are getting smaller and smaller, 
and this in the face of rising costs of pro- 
duction and increased overhead. 

When I speak of new concerns coming 
into the business, I am referring to the small 
operators who broke into it following the 
war period and to the concerns engaged 
primarily in other lines that have been add- 
ing jewelry merchandise, because I want to 
call your attention to the fact that during 
the last 25 years there has been no new 
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capital and no new brain power introduced 
into our industry to any appreciable extent. 
We find that young men who are graduating 
from the universities, with a few exceptions, 
either go into the professions or become 
engaged in some line of business that has 
great possibilities, and that comparatively 
few of them ever engage in the jewelry 
business. 

The business does not attract capital, in 
the sense that it is difficult to get the 
indorsement of professional financial men 
or their assistance in promoting any kind of 
a jewelry business, or in helping to finance 
or assist financially a jewelry business 
already established. This is a serious matter 
from the standpoint of what it should teach 
us. These men, when they investigate the 
jewelry business, find that it is so cut up 
With competition and that it is so lacking 
in trade consciousness and organization that 
it has little attraction for them, while in 
other lines they find trade consciousness 
that means both life and liveliness con- 
current with central organizations of such 
a character as to give stability to trade. 

It is, to a very large extent, because of 
the cooperative efforts of some industries 
that they have been making progress at the 
expense of, among others, the jewelry busi- 
ness. 

The process I am referring to is now 
pretty generally recognized. It is admitted 
that the average consumer, after paying for 
the necessities of life, such as food, clothing 
and habitation, has a more or less definite 
margin of income which he can spend as 
he wishes. Making a large number of con- 
sumers wish to spend their margin’ of in- 
come for automobiles, or clothing, or furni- 
ture, or radio, is the kind of thing which is 
accomplished by means of a proper organ- 
ization of the trade concerned. 

The situation today is that the jewelry 
business so far has not undertaken a nation- 
wide movement participated in by the entire 
trade to attract an increased share of the 
consumers’ dollar, with the exception of the 
efforts of the National Jewelers’ Publicity 
Association, with which you are all familiar. 

During my investigation into trade con- 
ditions I have had the assistance of some 
of the greatest economists and merchandis- 
ing men in this country, and have called 
upon them for scientific analysis of the 
conditions effecting our industry. I would 
like to quote a few words from these men 
because I think we can all learn much from 
what they have to tell us. 

Dr. Herbert W. Hess, head of the mer- 
chandising department of the Wharton 
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School of Finance and Commerce at the 
University of Pennsylvania, says: 

“There is not a type of business to- 
day but what is experiencing and wit- 
nessing far reaching and _ significant 
changes in relation to more scientific 
methods of getting goods into the pos- 
session of the consumer. The present 
competitive struggle in business is to 
a large extent between the type of busi- 
ness man that knows how to run a busi- 
ness in terms of profits by engaging 
experts in various fields, as opposed 
to the old type of business man who 
based his effort on his knowledge of 
craftsmanship and mechanical experi- 
ence.” 

It is significant that both of these in- 
dividuals may be found in the same line of 
trade and that a trade in which one type 
predominates too greatly is bound to be an 
unprosperous trade in the general sense. 
This is one of our troubles in the jewelry 
business. 

H. H. Kynett, head of the Aitkin-Kynett 
Advertising Agency, Philadelphia, and a man 
who has been identified with commercial 
research and merchandising for some of the 
largest corporations in the country, says: 

“The average business man has no 
conception of what research means. He 
picks up a Government census report, 
which is a very excellent piece of re- 
search, and looks through it for some 
helpful figures. He says, ‘What am I 
going to do with that? It is all very 
well, but it doesn’t mean anything to 
me.” 

The leaders of a number of industries 
have realized, as Mr. Kynett has pointed out, 
that statistics are only a small part of 
research and that intelligent interpretation 
must be applied to them in order to deduce 
the principles that can be used for future 
guidance. Too many businesses are con- 
ducted with an eye to the past in the face 
of the fact that business conditions are 
rapidly changing every day, and the only 
way we can expect to succeed is to keep 
our eye to the future. 

Changes in merchandising methods have 
been wide and they have taken place rapidly. 
The chain store system of distributing has 
affected the market in many lines. Notably 
in tobacco and groceries and drugs the chain 
stores have almost eliminated the inde- 
pendent retailers in many important sections 
of the country. The success of the chain 
stores, however, has not been due to buying 
power, but because they have intelligently 
studied the wants of the people. They have 
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employed the most efficient merchandising 
men to analyze demand, to anticipate demand 
and to make use of the most effective mer- 
chandising methods in furnishing goods to 
meet the demand. A 

Some months ago I held a meeting of 
manufacturers and wholesalers in Indian- 
apolis, under the auspices of the Jewelry 
Trade Association, and at that time Dr. 
Hess, Mr. Kynett and others analyzed these 
conditions about which I have been speak- 
ing, and pointed out the application of the 
chain store and other methods to_present- 
day merchandise. Among the speakers was 
Alvin E. Dodd, nationally known economist 
and director general of_the Wholesale Dry 
Goods Institute. Mr. Dodd formerly was 
manager of the merchandising department 
of the United States Chamber of Commerce. 
Another speaker at the same conference 
was Herbert P. Sheets, secretary and treas- 
urer of the National Retail Hardware Asso- 
ciation, and all of these men united in urg- 
ing upon the jewelry industry a national 
program of research and merchandising. 
Their advice during all the conferences that 
I have held with them has been that the 
industry needs a research institute to ana- 
lyze its market, determine the nature of 
goods demanded and the best methods of 
selling those goods, and so equipped that 
it can give assistance along the line of 
merchandising to manufacturers, wholesalers 
and retailers at a minimum cost. 

There are many of you to whom E. St. 
Elmo Lewis would need no _ introduction, 
as you are familiar with his accomplish- 
ments as a merchandising expert and chief 
of the marketing staff for National Services, 
Inc., advisory council to the General Motors 
Corporation, National Cash Register Com- 
pany, Burroughs Adding Machine Company, 
and a number of other great national con- 
cerns and industries which he has served 
in a similar capacity during the past 25 
years. Mr. Lewis has recommended work 
along exactly the same line advocated by the 
other merchandising experts that I have 
quoted, and has made his recommendations 
after spending a great deal of time and 
thought on the problems peculiar to the 
jewelry business. 

I think I have said enough about the 
general conditions which are in our industry 
and in the market on which it depends, 
and that all of you realize that work along 
the line which I have indicated is the only 
salvation of the jewelry business. The time 
has come when it is necessary for men in 
the industry to take steps which will enable 
them to compete successfully with other 
industries. This calls for an organization 
equipped with both financial resources and a 
staff of qualified experts to do the research 
work necessary for scientific analysis of our 
problems, and then to deliver the merchan- 
dising service and advice by which those 
problems can be solved and our obstacles 
overcome. In order to shape such an organ- 
ization, it is necessary to have adequate 
financial suport and moral support, and the 
work that I have been engaged in for the 
past several years, and particularly during 
the past 12 months or so, when I have been 
traveling and calling meetings of the trade, 
has all been for the purpose of shaping an 
organization to conduct this kind of work. 

The plan is very simple when it is once 
explained. It contemplates the creation of 
the Jewelry Institute of America, an organ- 
ization consisting of outside experts employed 
on the basis of their ability to give scien- 
tific merchandising assistance to the jeweler. 
It must be recognized that work of this 
character cannot be done by volunteers who, 
no matter how willing they may be, are 
unable to contribute either the ability or 
experience required. Neither can the trade 
be served properly by men engaged in it 
whose view is too interested. It requires 
the impersonal, outside, scientific view of 
our problems, and in order to obtain this 
we must emplov the impersonal, outside, 
Scientific man. By scientific I do not mean 
impractical. Science means organized knowl- 
edge, and the most scientific merchandising 
man proves to be the most practical in the 
long run. The chain stores and mail order 
houses have taught us that Jesson. 

It would not be possible for any one con- 
cern in the jewelry industry to employ the 
Services of a sufficient number of high-grade 
experts to conduct either the research or 
merchandising work that the industry needs. 
The total expense would be too great. Con- 
sequently, I have planned to spread the cost 
of this over the entire industry in such a 
Way that it will be a burden to none, and 
80 that all who are sufficiently interested 
can contribute the small amount asked from 


them and may obtain the benefits of the 


work. 

In order to do this I have formed three 
trade divisional organizations. One of them 
is called the Manufacturing Jewelry Trade 
Association. Its members will consist of 
manufacturers and importers of jewelry, 
watches, clocks, silverware and allied lines. 
Each manufacturer or importer who becomes 
a member of that association will pay dues 
of $1,000 per year for three years. The 
wholesalers have already been organized 
under the title of the Wholesale Jewelry 
Trade Association. They will each pay dues 
of $500 per year for a period of three years. 
The retail jewelers are being organized as 
the Retail Jewelry Trade Association, with 
minimum dues of $10 per year per store. 
Large stores have already expressed their 
willingness to pay as much as the whole- 
salers or manufacturers. 

By the plan which I have referred to 
very briefly, it is hoped to raise from 





BARTLEY J. DOYLE, WHO SPOKE ON 
THE JEWELRY TRADE ASSOCIATION 


$300,000 to $500,000 per year to finance 
the research and merchandising campaign 
that the industry needs during the next three 
years. Each of the three associations I 
have named will contribute the money raised 
by means of dues to the Jewelry Institute 
of America, through which organization the 
actual work of research and merchandising 
will be conducted under the management of 
a staff of experts in charge of the various 
departments. 

This plan was very carefully analyzed 
and submitted to a number of well known 
economists and merchandising men and 
leaders in the industry before it was an- 
nounced publicly. It has had the unqualified 
indorsement of all who have looked into it, 
and the funds which are being requested 
from the various branches of the trade are 
already being subscribed. 

As near as I can estimate at this time, 
I believe that the three organizations will 
have been established and that the Jewelry 
Institute of America will be in a position 
to commence its work by about the first of 
January, 1929. This plan will give the 
jewelry industry a trade organization that 
will be equal, if not superior to, that in 
any other line of business, and should go far 
toward bringing it back to its rightful place. 
It must be recognized that there are some 
minor evils in the business which probably 
never can be eliminated, but it is also true 
that many of the major evils can be dis- 
posed of successfully by united effort and 
proper organization, and I not only believe 
this improved condition can be brought 
about, but I feel equally sure a very sub- 
stantial increase in the volume of business 
can be accomplished, and this, of course, 
is of prime necessity. 

._I have done the preliminary work without 
asking any individual or association to help 
me defray its cost, and my great hope is 


that the industry will arise to the occasion 
and make the united effort necessary to 
put this plan into operation and thereby 
improve its position. There is every indica- 
tion at this time that the entire plan will be 
put over successfully and will be in opera- 
tion at the time I have mentioned. 

The above was that part of the ad- 
dress which Mr. Doyle read, something 
he said he did not like to do but, in 
view of the circumstances, he wanted to 
see there was no mistaking what he had 
to say. But the speaker elaborated 
greatly on the text and the plan of or- 
ganization, which he explained in detail, 
and told how the wholesalers had been 
organized, the manufacturers were being 
organized and that the retailers will be 
organized in the Jewelry Trade Associ- 
ation. He said that there were five 
nominal parts in the scheme, the fourth 
of which was the division of represen- 
tatives, traveling men and men affiliated 
with the selling end but that was not 
necessary to plan at this time. The 
fifth was the Jewelry Institute of Amer- 
ica to be a group of paid men (econ- 
omists) who will be independent of 
trade affiliations and who will study the 
fundamental conditions of the trade. 
The institute will consist of a president, 
vice-president, research and merchandis- 
ing board, a chairman and five con- 
sultants directing operation and general 
research. 

Speaking generally, he said, the plan 
that has been presented has been sub- 
scribed for and is being financed. It is 
one that a small fortune has already 
been spent on and it is non-political, non- 
cliqué, without concentration of power 
and free from individualism. He spoke 
encouragingly of the membership that 
was coming into the jewelry trade as- 
sociation, and that of the wholesalers 
and of the manufacturers, but said that 
in case he failed to organize the scheme 
planned, every man who contributed a 
dollar to the plan will have his check 
back 100 per cent. 


PRESIDENT BROTHERLY URGES CONSIDERA- 
TION OF ALL PLANS 


Mr. Doyle was followed by President 
Brotherly, who felt that he had been 
put in an unfair position by the way 
the matter was sprung upon him that 
morning, forcing him without time and 
without adequate preparation to present 
his plan for an all-inclusive organization 
a plan which he claimed he had been 
working on for years and which covered 
essentially the important points already 
outlined by the previous speaker. 

He sketched the condition of business 
and the bad position of the retailer when 
he had been first elected to office, four 
years ago. He told of the controversies 
between wholesaler, manufacturer, job- 
ber and other elements in the industry, 
each one putting “the blame on the other 
fellow.” He told how he fought for 
the idea of having all elements work for 
the trade, as a whole, and working to- 
gether to solve their problems, whether 
in legislation, distribution or manufac- 
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turing. He told of his calling together 
the representatives of the various ele- 
ments in the trade and of the various 
organizations for the purpose of forming 
a jewelry trade council on the lines of 
the Chamber of Commerce of the United 
States, and how nothing had come of 
it, and when he had failed in that direc- 
tion, he had endeavored to bring about a 
unity of the various interests through 
other organizations. For instance, he 
tried to get the National Jewelers Board 
of Trade which combined all elements 
in the wholesale and manufacturing ends 





The speaker then gave a wonderfully 
fine summary of conditions that have 
developed since the change from the 
seller’s market to the buyer’s market has 
come to industry in the last six years 
and what this has done to upset business 
traditions and conditions. 

The plan he proposed for an all- 
inclusive organization was a simple one, 
and had been favored by resolutions of 
25 State bodies already. It had been 
discussed in the executive committee of 
the national body and that committee 
had finally unanimously decided to 


with problems that affect the industry, 
as a whole, they can only make recom- 
mendations representing their viewpoint 
to the group convention that is to follow. 

In this way, he felt that problems that 
affect the entire industry can no longer 
be solved or settled by a single part of 
it, acting from a selfish point of view. 
The idea was to give the retail branch 
of the industry half the representation 
on the board and give the other branches 
of the industry the other half so that 
neither side should out-balance the other 
or control the situation. 
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HOW THE BRANCHES OF THE TRADE WOULD BE LINED UP IN THE “ALL INCLUSIVE” ORGANIZATION 


of the business, to open its membership 
to retailers. 

When these efforts proved unsuccess- 
ful, he took the matter to the convention, 
last year, and advocated the all-inclusive 
organization, somewhat on the lines that 
the Canadian jewelers have worked out 
so successfully today. The Milwaukee 
convention passed a resolution to the 
effect that the proposition should be sub- 
mitted to the various State conventions, 
for discussion and approval, and it had 
been overwhelmingly approved by these 
bodies. 

Mr. Brotherly said he had not drawn 
up any charts nor made any budget, or 
determined exactly how they were going 
to operate because he did not think it 
was wise to “draw a plan for a house 
until they had decided to build the 
house.” “There is no magic about this 
position,” he said. “It was just a com- 
mon sense affair of asking if our indus- 
try would act as other industries are 
acting, or as any corporation would act 
in like circumstances.” 


recommend it to the convention for adop- 
tion. This plan did not contemplate any 
interference with the organizations 
which exist in the trade and that handle 
their own~peculiar problems. It does 
not contemplate the elimination of the 
retailers state organizations. In fact, 
it contemplates strengthening the state 
associations. What is more, it seeks to 
arrange for organization of the retailers 
in’ their local communities and their 
cities as well. 

The idea of bringing all these groups 
of the trade into one association, he said, 
was not to take away from them the 
rights of treating their own exclusive 
affairs that are characteristic to their 
own branch of the industry. It con- 
templated divisions in the national con- 
vention—a meeting of the different 
groups, during the first day or the first 
several days, during which time each 
group can study and decide upon the 
problems which affect that group only. 
They can also discuss the major prob- 
lems of the industry, but in connection 


Mr. Brotherly went into detail as to 
government and election of officers and 
also presented a chart showing the gen- 
eral administration of: the all-inclusive 
organization that he proposed. He ex- 
plained, in detail, how the work was to 
be divided through the different depart- 
ments—legal, trade association, assay- 
ing, publicity, education, etc. The last 
named would involve research to estab- 
lish the cost of operating in the manu- 
facturing and wholesale end of the busi- 
ness just the same as in the retailing. 
It would involve an analysis of the con- 
sumer’s attitude toward our products, 
an analysis of our method of production 
and distribution and a determination of 
whether or not the course we have pur- 
sued in that respect is beneficial or hurt- 
ful to the industry. 

In these things, he explained, he did 
not differ from the previous speaker, 
but on the contrary had been advocating 
them for years. He told of the different 
committees to be appointed and what 
their functions would be in covering 
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arbitration, protection, burglary insur- 
ance, fire insurance and other matters, 
but said these would not affect the or- 
ganizations already working on these 
lines but would give them the support, 
both moral and financial, that they really 
need. 

The speaker outlined the work of the 
committee on public relations, the com- 
mittee on research and dealer service, 
the legislative committee, the member- 
ship committee, etc., and then went into 
the subject of financing the organiza- 
tion by dues. On this he took the 
ground that members should pay ac- 
cording to the size of the business af- 
fected, that is, according to their ability 
to pay with a certain minimum to be 
paid by the smaller men. In summing 
up, he said in part: 

“Now there isn’t anything very won- 
derful about that plan; it’s just a com- 
mon sense proposition; it is what the 
progressive corporation does in its busi- 
ness; it knows what it is doing. In the 
automobile industry they have their re- 
search department; they make all sorts 
of tests; they do everything possible to 
determine what is best to do, how they 
should manufacture their product, what 





material they should put in them before 
they actually make them—that is what 
this contemplates. To determine the 
facts, map out our course and have a 
definite plan, a definite program, operate 
on a basis of knowledge instead of a 
basis of guessing. 

“Now my plan was that if an or- 
ganization of this sort is formed, it 
should be by the industry itself; before 
any plan is undertaken or adopted it 
should be submitted to the best econ- 
omists that we can find, and should be 
submitted to the best legal brain that 
we can engage. Before we engage upon 
it we should determine beyond a doubt 
whether or not it is economically sound, 
whether or not we have laid the right 
foundation, before we begin to build 
upon it. 

“When I laid this matter before the 
executive committee and this question 
of several plans was discussed, and this 
difficulty that has come up, I said, 
‘Gentlemen, I don’t want you to take 
my word for this. I would even be 
opposed to submitting this plan to a 
committee of the most intelligent mem- 
bers that we have in our midst for their 
adoption; but I would recommend that a 
Opice 


Generar Secneraay's 


committee be appointed and, instead of 
that committee basing it recommenda- 
tion upon its own judgment and then 
bringing the matter before the conven- 
tion, or even permitting the convention 
to adopt a plan because either Mr. Doyle 
or Mr. Brotherly proved to be the most 
popular orator, let such a committee 
get the services of the outstanding econ- 
omists, the services of the best legal 
talent that is familiar with the Sherman 
Act and its operation; that will guard 
us against taking steps that involve 
boycott, white lists, black lists, restraint 
of trade, the interference of any man’s 
right to make and sell his merchandise 
as he wishes. Then, after determining 
which is the best plan for the industry, 
through the advice of economists and 
their counsel, this committee can come 
back and recommend the plan for adop- 
tion; and it should not make any differ- 
ence whether that plan is backed by one 
man or by another. The main consider- 
ation should be; Js it economically 
sound? Does it recognize economic con- 
ditions? Is it legal? 

“By that I am willing to stand or fall. 
If you should perhaps adopt my plan, 
I do not gain anything by it. I wonder 
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now why I permitted the industry to 
get me into a controversy like this. I 
could have served you as president for 
a year or two; I could have perhaps 
continued to serve until we were out 
of this unfortunate California situation 
in which we were involved, and which 
sapped the funds of this organization so 
that it was not possible to undertake 
many of the normal activities that we 
wanted to, and then I could have stepped 
out of office with a little glory and a 
little honor, and have every one of you 
pat me on the back and say, ‘Brotherly 
was a fine fellow, a good mixer—this 
and that—hale fellow well met.’ In- 
stead of that, I have always had the 
courage of my convictions regardless of 
the opposition that my stand would in- 
volve. 

“It was not only in this matter. You 
can readily understand that to the presi- 
dent of the American National Retail 
Jewelers Association, representing 4000 
or 5000 jewelers throughout the country 
—would be put all sorts of propositions, 
and many of them have been put to me 
during my administration. And because 
I have had the courage of my convic- 
tions, and because at times I have said, 
‘No, I will not put my stamp of ap- 
proval on this because I do not think it 
best for the industry, because I do not 
think it something that should be ad- 
vocated to the members, because I think 
it is not something which I can con- 
scientiously indorse or that our members 
should be led to follow’—because I have 
had that courage, I have made myself 
disliked in some quarters; I have been 
attacked; I have made enemies. Some 
of the enemies I have made I am proud 
to have made. 

“But, gentlemen, it has been nothing 
to me to serve you. I have never had 
a personal axe to grind; I have never 
had anything but the highest interests 
of the industry at heart. And in that 
manner, and animated by that thought, 
and in that spirit, I have done my best 
to serve you. If my services are mis- 
understood, if they are not appreciated, 
well I am sorry; but I can say this with 
a clear conscience—that I can step out 
of this office without any regrets. 

“Now, I ask you to seriously consider 
this recommendation of submitting these 
plans that have entered into competition 
with one another before, to a committee 
of the best economists that can be found 
and to be guided by them rather than by 
oratory or any flag-waiving, or what 
is sometimes termed—(you will excuse 
the expression)—mob psychology—being 
carried off your feet,—that you rather 
adopt that course. 

“And let us bear in mind this fact 
also that while we are assembled here 
in convention as the American National 
Retail Jewelers Association, it is in 
many respects a local convention. Many 
States are not represented and others 
are very poorly represented, and the 
delegates that are here are bound by 





resolutions which were adopted by their 
State convention, and this question ought 
to be settled on a basis of a vote by 
States, as was determined at the last 
convention, and not by popular vote. 
You should not be carried off your feet 
by any one, not even by Conrad J. 
Brotherly. 

“Now I ask you to consider that as 
a practical, fair suggestion, and there 
I will let the matter rest.” 

At the conclusion of President Broth- 
erly’s talk Mr. Doyle referred to several 
of the points in Brotherly’s presentation 
of the all-inclusive plan. President 
Brotherly stated that it was not his 
understanding that, this was to be a de- 
bate and he would let his presentation 
and statements stand as originally made. 








Cc. A. MOORE, MASTER OF CEREMONIES 
AT THE BANQUET 


He then declared the question open for 
general discussion and many of those 
present availed themselves of the op- 
portunity presented. When bitterness 
was injected by an ardent advocate of 
one plan or the other there was always 
the compromising speaker who could see 
good points and bad ones in each plan 
and calm would again prevail. About 
6.30 it was realized that the meeting 
was not getting anywhere near a solu- 
tion; that a solution at that time was 
impossible and that a further dis- 
cussion threatened disruption of the or- 
ganization. A demand for a com- 
promise prevailed, and the leaders of 
the two sides were requested to get to- 
gether during the evening and arrive at 
some definite and mutually acceptable 
solution of the question. 

After this action had been taken the 
meeting adjourned and there was a rush 
to get ready for the banquet for which 
the time of assembling had long since 
passed. 


The Banquet 

The long and exciting session of 
Wednesday afternoon was followed by 
the wonderful banquet given by and 
under the auspices of the Dallas Jewel- 
ers’ Association. The Dallas organiza- 
tion is all inclusive and its membership 
consists of Dallas retailers, wholesalers 
and manufacturers. Their ability to 
work together and do things was thor- 
oughly demonstrated all during the week 
and especially upon the occasions of the 
banquet Wednesday night in the ball- 
room of the Baker Hotel and the barn 
dance and buffet supper in the Junior 
ballroom of the Adolphus Hotel across 
the street from the Baker on Thursday 
night. 

C. A. Moore of Moore-DeGrazier Co., 
acted as master of ceremonies on 
Wednesday night. The banquet was a 
little late getting started on account of 
the adjournment of the afternoon ses- 
sion taking place after the hour, 6.30, 
the time set for the banquet to start. 
It was after seven o’clock before any 
great number had assembled. 

Mr. Moore first introduced Stewart 
Lees of Geo. H. Lees & Co., Hamilton, 
Ont., who was present to represent the 
Canadian association at the convention. 
He received a very cordial reception and 
told a few good stories. 

Then the regular’ entertainment 
started and continued for nearly two 
hours. The motif of the entertainment 
was the scintillating splendor of the 
merchandise sold by jewelers and was 
designated as the Jewelers’ Jubilee. 
Music was furnished by the Texas Nite 
Owls who also played for the dancing 
during and after the banquet. The 
revue was presented by six principals 
and 25 young women. Songs and dances 
made up the first part of the program 
and the feature was the Jewel Box Re- 
view. A large jewel box was carried 
to the stage and from this in succession 
came beautiful girls representing the 12 
birthstones. The part of Pandora was 
taken by Miss Lorene Amyette, who an- 
nounced each gem representation in ap- 
propriate words and during the parade 
vocal accompaniment was rendered by 
Miss Katherine Chrisman. 

At the conclusion of the entertainment 
and banquet the hall was cleared of 
tables for dancing which was enjoyed 
until after midnight. 

Thursday 

As the delegates gathered for the 
Thursday morning session there was a 
feeling that a happy solution of the ques- 
tion that had hung in such a threaten- 
ing manner over the convention had been 
reached, and in a very few minutes after 
President Brotherly had called the meet- 
ing to order he had made his statement 
and presented his resolution (published 
in full on page 112) for considera- 
tion. Immediately after its presenta- 
tion Louis Haussman of Louisiana moved 
its adoption and P. H. Linnehan, Ala- 
bama, seconded. The discussion of the 
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motion was brief and consisted more of 
questions intended to elucidate points 
involved. 

One of these questions was presented 
by Arthur Everts, past president of the 
association. He stated that since one 
of the urges that seemed to prompt many 
to favor the indorsement of the Doyle 
plan was his ability to raise money in- 
suring its success, he requested Mr. 
Doyle to state how many members were 
now signed up for the retail division 
and the amount of money held in trust 
for this section. Mr. Doyle stated that 
it was not the intention to announce any 
of these figures until the plan was com- 
plete, the entire membership enrolled 
and sufficient funds in trust to assure 
success, which he expected to be about 
Jan. 1, 1930, but that in any case he 
would not be able to give these figures 
as he had no data with him on this, all 
books and records being in the office at 
Philadelphia. When some answer as to 
the approximate figures be given Mr. 
Doyle said that his recollection was that 
the last time the figures were presented 
to him there was between 3000 and 4000 
member stores with approximately $50,- 
000 in trust. 

The convention then acted on the res- 
olution of Mr. Brotherly. After the 
adoption of the conditional resolution 
of approval Mr. Doyle thanked the mem- 
bers for their action and Calver Moore, 
his associate in the preparation of the 
plans, said he would like to make a 
statement in behalf of Mr. Doyle and 
himself concerning the preparation of 
the plan. He said that no part of the plan 
had been accepted until the legality of 
its operation had been thoroughly estab- 
lished and that this one thought had 
governed every move they have made. 

Other proceedings of the Thursday 
morning session were reports and ad- 
dresses. The credentials committee re- 
port was read by Secretary Anderson. 


REPORT OF CREDENTIALS COMMITTEE 


The credentials committee reports the 
following membership in the various 
states for 1928 and the number of votes 
entitled to be cast by each state asso- 
ciation according to the records of the 
Secretary at Dallas, Oct. 2, 1928. 


No. 

State Members Votes 
Alaska ...... ee ee: 1 
PPERDBAS: 6.05.0:5.sso0sse s 14 1 
BOM .6.ciccscscee @ 2 
PR AMNSNF oie cote Gialees jere%s 0 0 
WCAIIEOPAIA 6icesci eeu’ 0 0 
| are ‘hase 1 1 
Connecticut ....... a 42 3 
| ; 0 0 
NN icihes Scans acy are wre 29 2 
ere 3 1 
NN 6 hes viiirnewe ein 102 6 
I ee 76 4 
| PRE Reereneny ee are 73 4 
eee : 78 4 
I a 20 1 
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hh ae ee - 20 I 
Md., Del. and D. C..... 41 3 
PeGSSs AMG RS Vii oicce ese 97 5 
WRTCHI@RR oo6 s.5:0s0 0% ren |, 3 
Minnesota ...... fatative 94 5 
Piiseiesipgi . ww. .scces 0 0 
1 hs re ae 42 3 
PEONUOTI 6c. cess caees 6 1 
BE TS ar ae 90 5 
| oi. ee eo 2 1 
New Hampshire ...... 30 2 
pO PPT ce 44 3 
NGW MOKICO . occ cscs | 1 
INGW VOLE 6.6060 008% .- 199 10 
North Carolina ...... . 86 5 
North Dakota ........ 27 2 
I iraiy ees aware’ 121 ( 
ORIRNOMS ....cccesces 42 3 
CEGRON si essis sce eens SO 5 
Pennsylvania ......... 151 8 
South Carolina ....... 30 z 
south Dakota ........ 12 1 
TPONMOSHOS coeccccceccs SO 2 
OMG TBs 65a csc cecccs OF 5 
NGUBED escrekvutiacmenine S b 
Vermont: 4... Seva fesau ei Ro 2 
MY Kees esaneaes + 4 
WASHINGUON: 6.06655 50% 89 5 
West Virginia ........ 19 1 
WHSCOMBID 6.666 eo eens 202 11 
Po ee 0 0 

ORIN ects hoe 2,211 131 

+ 61 
-2,272 
Total number of Votes ........ 137 


President, C. J. Brotherly ........ 1 
Vice-President, H. L. Coburn .. 1 
Vice-President, Wm. G. Frasier... 1 
Vice-President, Ralph Rossler .... 1 
Vice-President, Arthur A. Everts. 1 
Vice-President, Albert B. Jones.... 1 
Vice-President, T. L. Combs ...... 1 
Secretary, A. W. Anderson...... a> XE 
Treasurer, Chas. T. Evans........ 1 
Member Executive Committee, 

E. H. Hufnagel ...... pibekaanen.. a 


Total number of votes ..... ee 
We find that according to the secre- 
tary’s records the various states have 
memberships as above and are entitled 
to the number of votes in this conven- 
tion set opposite their state name. 
Respectfully submitted, 
Myron Everts, Dallas, Texas. 
H. G. MatrHeEw, Asheville, N. C. 
H. J. THOLEN, Hays, Kan. 


P. S. Members counted in good stand- 
ing total 3,072, though the above report 
gives 2,272, the difference arising be- 
cause of the fact that there are 800 
members who paid in 1927 but have not 
renewed for 1928, but the past experi- 
ence of the association has been that 
most of those delinquent at national con- 
vention time will pay up before Dec. 31. 
Only actually paid for members are 
credited on the credentials’ committee 
report. 
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Emil J. Scheer, Rochester, N. Y., 
chairman of the silverware committee 
presented its report as follows: 


REPORT OF EMIL J. SCHEER, CHAIRMAN OF 
THE SILVERWARE COMMITTEE 


We are pleased to report progress is being 
made in the silver industry, showing an im- 
proved condition each year. The chaotic 
condition that existed some years ago be- 
fore an effort was made to get scientific 
facts and figures about the industry, has 
shaped itself into one of clearer understand- 
ing, and the cooperation between manufac- 
= and retailers is producing good re- 
sults. 

The intensive advertising campaign by the 
manufacturers and retailers, special window 
displays, and development of better: sales- 
manship, are having a desired effect. 

Silverware is a staple commodity, and is 
a necessity in most homes. It will be in 
demand for all time. ‘Up to the present time, 
no other metal has been found which so 
satisfactorily serves its many uses. 

The largest dealers do not seem to take 
the interest in association work that they 
should. They do, however, represent a very 
important group. The medium size dealers 
are representative of the industry as a whole, 
and seem to take more interest in the affairs 
of the association. All, however, share the 
benefits that are to be derived from coopera- 
tive effort. There has been no branch of 
the trade that has shown more concrete re- 
sults from the efforts of cooperation than the 
silverware department. 

The Sterling Silversmiths Guild of America 
has been responsible for most of this co- 
operation, and for this reason the silverware 
committee of our association has not been 
called upon to enter into any intensive cam- 
paigning for trade improvement. 

The salesmanship course by the Guild, 
“‘How to sell more Silverware,” was an effort 
made to interest and educate the jewelers 
and their salespeople in the art and use of 
silverware to the end of creating a greater 
demand for sales of silverware. Just how 
successful this campaign was can best be 
told by Alexander Vincent, secretary of the 
Sterling Silversmiths Guild of America. 

The Simplified Practice, established in 
1926, has been of much benefit to the retailer, 
the manufacturer, and the public, and no 
doubt will be further improved by making 
such changes as may be agreed upon by the 
industry. 

The most important problem which we 
hope will soon be solved, is that of having 
a national law similar to the Capper-Kelly 
Bill which will legalize price maintenance 
on standard goods. This bill has been before 
Congress several times, and should become @ 
law at the next session of Congress. The 
silverware committee recommends that every 
effort should be made by the association that 
the bill be passed by the next legislature. 
We urge all our members to reach all their 
Senators and Congressmen in their respective 
districts, and ask them to support this bill 
when again presented. 

The Suggested Resale Price Policy adopted 
by all the leading manufacturers of Sterling 
silverware has proved of great value to all 
concerned. 

The guesswork has been taken out of the 
resale price. The public is protected against 
excessive prices, and the dealer is allowed 
a small margin of net profit if his business 
is economically and well managed. While 
the return on the investment is not what it 
should be, and in most cases it is less than 
the interest received from investments in 
absolutely safe stocks or bonds, it is a con- 
dition which we must bear until a more 
satisfactory condition is reached. 

The manufacturers of silver-plated wear 
have, to some extent, adopted the policy of 
a suggested resale price on their goods, but 
there still remain many lines that are not 
placed on the market in this manner, with 
the result, that a very unsatisfactory con- 
dition exists in the sale of these goods. 

The legitimate dealer asks for only a 
reasonable profit to cover his expenses and 
have a fair rate of interest on his invest- 
ment. He also desires to serve his trade at 
as reasonable prices as can be had elsewhere. 
But without the suggested resale price estab- 
lished by the manufacturers, he has no basis 
on which to work with safety, and in most 
cities he suffers great losses of trade and is 
put in the false position of being’ hi@her in 
price at times than his competitor. 

The suggested resale price is now the 
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ished policy by the leading manufac- 
ou of high grade standard goods of all 
kinds. Automobiles, radios, pianos, and all 
manner of electrical appliances, also wearing 
apparel and household supplies, are put on 
the market by the manufacturers at sug- 
ested resale prices. The committee sug- 
gests that the manufacturers of silver-plated 
wear adopt the suggested resale price policy 
on all their lines, and have a price-tag at- 
tached to each article or set. This" will 
further increase the stability of our business, 
and eliminate much of the unfair competition 
now existing, also protect the public against 
an excessive price. 
We commend most highly the manufac- 
turers who are cooperating with the legiti- 
mate dealer, by distributing their goods 
through this source. Experience has proved 
that this works out to the mutual benefit of 
the public, retailer, and manufacturer. ’ 
In conclusion, we call especial attention 
to the Capper-Kelly Bill to legalize price 





~~ 


EMIL 


J. SCHEER, CHAIRMAN OF THE 
SILVERWARE COMMITTEE 


maintenance, and we urge our members to 
see that Senators and Congressmen promise 
to vote for this bill when presented at the 
next session of Congress. 

We favor continuation of the research 
work of the Harvard Bureau to increase the 
available facts in our industry. This valu- 
able work has saved the jewelers millions of 
dollars in the elimination of the excise tax 
alone, and made them better business men 
by knowing the facts and figures that 
govern their business. 

The elimination of waste in the silver- 
ware industry, as now in effect, has proved 
very satisfactory, and further elimination is 
hoped for. 

The recommendation made at our last 
convention, relative to Sterling silver toilet- 
ware patterns, is again made at this time. 
This committee recommends that manufac- 
turers make the same effort to reduce the 
number of toiletware patterns as has been 
made to reduce the flatware, and thereby 
effect a saving in duplication and waste. 
The great number of patterns on the market, 
many of which there is but occasional sale 
for, are a burden to the retailers who seem 
to feel obliged to carry these patterns as 
long as the manufacturers make them, and 
create a slight demand for them. This de- 
partment would show a much better turn- 
over, and be a satisfactory one, if fewer 
patterns were on the market. 

This committee is interested in, and is 
cooperating with, any movement that may 
be designed to spread the sales of Sterling 
Silverware and silver-plated wear more evenly 
over the 12 months of the year. We believe 
the activities outlined in this report are in- 
dicative of a right beginning in this direc- 
tion. We are primarily interested in the 
Welfare of the public. We know that the 
Sterling Silversmiths Guild of America and its 
members have the same interest at heart as 
the consumer, and it is our recommendation 





that the retailers of the country cooperate 
fully in these undertakings upon which we 
have reported, and which have been designed 
as beneficial measures, not only for our in- 
dustry, but for the consumer, to whom they 
are ultimately directed. The plans outlined 
for the future mean much to the jeweler; let 
each of us be alive to the opportunity and 
make the most of it. 


ADDRESS OF STEWART LEES 


President Brotherly then presented 
Stewart Lees of George H. Lees Co., 
Hamilton, Ont., president of the Cana- 
dian Publicity Association, who talked 
in an interesting way about association 
affairs 
Canada. He paid tribute to President 
Brotherly, Arthur Everts, Charles 
Evans, A. W. Anderson, who have visited 
the conventions in Canada and told of 
the kindly feeling of the organization 
he represented for the American Na- 
tional Retail Jewelers’ Association. He 
told of the successful operation of the 
all inclusive jewelry organization which 
has been in operation in Canada for 
several years. He said that the jewelry 
business in Canada is better than at 
any time since 1920, that business is 
positively good throughout Canada. He 
then told of the work of their publicity 
association and gave details of a pub- 
licity campaign they are conducting in 
which they are offering the public of 
that country large cash prizes for sug- 
gestions of slogans more appropriate 
than “Gifts That Last.” 

Wilson A. Streeter, Mount Vernon, 
N. Y., then submitted the report of the 
Legislative committee, of which he is 
chairman and Alexander Vincent told 
what the Sterling Silversmiths Guild is 
doing. His address appears on pages 
155 and 156. 

The last speaker of this session was 
Sinclair Weeks, president of Reed & 
Barton, Taunton, Mass. He took for his 
subject “Cooperation and Fair Play” 
and delivered a most interesting talk. 
His address will appear in part in a 
later issue of THE JEWELERS’ CIRCULAR. 

On Thursday afternoon the Jewelry 
Style Show was held at the Adolphus 
Hotel under the auspices of the Na- 
tional Jewelers Publicity Association. 


The Barn Dance 


Thursday night was the barn dance 
and entertainment arranged and given 
by the local jewelers’ organization. 
This was another very delightful affair. 
Supper was served buffet and after this 
was finished a space was cleared and an 
entertainment given, after which there 
was dancing until nearly midnight. Sev- 
eral vaudeville acts were presented fol- 
lowed by a horse show and races. The 
horses, seven beautiful girls, performed 
in a very entertaining way directed by 
John L. DeGrazier, formerly of Moore- 
DeGrazier Co., now in the retail busi- 
ness here, who acted as ringmaster. He 
put the “horses” through their stunts 
in a very professional way. 

There was another entertainment at 
the Adolphus Hotel following this and 


and the jewelry business in. 
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attended by some of the visitors and 
thought by many to have been arranged 
for the occasion of the convention put 
was not sponsored by or arranged for 
in any way by the local jewelers or 
association. 
Friday 

At 9.45, President Conrad Brotherly 
called the final business session to order 
and at once plunged into work. He 
called on Secretary Anderson to deliver 
his annual report, which read: 


REPORT OF SECRETARY ANDERSON 


The usual work of a secretary’s office is 
not likely to make exciting reading, for no 





~ 


STEWART LEES WHO REPRESENTED 
THE CANADIAN JEWELERS 


matter how busy one may have been it ap- 
pears, in a report, to be just a matter of so 
many letters, so many circular campaigns, 
so many visits here and there, all quite 
ordinary, but tremendously necessary in 
order that regular work may be accomplished. 
’ The campaign now being launched in sup- 
port of the Capper-Kelly bill is the most 
important of the present year, but as it is 
just starting the results cannot be made 
known until some time in the winter or next 
spring, depending on the time Congress gets 
to the final consideration of this measure. 

However, a few words as to what we are 
doing will be timely. As in the campaign 
for the removal of the war tax we are 
naming jewelers in every congressional dis- 
trict in the U. S. A. to call on their Congress- 
man before the December session of Con- 
gress and explain the need and necessity for 
the passage of the measure that will legalize 
resale prices, commonly known as _ fixed 
prices, always in the interest of honest mer- 
chandise, thus being in the positive interest 
of the consumer. 

Numerous jewelers who interviewed their 
representatives and senators on the war tax 
matter will again do the same thing in be- 
half of the Capper-Kelly bill, the sponsor 
of which you will have the pleasure of listen- 
ing to today, so I need not go into details 
as to the text of the bill. 

Seven or eight other trade associations will 
send representatives to call on _ their _legis- 
lators in the interest of this bill and it is 
hoped that a concerted effort may meet with 
success after 14 years of endeavor to obtain 
this much needed legislation that is care- 
fully designed to benefit the consumer and 
the legitimate retail merchant alike. 

Every member can do a share in this good 
work by calling on or writing to his con- 
gressman in support of this bill, no matter 
whether he is on the specially picked list or 
not, and your secretary cannot urge this help 
too strongly. Remember that a congress- 
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man is always ready to listen to one of his 
home folks, though he might turn a deaf ear 
to an association officer. When you have 
heard Congressman Kelly today I trust you 
will absorb some of his enthusiasm for this 
corrective and progressive legislation and go 
home determined to aid in this good work. 


RENEWAL OF MEMBERSHIP 


For a number of years our paid member- 
ship has hovered around the 3000 mark on 
Dec. 31. Renewals have been slower this 
year than last, new additions to the member- 
ship rolls have not been heavy, and our paid 
membership at this time is 2272, with delin- 
quents for 1928, meaning those who paid in 
1927 but have not yet paid for 1928, of in 
round figures 800, making the total member- 
ship on our books 3072. We do not carry 
delinquents for a longer period than the cur- 
rent year, thus keening our records from 
being cluttered up with dead timber, as most 
of the members not reported as paid at a 
national convention will pay up before Dec. 
31 each year. In the report of the creden- 
tials committee only those actually reported 
by the affiliated States as having paid up are 
credited to such States. 

The secretary has in other years expressed 
the belief that if collections were made 
directly by the national office for the States 
not so well equipped to do this work the 
results would be better, and this was dem- 
onstrated during the two years such help 
was given to fifteen States, and which help 
was not extended this year, due to action 
taken at the Milwaukee convention, when 
the idea that State secretaries lose a valuable 
contact with their members when the na- 
tional assumes such work was broached. 

My suggestion that this aid be given is no 
reflection on the State secretaries, nor is it 
intended to include such States as maintain 
offices equipped for such work. In fact some 
State secretaries still ask for this help in 
a lesser measure, usually after their own 
efforts to renew their memberships have been 
unsuccessful, and the national secretary’s 
office has always been glad to give this aid, 
and since the last convention 941 letters were 
written at the national secretary’s office at 
the request of State secretaries. 

Letters written to State presidents and 
secretaries on various topics numbered 370. 
Letters on research work numbered 562. 
Over 3000 letters calling the attention of 
members to their State conventions were sent 
out. Letters relating to the Capper-Kelly bill 
numbered over 700, and at the request of the 
secretary 1500 question blanks relating to 
the inquiry made by the Federal Trade Com- 
mission in regard to the need for such legis- 
lation as the Capper-Kelly bill proposes, were 
sent direct to members by the Chief Statis- 
tician of the Federal Trade Commission. 
Your secretary tried to have these sent to 
every member but the commission felt that 
the number was too large and cut the num- 
ber about in half. 

More than 10,000 pieces of mail advertis- 
ing the national convention at Dallas were 
mailed out in addition to the 64-page pre- 
convention Bulletin. 

The Bulletin appeared ten times in 1927- 
28, a total of 32,000 copies being printed, 
and its service page has always been crowded 
with Wanted, For Sale and Exchange items, 
and silver flatware in particular has fre- 
quently been sold or found for our members 
through this medium. 


AUCTION ORDINANCES 


An unusually large number of requests 
have been received in the past year for work- 
able and effective auction ordinances. The 
one that is being particularly recommended 
is the revised Milwaukee ordinance, which 
has been successfully tested in the courts in 
the past year. Copies of this ordinance, 
which will be found useful in drafting an- 
other if it cannot be used as written, are 
available to all who may desire it. 


RESEARCH WORK 


The report of the Harvard Bureau of 
Business Research on the figures gathered 
relative to 1927 business is ready for dis- 
tribution. Our financial report will show that 
the subscriptions to this fund do not pay the 
cost of same. There is a small cash balance 
on hand in this fund but the amount due 
Harvard for this latest work will consider- 
ably more than wipe this out and we must 
wait until 1929, when the next installments 
on the subscription are due, before the fund 
can be replenished. That this work has been 
and is of great value there can be no doubt, 
and contributors to this Research Fund, who 
have enabled this work to be continued year 
after year, are entitled to our warmest 
thanks. 





HURRICANE AND FLOODS 

The past year brought disaster to some of 
our members in Florida and_ elsewhere 
through hurricane and flood, and a few of 
them are in dire need, so much so that a 
call for he.p has come to this office and it 
is the intent of your secretary to ask our 
members for donations to a fund for their 
partial relief. This is not the first time that 
we have felt the necessity for extending such 
help. It has been done on at least two other 
occasions in the past 15 years. This appeal 
for funds will be made by mail. 

EXHIBITORS AND ADVERTISERS 


We have at this convention a large number 
of fine exhibits, most of them brought from 
great distances at heavy expense to the ex- 
hibitors. We are indebted to these exhibitors 
and to the manufacturers and wholesalers 
who patronized our annual pre-convention 
Bulletin, and they deserve our thanks and 
our patronage. 

TRADE PAPERS AND JOURNALS 

The retail jewelry trade is one of the few 
lines of business that has no official publi- 
cation. In my opinion it is better served 





WILSON A. STREETER, CHAIRMAN OF 
THE LEGISLATIVE COMMITTEE 


than almost any of the other lines of trade, 
due to the splendid weekly and monthly pub- 
lications devoted to the interest of the jewelry 
business, and I want to add this tribute to 
previous expressions of appreciation, that 
their value to the jewelry trade and the 
people engaged in it cannot be compensated 
for even though every jeweler in the country 
became a subscriber. My hope is that all 
jewelers will become students, not merely 
readers, of our trade journals, for they will 
find time thus spent tremendously profitable. 

Texas-Louisiana Association officials who 
took the convention to Dallas. by their good 
work at Milwaukee last year have more than 
kept their prom‘ses. Dallas has made good, 
everyone connected in any way with obtaining 
this convention for Dallas has been 100 per 
cent on the job, and my personal thanks are 
extended to all of them for aid and assistance 
in the solicita ion of conventi.n exhibits “nd 
the arrangements for this meeting. In this 
connection I want particularly to mention 
Mr. Holland, Simon Linz, Myron Everts and 
Mr. Palm, all of whom I have. called upon 
frequently for aid and assistance and received 
it fully and completely. 

STATE OFFICERS 

We welcome into the association the re- 
vived State organizations of Mississippi and 
Arkansas and I wish at this time to express 
my appreciation of the work of all the State 
officers who have served their associations, 
often under discouraging conditions. The 
time will come. I am sure, when our plan of 
organization will relieve these State associa- 
tion workers of a zood deal of their labors 
and assist them in building up more repre- 
sentative organizations. 

The time has come for me to leave the 
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office of national secretary, after 15 years of 
service. However, I am not saying goodbye, 
for my connection with the National Jewel- 
ers Mutual Fire Insurance Co., which needs 
more of my time, will keep me in close touch 
with all jewelers and all associations, and 
anything that I can do for the retail jewelers 
or their associations, at any time, will afford 
me pleasure. 

Following Mr. Anderson’s report 
which was accepted President Brotherly 
called on Treasurer Charles T. Evans, 
to make his report. Treasurer Evans 


asked that Mr. Anderson read it. 
Treasurer’s Report 


The treasurer’s report was really in 
the form of a report by the certified 
public accountants, Reilly, Penner & 
Beont, whose general summary was as 
follows: 

SUMMARY OF CASH ACCOUNTABILITY OF THE 


SECRETARY AND THE TREASURER FOR FISCAL 
YEAR ENDED SEPT. 24, 28 
Totals 


General Research All 

Fund Fund Funds 
Balances on hand 
from _ previous 





year: 
OOo eee $7,594.93 $1,863.26 $8,958.19 
Securities .... 6,000.00 cocees §6©6G ,CGRLGE 
FOUNBS Kees. $13,594.93 $1,363.26 $14,958.19 
Receipts during 
year—Schedule 1 21,877.44 3,975.00 25,852.44 





Totals to be ac- 

counted for..... $35,472.37 $5,338.26 $40,810.63 
Disbursements dur- 

ing year-—Sched- 








MRM 6.2600 eraleevs 23,668.85 4,075.31 27,744.16 
Balances on hand 
at end of year: 
ee eee $5,803.52 $1,262.95 $7,066.47 
Securities rr 6,000.00 
TOON 6066: $11,803.52 $1,262.95 $13,066.47 





The balances on hand at the end of the 
year are accounted for as follows: 


Cash in Secretary’s account, Neenah 


RE RN oo Gk ceca cendiacchaamne $145.16 
Cash in Treasurer’s account, Buffalo 
Frees: COMMONWee. ..0 6 cicscccwwces 6,921.31 


Paid up Building aad Loan Association 
stock : 


Conservative Building and Loan As- 


sociation, Omaha, Neb.............s0- 3,000.00 
Titanian Building and Loan Associa- 
tim, NeWEI, Die OB sc ccccccicnces 3,000.00 


Total cash and securities on hand as 
per net funds balances above. ..$13,066.47 


The report showed that of the gen- 
eral fund, the total disbursements were 
$17,875 for administrative and miscel- 
laneous purposes and $5,793 for special 
activity, such as the national convention 
expenses, exhibit expenses, etc., or a to- 
tal of $23,668.85. The research fund ex- 
penses were $4,075 while during the year 
just closed, additional pledges for con- 
tributions for this fund received were 
$1,850, the pledges since 1925 amounting 
to $18,120 of which $13,001 has been 
paid. 

The total receipts from all funds were 
$25,852 and the total disbursements $27,- 
744, but there is still a balance, of $5,119 
of the research fund to be collected. 

At the close of this business Fred J. 
Cooper, president of the Pennsylvania 
Retail Jewelers’ Association addressed 
the convention. Mr. Cooper reminded 
the jewelers of interesting lectures pro- 
vided by the National Jewelers’ Pub- 
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licity Association. He urged them to 
avail themselves of this instructive 
matter and asked that if the jeweler 
himself is unable to deliver the addresses 
that he get one of his employes to take 
the matter up and address clubs, schools, 
and meetings of various natures. He 
urged the jewelers to attempt to create 
a desire for jewelry in their sections. He 
also advised that the jeweler limit his 
talk to one subject each time he delivers 
an address and in that way will be able 
to address them more often. 

At the close of Mr. Cooper’s talk, 
President Brotherly called on Regional 
Vice-President Arthur A. Everts of 
Texas. Mr. Everts announced that he 
attended meetings in Texas, Louisiana, 
Missouri, Oklahoma, Arkansas and New 
Mexico, and attempted to organize jewel- 
ers’ clubs in many cities. He cited one 
instance where the local club at Little 
Rock had recently been organized and 
that it was functioning in excellent 
shape. He also stated he offered every 
jeweler a sterling silver cup, if he would 
organize a local club and held its second 
meeting. He extended this offer to all 
the jewelers assembled in convention. 

At the conclusion of Mr. Everts’ re- 
port, I. J. C. Holland, president of 
Texas-Louisiana association, took the 
floor and introduced Ralph W. Carney of 
the Coleman Lamp and Stove Co. of 
Wichita, Kan., who spoke on “Welding 
the Weakest Link.” 

Mr. Carney’s talk was very good and 
received a great deal of applause which 
showed the extreme interest taken. 


ADDRESS OF HON. CLYDE KELLY 


Mr. Carney was immediately followed 
by the Honorable Clyde Kelly of Penn- 
sylvania, member of Congress and spon- 
sor of the Capper-Kelly Bill. Mr. Kelly 
centered his talk on “What Price for 
Price Maintenance.” In his talk Mr. 
Kelly laid great stress on practical price 
cutting on standard priced articles and 
cited the law. He said large industries 
have been able to get around the law 
but that small individuals have suffered. 
That standard priced articles are often 
slashed and used as a bait and when 
the consumer attempts to make the 
purchase of the article an unknown and 
unbranded article is often sold in its 
place. He spoke of the chain stores 
and their monopoly, and of their price 
cutting methods. He asked every jewel- 
er to write his congressman indorsing 
the Capper-Kelly bill and that jewelers 
combine with other associations to as- 
sist in the good work. 

Mr. Kelly’s talk ended the lectures 
and addresses for this session, and 
President Brotherly asked Past Presi- 
dent Everts to preside in his chair dur- 
ing the report of the nominating com- 
mittee. He then called on Emil Scheer 
of New York, chairman of the nominat- 
ing committee to deliver their report. 
It was agreed that the names submitted 
for president be passed on separately 





and those of the vice-presidents be 
passed on collectively, and that the office 
of secretary and that of treasurer be 
voted on separately. Mr. Scheer stated 
that his committee had taken great pains 
to select officers and that it was their be- 
lief that the men selected to lead them 
during the ensuing year would be men 
to be proud of and men who would work 
for the betterment of the association. 
He then presented the name of William 
G. Frasier of Durham, N. C., for presi- 
dent. Mr. Frasier was elected unani- 





Cc. S. NORSWORTHY, DALLAS, GENERAL 
CHAIRMAN OF THE TRANSPORTATION 
COMMITTEE 


mously to this office. The names of the 
vice-presidents were then presented, first 
vice-president, of New England regions, 
Edwin F. Lilley, Milford, Mass.; second 
vice-president, southeast region, Henry 
G. Mathews, Asheville, N. C.; third vice- 
president, of the central region, Henry 
Williams, South Haven, Mich.; fourth 
vice-president, Southwest, I. J. C. Hol- 
land, San Antonio, Tex.; fifth vice-presi- 
dent, western region, Albert B. Jones, 
Seattle, Wash., and sixth vice-president, 
Northwest, Tinley L. Combs, Omaha, 
Neb. 

These officers were voted on and the 
secretary instructed to cast one ballot 
for their election. The name of Charles 
T. Evans, former treasurer, was then 
presented for the important office of 
secretary. He too was elected unani- 
mously. Andy Anderson, who for 15 
years served the association as secre- 
tary and who stated that he would not 
accept that office again, was elected to 
the office of treasurer, by acclamation. 

Acting President Everts asked all the 
newly elected officers to come to the 
front and asked Mr. Frasier to say a 
few words. Mr. Frasier spoke at length 
about the duties of president and of 
the officers of the association and pledged 
his all to them. In concluding his talk 


he said many fine things about Mr. 
Brotherly of the splendid work achieved 
by him during his administration and 
that all the members in attendance re- 
gard him most highly and through that 
love present him with a fine watch which 
exemplifies their feeling. Mr. Brotherly 
was deeply affected for a moment and 
after regaining his _ self-possession 
thanked the boys for their kindness. 

T. L. Combs, then took the floor and 
after relating the efforts of “Andy” 
Anderson and the wonderful work he 
accomplished during his term of office, 
presented him too with a watch from his 
fellowmen showing their high regard 
and love for him. Mr. Anderson, too, 
was astonished and after a few moments 
thanked his many friends for the token. 

The next order of business to be taken 
up was that of deciding the next con- 
vention city. A motion was made and 
carried that this be left to the executive 
committee to decide at their next meet- 
ing. 

On account of the lateness of this ses- 
sion and that many had made reserva- 
tions to go home the reports of State 
secretaries were not made. It was 
decided that these reports be sent to the 
secretary and that he in turn would fur- 
nish them to the trade papers for pub- 
lication. All unfinished business was 
also turned over to the executive coun- 
cil. This closed the meeting of the 23rd 
annual convention of the American Na- 
tional Retail Jewelers’ Association. 


How the Ladies were Entertained 


All during the week plans were made 
to entertain the ladies who attended the 
convention. On Tuesday and Wednes- 
day groups were entertained at lunch- 
eon by some of the wives of officers, 
Wednesday afternoon automobiles were 
at the Baker Hotel to take the visitors 
on a sight-seeing tour through Dallas. 

Thursday the ladies were entertained 
by the Style Show and tea at the 
Adolphus Hotel. 

On Friday noon Mrs. Arthur Everts 
entertained many of the ladies at a 
luncheon held at the Dallas Club. Mrs. 
Everts devoted considerable time to the 
arrangements of this luncheon and had 
the tables decorated with smart weed. 
It was a very fine affair and the visitors 
extend their thanks to her hospitality. 

On Wednesday evening the ladies 
joined the men at a dinner dance and 
on Thursday attended the barn dance 
with them. 








The full text of the 
Resolutions adopted 


appears on pages 137, 
139 and 141 
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FOR SALE 


LONG ESTABLISHED 
AUCTION BUSINESS OF 
PAWN BROKERS’ UNRE- 
DEEMED PLEDGES AND 
GENERAL MERCHAN. 
DISE. 


Lillie Rosenbaum, Ruth Lefkowitz 
and The Farmers’ Loan and Trust 
Company as executors of the last will 
and testament of Eugene Rosenbaum, 
deceased, offer for sale the business 
of the said decedent carried on for 
many years at No. 70 Bowery, New 
York City. The business has been in 
existence for over forty years and 
has a record of large earnings for a 
period of years. The business con- 
sisted chiefly of selling at public auc- 
tion for the accounts of pawn brokers 
personal property upon which pledges 
had expired and also had a substan- 
tial following among dealers in vari- 
ous other lines of merchandise. 


The property to be sold will con- 
sist of the good will of the business, 
furniture and fixtures and the right, 
title and interest of the estate in and 
to an unexpired lease on the above 
named premises. This lease has until 
May 1, 1932 to run at a rental of 
$2,750 per annum. Persons interested 
in the purchase of this business are 
invited to send their bids to the ex- 
ecutors in care of David W. Kahn, 
attorney, No. 120 Broadway, on or 
before noon of October 17, 1928. 


Further information in regard to 
this business may be obtained at the 
office of the estate at No. 70 Bowery, 
New York City, or at the office of 
Mr. Kahn. 


LILLIE ROSENBAUM 
RUTH LEFKOWITZ 
The Farmers’ Loan and 
Trust Company, as exec- 
utors of the last will and 
testament of Eugene Rosen- 
baum, deceased. 


DAVID W. KAHN, 
Attorney for Lillie 
Rosenbaum, as execu- 
trix, etc. 


DAVID L. PODELL, 
Attorney for Ruth Lef- 
kowitz, as executrix, 
etc. 


TAYLOR, BLANC, CAPRON & MARSH, 
Attorneys for The Farmers’ Loan and 
Trust Company, as executor, etc. 
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Resolutions Adopted at the Convention of the American National 
Retail Jewelers’ Association at Dallas, Tex., Oct. 2-5 








HE following resolutions were 
adopted at the Twenty-third 
Annual Convention of the Ameri- 
can National Retail Jewelers’ As- 
sociation, held at Dallas, Tex., 
Oct. 2-5: 
Dallas 


To the Jewelers of Dallas and the 
Texas-Louisiana Retail Jewelers As- 
sociation and to all who have contri- 
buted by their months of preparation 
which has made this convention most 
enjoyable, thus giving us an oppor- 
tunity of enjoying genuine southern 
hospitality and becoming personally 
acquainted with our fellow jewelers 
of this great section of the country, 
we express our sincere thanks and 
heartiest appreciation. 


Speakers 


We record with sincere apprecia- 
tion the services rendered to the con- 
vention by all those who have’ ad- 
dressed this meeting during the en- 


tire sessions, and who have brought 
to us a most interesting and helpful 
series of constructive talks. 


Displays 
To. all who have so materially as- 
sisted in the success of this convention 
by making displays and advertising 
in the various programs, we express 
our appreciation. 


Hotels and Press 


The thanks of all visiting jewelers 
is extended to the Baker and Adol- 
phus hotels for their many courte- 
sies; the City of Dallas and its Chief 
Executive for the cordial reception 
extended to us and the care of us while 
we have been here; and to the local 
press for its most generous support 
and publicity. 


Style Show 


The Style Show sponsored by the 
National Jewelers Publicity Associa- 
tion and opened to the public in con- 


nection with the convention, proved to 
be an outstanding success, both from 
a convention standpoint and as a con- 
structive method of awakening a 
jewelry conscience in the minds of the 
people of Dallas. Therefore, this 
convention desires to record its sin- 
cere appreciation, not only of this 
event, but of the unlimited amount of 
publicity furnished, and the assistance 
given by the Publicity Association to 
the retail jeweler; and we urge every 
member of the A. N. R. J. A. to pay 
his pledges, and to renew them in 
order that this work may continue 
and be enlarged. Special attention is 
called to the prepared material for ad- 
dresses on various subjects which the 
Publicity Association will furnish 
upon the application of the jeweler, 
and which are most useful in the ef- 
forts to bring our products to the at- 
tention of the public. 


International Silver Co. 
To the International Silver Co., 
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which furnished the materials for the 
silver settings at the Fashion Show, 
and the services of Joseph Danforth 
Little, who addressed those present, 
we record our grateful thanks. ° 


Mr. Lees 


It has been an unusual pleasure to 
welcome to our convention Mr. Stewart 
H. Lees, of Hamilton, Ontario, and 
we express to our Canadian friends 
who sent him to us, our deep grati- 
tude and the hope that we may always 
welcome one or more of their repre- 
sentatives at our gatherings. 


H. 1. A. 


The beneficial results of the activi- 
ties of the Horological Institute of 
America becoming more and more ap- 
parent to the industry, therefore, be it 

RESOLVED: That this association 
extend its good wishes to this sister 
organization, commending its work, 
urging all members of this associa- 
tion to cooperate in the work and sup- 
port it financially. 


Jewelers Security Alliance 


We have within our industry an or- 
ganization that has rendered an out- 
standing service at a minimum cost to 
the retail jeweler, who has been the 
victim of robberies, etc.; this organ- 
ization is at present enlarging its 
scope and will, no doubt, present its 
new plan in a very short time. We 
commend the Jewelers Security Al- 
liance, not only for your careful con- 
sideration, but we urge with all the 
power of this association that every 
retail jeweler become affiliated in its 
membership. 


Insurance 


The National Jewelers Mutual Fire 
Insurance Co. is rendering to our 
members a service that offers a finan- 
cial saving that no member can fail to 
appreciate. If there is a jeweler in 
this convention who does not place his 
insurance in this company, we urge 
his immediate consideration. 


Red Cross 


Many of our members have sus- 
tained severe losses by the hurricane 
and floods in Florida and elsewhere, 
and we should, therefore, feel very 
keenly the position in which they are 
placed and the great necessity of con- 
tributing to the work of the Red 
Cross, which is operating so effectively 
in the affected districts. We urge our 
officers to present this matter to our 
membership for special contributions, 
to be used in the relief of our fellow 
Jewelers, who are placed in this unfor- 





tunate position, through this terrible 
calamity. We sincerely trust that our 
members will respond as liberally as 
possible to this appeal. 

RESOLVED: That this association 
contribute from the treasury $100 to 
the special fund for the relief of fel- 
low jewelers. 


Mr. Brotherly 

Whereas: Conrad J. Brotherly has, 
during his four years term as Presi- 
dent, and previously as Treasurer, 
served this association with an abiding 
loyalty and rare devotion, and 

Whereas: In all the duties devolv- 
ing upon him, which have entailed un- 
told personal sacrifices expended in be- 





FRED. J. COOPER, WHO SPOKE ON 
GEMS 


half of our association and its mem- 
bers, he has always applied himself 
first and foremost to the best inter- 
ests of the A. N. R. J. A., be it 
RESOLVED: That this convention 
extend our sincere gratitude and deep 
affection to him who has served us so 
well, and who has brought lasting 
honor and credit to our organization. 


Mr. Anderson 

A. W. Anderson, who has been our 
secretary for the past 15 years, and 
who retires from our service to serve 
the National Jewelers Mutual Fire 
Insurance Co., and now our treasurer, 
has fulfilled all the duties and re- 
sponsibilities of his office with such 
splendid wisdom, efficiency and courte- 
sy at all times, as to deserve from us 
more than mere words of praise, 
therefore be it 

RESOLVED: That we love and honor 
him for his service to this great as- 
sociation, and hereby create him an 


active member for life, without dues, 
in the national organization. 


Membership Cards 


Pursuant to the suggestion made to 
this convention, we request the execu- 
tive committee to prepare and furnish 
a membership card of a larger size, to 
be used by the jeweler in his window. 


Registration 


Attention is again called to the fact 
that most trade organizations charge 
a registration fee to those attending 
their conventions, therefore be it 

RESOLVED: That the executive com- 
mittee be instructed to charge a re- 
gistration fee at all future conven- 
tions; said fee to be used to assist 
the local committees in providing en- 
tertainment for the visiting delegates 
and other jewelers and guests. 


Silver Plated Ware 


In view of the careful survey made 
by the silverware committee in the 
plated field, we believe the makers of 
these wares can be of assistance in 
the removal of much confusion; there- 
fore be it 

RESOLVED: That makers of plated 
ware, both hollow and flatware who 
publish prices, be asked to adopt a 
uniform resale price, rather than the 
present list price schedules. 


Price Maintenance 


For some years an honest effort has 
been made to enact legislation that 
will permit the protection of the con- 
sumer by the maintenance of a re- 
sale price, and it is now apparent that 
despite the strong opposition being 
waged, that this Bill, known as the 
Capper-Kelly Bill, may receive favor- 
able consideration in Congress if 
properly supported by the individual 
dealer; therefore, be it 

RESOLVED: That our national offi- 
cers be instructed to cooperate with 
other trade groups in an effort to se- 
cure the passage of this Bill, and that 
every member of this association be 
instructed to see personally, if pos- 
sible, his representatives in Congress 
when advised to do so by the National 
officers. 


Representative Clyde Kelly 


RESOLVED: That the appreciation of 
this convention be extended to Repre- 
sentative Clyde Kelly of Pennsylvania, 
for the excellent address he has de- 
livered at this convention, at an ex- 
pense of his valuable time devoted to 
the enactment of the Capper-Kelly 
Bill. 
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Plan for Big Business 
— It’s Coming! 


EMEMBER it’s the fellow who plans 

ahead who usually gets ahead—the man 
who buys early gets the best selections—the 
man who keeps in touch with the styles who 
knows best what to buy. 
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Leather Goods, Ivory Goods, Lamps, Cut Glass, Novelties. 


The OSKAMP-NOLTING Company 


Mammoth Wholesale Jewelers 
26-30 West Seventh St. Cincinnati, Ohio 
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Full Report of the A. N. R. J. A. Convention 


Crime 


Attention was directed by this as- 
sociation at its last convention to the 
splendid results obtained by the pas- 
sage of more stringent laws dealing 
with criminals and criminal prosecu- 
tion in the State of New York, with a 
resolution requesting the passage of a 
law that would effectively curb so- 
called fences or receivers of stolen 
goods. Such a law has been passed in 
the State of New York, and under its 
operation several convictions have 
been secured—an event that is unique 
in its success. Therefore be it 

RESOLVED: That the members of this 
association be urged to work in their 
several states and cities to secure the 
passage of similar laws, in order that 
both the local jeweler and the man who 





JOHN DRAKE WHO CONDUCTED THE 
STYLE SHOW 


comes to him to sell him wares, may 
receive this protection—a protection 
that cannot but be effective in the 
reduction of crime and insurance 
rates. 


Silverware Markup 


Whereas. the experience of our 
membership, as set forth in the Har- 
_vard survey for 1927 and former 
years, clearly indicates an increasing 
average cost of doing business in re- 
tail jewelry stores; and whereas a 
proportionate average increase is re- 
flected in serious losses in the oper- 
ating of our silverware departments 
by reason of the present resale price 
of Sterling silverware, be it 

RESOLVED: That the manufacturers 
of such silverware be asked to consult 
our several Harvard surveys, and vol- 
untarily place a markup on their pro- 





ducts which shall not oblige the 
jeweler to sustain a loss, and be it fur- 
ther 

RESOLVED: That the national offi- 


cers be directed to take such steps as 


may be possible, to work out the solu- 
tion of this problem with these manu- 
facturers. 

Trade Marks 


Attention is directed to the provis- 
ion in the Platinum Bills that articles 
bearing a Quality Mark, must also 
bear the Registered Trade Mark of 
the one responsible for such quality. 
Surely no one will dare purchase or 
offer for sale articles without a qual- 
ity mark, and if the buyers of such 
wares desire to remedy this situation, 
they should exercise every precaution 
to prevent such unmarked wares be- 
ing placed in their stock; therefore 
be it 

RESOLVED: That the members of the 
A.N.R.J.A. be urged to scrutinize with 














JOSEPH MAZER WHO CONDUCTED THE 
QUESTION BOX 


. 


extreme care all wares they purchase, 
and insist that the makers mark 
them in accordance with the provis- 
ions of the law. 
Stamping Laws 

In view of the fact that much valu- 
able time has elapsed since the various 
trade bodies have been considering 
the stamping of gold, silver, and plat- 
inum, and that this condition keeps 
the industry in an unsettled state, be it 

RESOLVED: That through the Jewel- 
ers Vigilance Committee, we request 
an immediate consideration of the 
disputed points, and the completion 
and passage of those laws pertaining 
to the stamping of gold and silver, and 


the passage of the National Platinum 
Marking Act; be it further 
RESOLVED: That any provision made 
for the stamping of a quality mark on 
gold or silver plated articles, includ- 
ing watch cases, shall be sufficiently 
legible to prevent misrepresentation 
—we particularly oppose the using of 
a karat stamp without prefixing the 
fractional mark designating that it is 


not all gold. 


Harvard Research Work 


RESOLVED :That the members of this 
association in consideration of the mil- 
lions of dollars saved in tax elimina- 
tion, in higher mark-up voluntarily 
placed on many of our lines, and in 
other useful directions attained by 





FRED N. DAY OF NORTH CAROLINA 


the Harvard surveys, consider the 
subscription of further monies toward 
the financing of the continuance of 
this work. 


Officers of Association 


The 23rd annual convention of the 
A.N.R.J.A. assembled in annual meet- 
ing at Dallas, Texas, recognizing the 
splendid services rendered by our na- 
tional officers and all other officers 
who have labored so patiently for the 
success of this organization, do here- 
by express to each of these men, our 
sincere thanks and heartfelt appre- 
ciation. 

Trade Press 

Gratitude is expressed and its rep- 
resentatives who have given every 
help during the year, together with 
special acknowledgment for their ef- 
forts so generously contributed in an 
endeavor to induce their readers to at- 
tend this convention. 





THE JEWELERS’ 





CIRCULAR 


October 11, 1928 






















vos sc 


nother good old copy book maxim still at work 
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Strike while the iron is hot” 





PARIS ON THE FACE OF IT .....BUT 
A TRUE AMERICAN WATCH AT HEART 


Paris, unmistakably. . Paris 
on the face of it... . Paris in 
the delicate design . . . . the 
tiny, uniquely fashioned nu- 
merals . . . . the entire air and 
flair of the Rue de la Paix. 















Which is just as it should be .. . for 
Elgin, sensing your demand for 
style in all of your personal acces- 
sories, engaged the most illustrious 
of French modistes to design your 
watches. Louiseboulanger, Lanvin, 
Molyneux, Agnés, Premet, and Jenny. 


But true American watches at heart! 
Stout-hearted and staunch for all 
their slender elegance. Accurate, 
capable of timing a crack limited for 
all their feminine daintiness. True 
Elgin movements . . . guaranteed. 





‘THE MADAME JENNY — With graceful curves, Jenny designe 
ane. In black, jade, and ruby enamel..........635 


The Parisiennes are no “here today, 


+ jade, 
__ 
gone tomorrow” fashion. Beauty, Sy 
good taste, true style, are change- 
less. As long as your Parisienne sS L 
S—A tiny diamoed-shaped dial, s mod- 
erwsetic enamel 








ticks, it shall tick in time and tune 
with Fashion. 







The price? That's another American 
thing about them . . . Elgin’s great, 
efficient factory places a Parisienne 
upon your wrist at the modest cost 




















THE 


ELGIN | 
equonnaire. 


a peacetime strap watch of wartime strength 
* * * * 


Tue war is over, but there’s never any peace for 
a wrist watch. Jolt and jar. Bump, thump 










it’s always on active duty. 


Ugh! Bayonet hilt-deep in the dummy. 
What a shock that sent up your arm! What 
a jolt to your wrist watch! Bayonet days 
are gone . , . but you play golf. For every 
stroke there's a shock to your watch, What 
of it? . .. if it's a Lecionnarne. 





* * * 














Two striking pages . . . reaching millions 
. . . in the Saturday Evening Post and the 
other “heavyweights” among national mag- 
azines. 


Striking . . . while the iron is white-hot! 


The Elgin Parisiennes caught the public 
fancy ... up-to-the-minute jewelers reported 
remarkable sales . . . so here’s a page on 
Parisiennes. 


The Legionnaire, with its style and dash 


and appealing price range, is selling like 
lilies at Easter. So here’s a page on the 
Legionnaires. 


If you’re displaying these Elginsinyourstore, 
then we’re broadcasting your store into mil- 
lions of homes. And thousands of them are 
right around you. We’re doing our best to 
boost your sales. Will you help us to help you? 
Display the watches .. . “play up” these 
lines . . . and let nature (human nature, 


we mean) take its course! 


ELGIN 


THE WATCH WORD FOR EFFICIENCY 


© Elgin, 1928 


AND ELEGANCE 
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Exhibits Prove a Striking Feature 


Displays of Manufacturers Exceed Those of Previous Conventions 


HE exhibits of the 23rd annual con- 

vention of the American National 
Retail Jewelers’ Association were di- 
vided this year—some of them on the 
mezzanine floor and some in the foyer 
of the convention hall. Others were in 
rooms on the third floor of the Baker 
Hotel, convention headquarters. In all 
there were a greater number of exhibits 


at this convention than at previous 
gatherings and more than a_ mil- 
lion dollars worth of diamonds, and 


diamond and platinum jewelry shown, 
not estimating the thousands of 
dollars worth of _— sterling _ silver, 
clocks, china, bags, and the other many 
things sold in a retail jewelry store. 
Quite a number of manufacturers and 
wholesalers were represented at the 
convention by personal attendance only 
and others were showing their lines in 
other hotels which they visit upon their 
regular calls upon the trade in Dallas. 


Henry F. Stecher, of Milwaukee, Wis., 
and director of exhibits deserves con- 
siderable credit for the arrangement of 
the booths. The exhibits in the main 
exhibit room were arranged in booths 
around the walls. Sizes of the individual 
booths ranged from a single booth to a 
unit of seven. The following is a brief 
description of the exhibits made under 
the auspices of the association. 


J. R. Wood & Sons 
J. R. Wood & Sons, manufacturers, 
with home offices at New York, and Chi- 
cago offices at 29 E. Madison St., were 
well represented at their booth. Van N. 


DIAMOND AND JEWELRY EXHIBIT OF J. 


Feltus, manager at Chicago, was in 
charge and he was assisted by William 
C. Berry, manager of the diamond de- 
partment at Chicago and Benjamin 
Kuhne, their Dallas and southern repre- 
sentative. This concern receives the 





Both in Number and Value 


credit of having the largest display of 
platinum and diamond jewelry and un- 
set diamonds. The amount of the goods 








HENRY F. STECHER, DIRECTOR OF 
EXHIBITS 


shown by them exceeded $80,000. Their 
goods were arranged in counter cases 
set off on black velvet. The background 
of the booth was very beautiful and dia- 
mond goods were displayed on a poly- 
chrome display stand. They also showed 
a large line of their white gold ring 
mountings and wedding rings. 


R. WOOD & SONS 


International Silver Co. 

As usual the International Silver Co., 
of Meriden, Conn., and Chicago, had one 
of the largest and finest displays at the 
convention. The company’s space was at 
the northwest end of the mezzanine floor 


and occupied the entire corner consisting 
of seven booths. The entire booth was 
draped in gray velvet and that color 
scheme was carried out throughout the 
display. Beautiful sets in both sterling 
and silverplate were shown in both flat 
and hollowware. In the 1847 Rogers’ 
line, the company featured the “Legacy” 
pattern in the flatware and with the 
hollowware service to match. The 
“Legacy” pattern is being nationally ad- 
vertised in 123 newspapers and mag- 
azines throughout the country. In the 
Meridian Silver Plate line, the “Ile De 
France” tea ware was featured. This 
set is attractively decorated with Ma- 
cassar ebony handles and tips. The Wil- 
cox Silver Plate line caused considerable 
favorable comment in the showing of 
their dinette sets. These sets are com- 
pactly arranged for dining room alcoves, 
designed to be in keeping with living 
conditions of today. Modernistic tea 
sets in butler and bright were also 
shown. The Derby Silver Co. line of 
toilet ware in gold and silver combina- 
tion, some with colored enamel decora- 
tion were especially featured. Silver 
toilet and dresser sets are coming back 
into their own and this was demon- 
strated by the fact that a great deal of 
enthusiasm over this merchandise was 
shown. In the Holmes & Edwards line 
the hollowware pattern of the “Pag- 
eant” and “Century” patterns were fea- 
tured, also their famous “Stepping 
Stones” plan, which consists of four steps 
in the buying of silver from the es- 
sential pieces to a complete service. The 





CORNER OF DISPLAY MADE BY INTERNATIONAL SILVER CO. 


Wm. Rogers & Son factory displayed the 
new “Princess” pattern in hollowware 
to match the well known “Triumph” 
flatware pattern. The most prominent 
feature in their sterling silver display 
was “The Pine Tree” pattern. Original] 








is confining his buying more and more 
to the large catalog house 


The ACB Catalog never urges you to buy 
more than your judgment dictates. 
It allows time for price comparison. 





> 


A Small Outlay in Many Lines 


is far better than overstock in a few 





+ 


[ he New 1929 Edition of the 
ACB Catalog has been sent to 
‘our customers. If you are not 
yet a customer and desire a 


copy—write us today. 


Y/ ff, 
Y/, Vi 


Z 
{ff 

Wifi) 
Uf, 


A.G. BECKEN 


35 East Wacker Drive :: Chicago 
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Exhibits at the A. N. R. J. A. Convention 


pine trees were used to set off this dis- 
play. The “Wedgewood” pattern also 
was shown in both the flat and dinner 
services. Also featured was the modern 
trend in hollowware among which were 
the three patterns of today, the “Tropi- 
cal Sunrise,” “Northern Lights” and 
“Ebb Tide.” Art moderne patterns in 
peautiful woods and silver combinations 





EXHIBITS OF ALF DIECKMANN CO., AND M. B. BRYANT & CO. 


were one of the many attractions at the 
sterling silver section. Applications of 
color to silver in liqueur sets and chil- 
dren’s goods are very beautiful and 
these were also shown. A modern tea 
set in French modern feeling for the 
small apartment or small home also 
caused considerable favorable comment. 





D. Little, were also on hand to extend 
greetings to visitors. 


Bulova Watch Co. 


The Bulova Watch Co., of New York 
and Chicago were as usual well repre- 
sented at the convention. Those in at- 
tendance were Norman J. Teguns and 
Walter J. Grunning. No samples were 


shown at the booth. The booth was com- 
fortably arranged to allow the jeweler 
to stop there and rest for a while. The 
background of the booth was in black 
velvet featuring a picture of the “Lone 
Eagle.” Both Mr. Teguns and Mr. Grun- 
ning had a complete line of the Bulova 
watches in their rooms at the hotel and 


of rooms at the Baker Hotel, featuring 
their nationally advertised shock-proof 
watch. This concern had a booth on the 
exhibit floor, but it was just for the ac- 
commodation of the visiting jeweler. 


M. B. Bryant & Co., Inc. 


M. B. Bryant & Co., New York, were 
well represented at the convention by 





TIMELY EXHIBIT OF BULOVA WATCH CO. 


their Texas and southwestern represen- 
tative, W. H. Smeading, Jr. M. B. 
Bryant & Co. are known as one of the 
oldest ring houses in the country, hav- 
ing been established since 1859. True 
to their reputation they showed a large 
and exclusive line of rings, as well as 
costume jewelry. The costume jewelry 





BOOTH OF SANGAMO ELECTRIC CO. 


Dudley T. Fagan, of the home offices at 
Meriden, was in charge of the sterling 
silver display while C. C. Gable had 
charge of the silver-plated section. They 
were ably assisted by Edmund Ocum- 
paugh, Joe Watkins, T. McKenzie, John 
McDermott, Norman Treat, L. W. Caf- 
ferata, and H. D. Rush. William B. 
Griffin, advertising manager and Jo»sph 


it was there that jewelers were invited 
to see the display. 


The Westfield Watch Co. 


The Westfield Watch Co., of New 
York, also had good representation at 
the convention in M. S. Wasserman, of 
the home offices. Mr. Wasserman dis- 
played the line of watches in his, suite 


MODERNISTIC DISPLAY OF WATCHES MADE BY ELGIN 
NATIONAL WATCH CO. 


included four piece sets, showing the 


necklace, bracelet, earrings and ring. 
They had some very beautiful patterns 
in the group. They featured their new 
combination seal stone and seed pearls. 


Alf. Dieckmann Co. 


The Alf Dieckmann Co., San Antonio, 
Tex., had a very fine showing of dancing 
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doll powder puffs, especially adapted to 
the gift department of a retail jewelry 
store. They are an imported item. The 
doll is of china with real hair headdress. 
The skirt is of down and represents the 
powder puff. Both Mr. and Mrs. Alf. 
Dieckmann were at hand all the time to 
welcome visitors to their booth. 


The Towle Mfg. Co. 


The Towle Mfg. Co., Newburyport, 
Mass., and Chicago, had its display on 
the third floor of the Baker Hotel. Many 
of its beautiful patterns in both flat- 
ware and hollowware were shown. C. 
G. Pendhill, sales and advertising man- 
ager, from the home offices and Frank 
J. Spellman, southern representative, 
traveling out of the Chicago office, were 
kept busy all during the convention en- 
tertaining their many friends and talk- 
ing and showing Towle products. 





All of the seven and 11 series were 
shown, featuring the “Navarre,” “Ells- 
worth,” “Simon Willard Bay,” and “Act 
of Parliament” clocks. This concern 
also featured very strongly their wall 
clock for schools, offices, stores, ete. 


The Meeker Co. 


The Meeker Co., Joplin, Mo., had an 
extensive display on the third floor of 
the hotel. Howard Marshall, salesman- 
ager, and John E. Morgan, Texas repre- 
sentative, were in charge. This concern 
manufactures ladies’ handbags, over- 
night bags, fitted cases, cigarette cases, 
bill folds and many novelties, using steer 
hide in hand modeled and hand colored 
designs. 


Elgin National Watch Co. 


The Elgin National Watch Co. occu- 
pied considerable space in the exhibit 


plays on the third floor. Clifford ¢, 
Whiting, of Chicago, completed an ex. 
tended business trip through the West 
before arriving at Dallas, and he had 
charge of the display. They showed ag 
large and attractive line of soldered 
enamel bags, the new “Beadlite,” or fish 
scale, in assorted colors and patterns, 
The new line of costume jewelry was 
also well shown in various colors of 
enamel and stones. 


The Pairpoint Corp. 


The Pairpoint Corp., of New Bedford, 
Mass., occupied one of the most popular 
rooms on the third floor, with Frank 
Roberts, southwestern and southeastern 
representative, in charge. Their new 
fine plated hollowware was one of the 
biggest features. They displayed many 
beautiful and unusual pieces of crystal 
glassware as well as Lustre cased glass. 





BRILLIANT DISPLAY OF THE EISENSTADT MFG. CO. 


The Hamilton Watch Co. 


The Hamilton Watch Co., Lancaster, 
Pa., had a display that attracted con- 
siderable attention. J. R. Philp, south- 
western representative, was host at the 
booth and was kept busy greeting his 
many friends throughout the territory. 
The slogan of this company is “the 
watch of railroad accuracy,” and the 
background of the booth was in keeping 
with this. On the yellow drapes, just 
below the purple lettering of the com- 
pany was a photograph showing a Joco- 
motive and coaches traveling in accu- 
racy. The appearing momentum was 
caused by the use of electricity. A coun- 
ter case was arranged in the booth and 
on smart black velvet pads, a large line 
of the strap and pocket watches were 
shown. On either side of this case were 
shown replicas of ancient timepieces. 


Sangamo Electric Co. 


The Sangamo Electric Co., of Spring- 
field, Ill., was well represented at its 
booth by W. C. Fowler, factory repre- 
sentative and P. G. Storm, Jr., of 
Storm & Cummings, exclusive wholesale 
distributors in the southwest territory. 


hall, and were represented by Charles 
R. Hennix and William E. Brill, of Chi- 
cago, also Dave Strasmick, of Ardmore, 
Okla. The background of the booth was 
most attractive. It showed the new line 
of ladies’ rectangular watches, diamond 
set, as well as their Parisienne line. A 
large line of regular men’s pocket and 
strap watches and ladies’ wrist watches 
were also shown. 


R. Wallace & Sons Co. 

R. Wallace & Sons Co., Wallingford, 
Conn., occupied space on the third floor 
of the Baker Hotel. The concern dis- 
played nothing but the sterling silver 
line, and featured an extensive line of 
goblets, dresser sets, men’s sets, their 
antique pattern in hollowware, dinner 
service and flatware. A general line of 
pitchers, bread trays, and other articles 
in hollow and flat ware were shown. 
Ralph Bertini, sales manager, was in 
charge and was assisted by Harry Hay- 
wood and Charles Winder, both South 
and Southwest representatives. 


Whiting & Davis Co. 


The Whiting & Davis Co., of Plain- 
ville, Mass., had one of the largest dis- 


SETH THOMAS CLOCK CO.’S EXHIBIT 


Houghton-Reardon Co. 


The Houghton-Reardon Co., of Dallas, 
Tex., wholesale watch materials, dis- 
played a very complete line of materials, 
findings, jewelry machinery, equipment, 
show cases and window displays, and a 
large display of the Marco watches for 
both ladies and men. Harry V. Denver, 
president, greeted all visitors and he 
was assisted by Dudley McMillian, Er- 
nest Powdrill and J. B. Herrington. 


J. C. Teitzel Leather Goods Co., Inc. 


The J. C. Teitzel Leather Goods Co., 
Inc., of Wichita, Kan., was well repre- 
sented by Paul H. Polk, manager, and 
George Polk, southern representative. 
They showed a fine line of imported 
steer hide and pigskin bags for the 
ladies, bill folds, cigarette cases, and all 
leather novelties. These articles are em- 
bossed by hand and hand colored. 


The Napier Co. 


The Napier Co., New York, with its 
South and southwestern representative, 
Paul J. McGovern, in charge, had a very 
attractive line of their new sterling sil- 
ver cigarette cases in unbreakable 
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enamels. The color schemes are gorgeous 
and lend to the modern trend. Many 
numbers in flasks were also shown. 
New designs in engine turning and en- 
graving were also shown on their nov- 
elty articles. The new line of Surefire 
cigarette lighters in enamels and en- 
gravings caused favorable comment as 
well as the ladies’ mesh bags with new 
modern tops. A large line of new cos- 
tume jewelry in colored stones were also 





Klein & Co. 


Klein & Co., of Montgomery, Ala., 
featured their Kantors Sunshine silver 
polish. This polish is used for silver 
and nickel and is easily removed from 
chasing and engraving. Ely Kantor 
demonstrated the merits of the product. 


Middletown Silver Co. 


The Middletown Silver Co., of Middle- 
town, Conn., had a very fine display of 


their ladies’ and men’s watches were 
shown. Mr. Beckwith is making a trip 
through the entire South and will re- 
turn to Chicago about Oct. 15. 


The Harper J. Ransburg Co. 


The Harper J. Ransburg Co., of In- 
dianapolis, Ind., and Dallas, Tex., oecu- 
pied four booths in the northeast wing 
of the display room, and on decorated 
tables in the center and long tables on 





DISPLAY OF K. K. CRYSTAL CO. AND THE AMERICAN 


NEVERBREAK CRYSTAL CO. 


good numbers, as well as new slender 
table cigarette lighters that come in sil- 
ver plate, bronze or oxidized finish. 


Dominick & Haff—McChesney Co. 


Dominick & Haff, of Taunton, Mass., 
well known to the jewelry trade for 
their beautiful heavy line of sterling 
silver, showed a large and attractive 
line of their many patterns in both hol- 
low and flatware. They featured espe- 
cially their 17th century pattern, which 
is an exact reproduction of silver made 
more than 200 years ago. Many tea sets 
and hollowware pieces in handsomely 
chased designs were shown, as well as 
their Marie Antoinette and Martha 
Washington lines. The McChesney Co. 
line of 14 K. gold and sterling silver 
dresser sets, ladies’ and men’s traveling 
sets in fine engine turnings and chasing 
were among the many attractions at this 
booth. 

Bolotin & Sheinin 


Bolotin & Sheinin, manufacturing 
jewelers, located at Chicago, had one of 
the attractive booths at the entrance of 
the convention hall. Cc. M. Phillips, 
southern representative, was in charge 
of the booth. Suspended in the back- 
ground was a large banner in Blue Bon- 
net color and in gold letters appeared 
the name of the firm and their trade 
name. They showed their Blue Bonnet 
line exclusively, this consists of wedding 
rings, some diamond set and some all 
engraved with the Texas State flower, 
the Blue Bonnet. This ring was espe- 
cially created by Mr. Phillips. 


plated hollowware. Many new patterns 
in the modern trend were shown by G. 
A. Fitzsimmons, their southern repre- 
sentative, who is making an extended 
business trip through this territory. 


Sheaffer Pen Co. 


The Sheaffer Pen Co., Fort Madison, 
Iowa, was well represented by Carl K. 
Hart, advertising manager and George 
H. Newkirk, west Texas representative 


and R. G. Millar, Dallas representative. . 


Many beautiful desk sets in onyx in 
various colors with trophy intent were 
shown, as well as a general line of desk 
sets, pen and pencil sets. The concern 
featured its new line of pearl and radite 
in pen and pencil sets for both ladies 
and men. 


The Wadsworth Watch Case Co. 


The Wadsworth Watch Case Co., of 
Dayton, Ky., Chicago and New York, 
showed a line of new designs in watch 
cases, belt buckle sets and strap brace- 
lets. George H. Opie and Charles G. 
Smith were in charge. 


Rosenheim Co. 
Weinstrum Watch Co. 

William W. Beckwith, representing 
the Rosenheim Co., of Providence, and 
the Weinstrum Watch Co. of New York, 
had a fine display of their merchandise 
in his room on the third floor of the ho- 
tel. Mr. Beckwith makes his headquar- 
ters in Chicago. In the Rosenheim line 
a large display of their Flex-a-mesh and 
Flex-a-dor bracelets were shown, and ir 
the Weinstrum line a large showing of 


BOOTH OF SHEAFFER PEN CoO. 


the sides displayed an extensive line of 
their merchandise. This concern handles 
popular priced merchandise for the gift 
departments in jewelry stores. There 
was a line of colored relief decoration 
on glassware and a large line of stem 
glassware. These come in color combina- 
tions in the popular shades and modern- 
istic designs. Harper J. Ransburg per- 
sonally assumed charge and he was as- 
sisted by Miss Ida Koor, his able assis- 
tant, and Fred Kline, southern represen- 
tative. 


Wm L. Gilbert Clock Co. 


The William L. Gilbert Clock Co. of 
Winsted, Conn. and 10 S. Wabash Ave., 
Chicago, had one of the most attractive 
booths at the convention. N. L. Stevens, 
sales manager from the home office and 
“Bob” A. Hawk, their southern repre- 
sentative had charge of the display and 
made all visitors feel at home at their 
booth. They featured a special chime 
clock in the tambourine style, also a new 
line of mahogany bronze boudoir clocks 
with alarm attachment. A general line 
of colored clocks, in banjo, mantel and 
tambourine styles was also shown. This 
company manufactures a total of 364 
designs to select from. 


The Eisenstadt Mfg. Co. 


The Eisenstadt Mfg. Co., St. Louis 
and Chicago, had one of the most unique 
displays at the convention. The entire 
background and tables were covered in 
a beautiful shade of royal blue, and on 
the polychrome stands were displayed 
their “Priscilla” wedding rings, some in 
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Catalogue! 
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diamond set, others handsomely en- 
graved or chased. Many beautiful pieces 
of costume jewelry were also shown, in 
sterling silver, with the new white finish. 
They were in modernistic style, embody- 
ing birds, richly enameled, and set with 
the new popular stones such as zircons, 
jade, etc. A shower of “Priscilla” wed- 
ding rings all around the front and 
sides of the booth was a wonderful at- 
traction. These rings were suspended 
with narrow white ribbon. The Eisen- 
stadt Mfg. Co. are wholesale jewelers 





Knickerbocker Watch Co. 

The Knickerbocker Watch Co., New 
York, showed a complete line of their 
Warwick shock, jolt and jar proof 
watches for both ladies and men. Mor- 
ris Guilden, factory representative, was 
in charge. Representatives of the Moore- 
DeGrazier Co., Dallas, Tex., assisted at 
the booth, as the Warwick watch is the 
only Swiss watch handled by this firm. 


S. Wechter & Co. 
Leonard Hoffman, southern represen- 


Rockford, Ill., display on the third floor 
of the hotel was under the personal 
supervision of R. W. Sheets, president 
and Jean Gulbrandsen, sales manager, 
They were assisted by William J. Hall, 
representative, who will leave on his 
initial trip for this concern, through the 
West, within a week. This concern fea- 
tured a fine line of pewter and dinner 
service, including the new Art-Moderne 
silver hollowware patterns. The display 
was nicely arranged on cerise and black 


velvets arranged in modernistic style. 





BOOTH OF THE GILBERT CLOCK CO. 


and were well represented by A. F. Eis- 
enbeiss, in charge of their diamond de- 
partment, J. H. Hetzel, jewelry buyer, 
Al P. Wolff, and Ernest W. Locke, both 
Texas representatives. 


Oneida Community Limited 


The Oneida Community, Ltd., of 
Oneida, N. Y., had one of the finest and 
largest displays of silver-plated hollow 
and flatware. A stage was built in the 
suite of rooms the company occupied, 
and in modern style the new items were 
shown. A. L. Ingalls, J. M. Milnes, A. 
Ackley and W. K. Baker took care of 
the jewelers when they called at the 
rooms. 


A. Wittnauer & Co. 


A. Wittnauer Co. of New York, had a 
case at the convention that showed ma- 
terials for the Wittnauer watches and 
displayed a large model of a man’s 
pocket watch, showing the mechanism. 


K. K. Crystal Co. 
American Neverbreak Crystal Co. 
Jewel-Lite Sign Co. 

The K. K. Crystal Co., American 
Neverbreak Crystal Co., and the Jewel- 
Lite Sign Co., all of New York, had a 
comprehensive display of their products. 
Morris Cohen, of New York, who travels 
the entire United States for these con- 
cerns was in charge, and never tired 
explaining the merits of the K. K. Crys- 
tal cabinet. 


tative for S. Wechter & Co., Chicago, 
greeted all visiting jewelers that called 
at his rooms on the sixth floor of the 
hotel. A large line of set rings as well 
as mountings was shown, and they fea- 
tured their new “Circle O’ Love” wed- 
ding ring. Mr. Hoffman is making an 
extended business trip through his en- 
tire southern territory. 


Sheets-Rockford Silver Co. 


The Sheets-Rockford Silver Co., of 





DISPLAY OF BOLOTIN & SHEININ 


EXHIBIT MADE BY HARPER J. RANSBURG CO. 


Seth Thomas Clock Co. 


The Seth Thomas Clock Co., of New 
York, Chicago and San Francisco, had 
the entire background of its booth ar 
ranged with fine banjo and wall clocks. 
The new modern art clocks, with mod- 
ernistic styled cases and dials in black 
ebony, walnut and mahoganys caused 
much comment. The new electric clock 
was also shown as were their fine mantel, 
banjo, and kitchen clocks. A. N. Rein- 
ert, southern representative and R. A. 
Bailey, both out of the Chicago office, 
had charge of the display. 


Henry Lederer & Sons 


Henry Lederer & Sons, Providence, 
R. I., manufacturers of the famous 
Golden Wheel cigarette lighter, were well 
represented at the convention by Max 
Cohen, Chicago manager and sales man- 
ager. A complete line of the lighters 
was shown, including various colored 
leathers, enamels, fancy engraved and 
plain designs. 


Rosenthal China Corp. 


One of the most popular rooms on the 
third floor was that of the Rosenthal 
China Corp., of New York, with Sidney 
Hirsch in charge. Charming servide 
plates were shown, as well as rich din- 
ner service, ivory china, exquisite short 
lines. Mr. Hirsch represents this con- 
cern in the South. 
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W. S. Pitcairn Corp. 


W. S. Pitcairn Corp., of New York, 
with Charles H. Henning, southern rep- 
resentative, in charge, displayed fine 
Royal Doulton bone china, genuine Irish 
Belleek service plates, as well as ani- 
mals and figures by the Royal Doulton 


factory. 
Rogers, Lunt & Bowlen Co. 


The Rogers, Lunt & Bowlen Co., of 
Greenfield, Mass., occupied quarters on 
the third floor and featured a fine line 
of their Early American designs in both 
plain and engraved, and in flat silver 
and hollowware. These are reproduc- 
tions of early American pieces. A line 
of modernistic hollowware and candle- 
sticks were also shown. George H. 
Davis, sales manager and vice-president, 
and L. B. Allison, who travels from Den- 
ver to New Orleans, were in charge. 


Saart Mfg. Co. 


The Saart Mfg. Co., Attleboro, Mass., 
was well represented by Charles W. 
Primm, who travels through the South 
for the firm. He featured the large and 
extensive line of dresser sets in fine en- 
gravings and engine turnings, at popu- 
lar prices, baby goods, compacts, cigar- 
ette cases, salt and pepper shakers, and 
a general line of hollowware. Their en- 
tire line is of sterling silver. 


Cordova Shops, Inc. 


The Cordova Shops, Inc., of Buffalo, 
showed an extensive line of imported 
steer hide bags for ladies, bill folds, 
overnight bags, traveling bags, key 
holders, baskets and novelties. These 
articles are all hand tooled and all hand 
colored. Many new styles in the mod- 
ern trend were also shown. OC. F. 
Hodges, Jr., southern traveler, with 
headquarters at Dallas, was in charge. 








Convention Notes 


A telegram was received from Max 
Jennings, Saint Claire, Mich., first pres- 
ident of the association and a visitor at 
every convention, expressing his regret 
that he could not attend this year on 
account of the serious illness of Mrs. 
Jennings. 

* * * 

A. T. Westlake, dean of the horological 
department of the Bradley Polytechnic 
Institute, Peoria, Ill., and known to the 
thousands of graduates as “Daddy” 
Westlake, was in attendance and demon- 
strated his ability to call his “boys” by 
their first names even after many years. 
Mrs. Westlake accompanied him. 

* * * 

“Charlie” Mauch, Marshall, Mo., 
banker and retired jeweler, was accom- 
panied by Mrs. Mauch and their daugh- 
ter. Although not active for seven 
years he has kept up his membership in 
the Missouri and National associations 
and never misses a convention. 





W. M. House of Paris, Tex., enjoys 
the conventions but says nothing equals 
the annual jewelry shows in Chicago. 

: -—S 


“Bill” Schwab of J. R. Wood & Sons, 
New York, arrived on the scene Wednes- 
day to look after V. S. Feltus, William 
C. Berry and Benjamin Kuhne, who 
were in charge of their large diamond 
display. 

* * * 

Jack Miller of Chicago, manufactur- 
ers’ representative, spent the entire week 
in Dallas “calling on trade.” Part of 
the time he was at the Baker Hotel. 


* * * 


Dudley T. Fagan attended his first 
national convention as chargé d’affaires 
in the sterling silver department of the 
International Silver Co. He bore up 
well under the responsibility of seeing 
that the merchandise was unpacked and 
repacked in good shape. 


* * * 


Normal L. Stevens, salesmanager for 
the Gilbert Clock Co., brought souvenirs 
from his visit to Chicago en route. To 
prove he was in Chicago he displayed 
the spot where two perfectly good teet’: 
had been and a wound on his head. He 
sincerely believes there are hold-up men 
who operate as early as 10 o’clock right 
in the loop district. He was relieved 
of his cash and valuables while walk- 
ing from the Chicago office to his hotel. 

x * x 

Sam Feldman, president of the Brook- 
lyn Retail Jewelers Association and an 
active worker, was popular both as a 
photographer and dancing partner. 

* * * 


While George Opie was very success- 
ful in his first efforts as an auctioneer 
and saw his name blazoned to the public. 
It is not thought that he will enter this 
field exclusively. 

* * * 

“Pat” Linnehan of Birmingham, Ala., 
wore a Hoover button for several days 
but is still wondering who decorated him, 
and denies the allegation. 

* * * 


Joseph D. Little of the International 
Silver Co., brought along a section of 
his “silver library,” and found many 
applicants for information contained in 
his rare works on this subject. 

k oe x 


Joseph Mager, formerly an active as- 
sociation worker but now in the diamond 
business in New York, cannot resist the 
call of a national convention and was 
on hand to meet his friends and con- 
tribute to the success of the affair. 

* * * 


The Arthur A. Everts Co., and Linz 
Bros. of Dallas, requested the honor 
and became the first sustaining members 
of the American National Retail Jewel- 
ers Association. Many others expressed 


their willingness to take out this mem- 
bership and contribute $100 a year to 
the cause. 

co * * 

“Cliff’ Whiting, representing the 
Whiting & Davis Co., arrived in Dallas 
“broke.” Five “gentlemanly” collectors 
of cash and jewels, with revolvers and 
masks to emphasize their intentions, 
boarded the train on which he traveled 
from California to Dallas. “Cliff” says 
they were very successful as far as he 
was concerned. 


* * * 
“Billy” Beckwith of Chicago, attended 
the convention. This is mentioned 


merely as information for those who did 
not attend. 
* * * 

There were two hard workers at this 
convention, C. A. Moore of Moore-De 
Grazier Co., Dallas, president of the 
local jewelry all-inclusive association, 
and I. J. C. Holland, San Angelo, Tex., 
president of the Texas-Louisiana’ Retail 
Jewelers Association. If any one failed 
to get what they wanted or needed it 
was no fault of either of these men. 

* * * 


Another man that deserves special 
mention is Simon Linz, of Linz Bros., 
who took an active part in all the pro- 
ceedings and was very helpful to the 
offices of the national association. 

* * * 


Every one attending this convention 
will remember Mr. and Mrs. Arthur 
Everts for their efforts in making every 
one feel the welcome of Dallas and enjoy 
the days spent in that city. 


* * * 


Eugene Gilbrandsen of the Sheets- 
Rockford Silver Co., acquired the habit 
of saying grace before and after each 
meal and at odd and sundry intervals 
between. 

* * * 

John L. DeGrazier, now associated 
with the Bailey-DeGrazier Co. of Dallas, 
makes a fine ringmaster and thereby 
added much to the pleasure of the barn 
dance entertainment on Thursday eve- 
ning. 

* * * 

Storms & Cummings maintained open 
house at the Adolphus Hotel on Thurs- 
day night and thereby added to their 
popularity and increased their list of 
friends. 

* * * 

Stewart Lees of Canada, proved to be 
a splendid teller of Scotch stories and 
added much to the entertainment at the 
banquet Wednesday night. 

* * x 


Arno Dorst of Cincinnati, member of 
the executive committee, National Jewel- 
ers Publicity Association, came to make 
a speech and remained to enjoy all the 
program of the week. Returning he 
visited friends in Indianapolis. 
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What the Sterling Silversmiths Guild 
Is Doing 





An Address Delivered at the A. N. R. J. A. Convention at 
Dallas, Tex. 


By ALEXANDER VINCENT 


if is a pleasure indeed to bring you 
the greetings of the silver manu- 
facturers, members of the Sterling Sil- 
versmiths Guild. I find it a rather 
serious temptation to take advantage of 
the opportunity so thoughtfully granted 
by your chairman, to impose upon your 
good-will and hold forth at some con- 
siderable length upon the progress and 
plans of the Sterling Silversmiths Guild. 
I have noted, however, that my good 
friend, Sinclair Weeks, is scheduled to 
talk to you at a later session and so I 
find myself under the necessity of prac- 
ticing that which I am constantly preach- 
ing—“cooperation.” Presumably Mr. 
Weeks is planning to talk Sterling Sil- 
verware to you and if he is as thorough 
in his talk as he invariably is in other 
matters, I know out of hand that he 
will necessarily touch upon cooperation 
and the activities of the Guild, in the 
course of his remarks. 

I am confident of that because I say 
in all sincerity that no man can give 
an adequate picture of the progress, or 
the status, or the development of the 
sterling industry of today without tak- 
ing into account the very important part 
played in that progress and that devel- 
opment by the Sterling Silversmiths 
Guild. I feel very definitely, therefore, 
that were I to expand at any length 
at all upon the works and the hopes 
and the aims of the Guild I would be 
but stealing his thunder and, as I have 
indicated, my appreciation of the mean- 
ing of cooperation quite prohibits my 
doing that. 

I have said to you a number of times 
in the past that the thing upon which 
we pride ourselves in the Guild above 
all things else is the fact that in our 
various activities we seek to be guided 
always by logic and cold common sense. 
The objective of the Guild, the first and 
last objective, is as clear cut, as sharply 
defined, as definite and simple as it is 
possible to conceive a thing. That objec- 
tive is summed up in a single sentence: 
The Guild is in existence for the single 
purpose of enlarging the general market 
for sterling silverware. 

The old saying about there being sev- 
eral ways of killing a cat is as true to- 
day as when uttered by the observing 
sage who first pronounced it. Beyond all 
question there are any number of sound 
logical paths that might be followed in 
order to reach the goal of an enlarged 
market for a given product. If in the 


course of the past several months we 
have not been proclaiming so loudly the 
activities of the Guild along these lines, 
I would caution you against concluding 
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in any sense of the word that there has 
been a let-down in our activity in these 
directions. Our promotional and sales 
development work of the past, we have 
regarded frankly as by way of experi- 
ment, as by way of seeking to find that 
one path or that one line of coordinated 
activity best calculated soundly to lead 
to our final objective. 

I have told you before, for example, 
how we had discovered that national ad- 
vertising must fall far, far short of its 
potential influence as long as there shall 
obtain behind the retailer’s counter a 
lack of understanding, lack of knowl- 
edge if you will, concerning the product 
advertised. If in the progress of ihe 
day, where there is constantly keener and 
sharper competition among industries 
for the consumer’s dollar, if in that 
march of progress we are going to keep 
pace with the parade we must see to it 
that our clerks behind the counters are 
as well informed, as well equipped to do 
the job of selling as are the clerks in 
the radio stores, in the automobile shops, 
in the furniture stores and so on all 
along the line. 
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Let us make no mistake. Sales are not 
made, cash registers are not rung by 
printers’ ink. Sales are made, cash reg- 
isters are rung by human beings behind 
counters—sales result from personal con- 
tact between customer and salesman. 
Tremendous leverage, a tremendous po- 
tential reservoir of sales, it is true, can 
be set up through advertising but, 
equally true, that same advertising can 
all be rendered ineffective, the money 
invested can be reduced to extravagant 
waste, unless we take the precaution to 
fill up the various gaps, to strengthen 
our position at every point, to make cer- 
tain that the only factor in the whole 
chain between dealer and consumer that. 
is in a position to ring the cash register 
is sufficiently well equipped and well 
trained to do the job and actually sell 
goods. Each clerk must be equipped to 
answer questions, to explain merchan- 
dise, to meet objections—in short, to 
capitalize the work of the advertisement 
which in the first instance has aroused 
the interest and desire of the prospec- 
tive customer. 

It was in recognition of these facts 
that the Guild called a temporary halt 
to its actual appearances in the adver- 
tising pages of magazines, until those 
stop-gaps could be filled up, until all of 
us working together could see to it that 
the weaknesses, which we demonstrated 
existed, were strengthened and cleared 
away. We prepared for that purpose 
the Course in Selling Sterling Silver. I 
don’t believe I should take the time now 
to discuss that sales course at any length. 
I will say without any fear whatever of 
successful contradiction that any jeweler, 
who proclaims his interest and his desire 
to expand and grow and who has not 
seen to it that every clerk in his employ, 
as well as himself, is enrolled for that 
course, is by that fact giving concrete, 
definite evidence that he does not actu- 
ally want to expand and grow. 

Up to date there have been less than 
1000 stores enrolled—something like 800 
stores throughout the country that have 
had the vision and the energy to take 
advantage of the sales course, to take 
advantage of doing speedily a job that 
just simply has got to be done if the 
jewelry store is going to survive. Those 
800 stores have accounted for something 
like 1700 enrollments. In the Guild, 
speaking very frankly, we do not believe 
that record evidences the cooperation of 
the jewelers which we are justified to ex- 
pect. From the jewelers who have taken 
and followed the course, we are able to 
supply you with, literally, hundreds upon 
hundreds of testimonials convincingly 
demonstrating its practicability and its 
worth and value in actual operation. One 
store comes to mind in which the pro- 
prietor and his chief assistant enrolled 
about a year ago. The other day there 
came to my desk, unsolicited, an order 
for 16 additional enrollments from that 
same store. The actual working out of 
the course had demonstrated to those 
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two men the practical advantages and 
the clear advisability of seeing to it 
that every last man and woman in the 
store should be supplied with the same 
opportunity. 

I have no doubt whatever but that 
one instance will be multiplied many, 
many times over within the course of 
the next several months. When it shall 
have been, when there have been en- 
rolied as many more jewelers and their 
clerks as so far have been listed, then 
indeed will the course have been the 
success which it eminently deserves to be. 

While we have been directing our 
principal effort and energy to carrying 
through this training program to a suc- 
cessful conclusion, I have said we deemed 
it expedient and wise to call a tempo- 
rary halt to the flow of printers’ ink 
insofar as national magazine advertising 
is concerned. I wouldn’t want ‘vou to con- 
clude from that, however, that there has 
been any let-up in the cultivation of 
consumer interest or in the maintaining 
of consumer contact so necessary in any 
program of distribution in this day and 
age of ours. On the contrary, we have 
taken advantage of the occasion to de- 
velop an authoritative source of infor- 
mation on all phases of the various prob- 
lems and questions pertaining to silver- 
ware and have established contacts with 
the public of America, broader even and 
more constant than those maintained 
through the actual advertising page. No 
one can have failed to notice the in- 
creased and constantly increasing notice 
accorded Sterling Silverware in the 
press and magazines of the country. Let 
us not believe that such things just 
happen or, that like Topsy, “they just 
grow up.” I believe I can say with con- 
fidence that a broader, more compre- 
hensive advertising and merchandising 
program will be undertaken under the 
auspices of the Sterling Silversmiths 
Guild, if, as, and when, there is demon- 
strated by and on behalf of the jewelers 
of the country a willingness to take hold, 
to cooperate, to heartily support and 
work in with such a program to the full 
extent of their power. 

I have been attending national con- 
ventions now for something like a 20th 
of a century—I have been attending 
state conventions off and on almost with- 
out number—and I want to tell you in 
all frankness that the most distinct echo 
of them all that rings in my ears is the 
sincere but none the less plaintive and 
rather pitiful query—“What is the mat- 
ter with the jewelry business?” 

Now I don’t think we ought to keep 
that up. That discussion never sold a 
dollar’s worth of goods, nor enlarged a 
market by a quarter of an inch. While 
we’re busy getting a kick out of discus- 
sing that academic and highly contro- 
versial subject, other industries are de- 
ciding there’s nothing wrong with their 
business and are out interesting pros- 
pective diamond, jewelry and _ silver 
buyers, in rugs, pianos, radios and auto- 





mobiles. Basically, there’s nothing the 
matter with the jewelry business; acci- 
dentally, there’s nothing the matter with 
it that isn’t our own fault. At one of 
the state conventions recently I under- 
took to give an answer to the question 
and I think that it might bear repeti- 
tion here. The story is told of a group 
of young fellows who formed themselves 
into a local orchestra. Each one of the 
entire group was a first-rate, finished 
and competent musician. It seems they 
were commissioned to play at a certain 
dance and through the course of the 
evening were doing themselves proud. 
Finally a certain dance number was 
played and very obviously everything 
with the orchestra was not just as it 
should be. There was unmistakable and 
indisputable evidence of sour notes, of 
discord. The floor manager was dis- 
turbed about the thing and at the close 
of the number he went to the trombone 
player and asked him what was the 
next number to be played. 


Leaning over to his fellow conspirator 
with the saxophone, the trombone an- 
noyer called, “Hey, Bill, what is the next 
number?” 


Bill looked over his sheet and replied, 
“Sitting Pretty.” 

“Oh, hell,” said the trombone player, 
“T just played that.” 

“No,” said the fellow artist, “that 
number was the ‘National Blues.’ ” 


I think, gentlemen, that down at bot- 
tom that is about what has been going 
on in the jewelry industry all too long. 
All of us are good musicians, but unfor- 
tunately some are playing National 
Blues while others are playing Sitting 
Pretty—and I often wonder if too many 
aren’t stressing and thumping and bang- 
ing out the National Blues. 


There is too much room, there is too 
crying a need, for constructive work to- 
gether; too pressing a necessity for our 
concentrating on the important thing, on 
the essentials, to permit us long to coun- 
tenance the wails and moanings and 
bellyachings of the “fellow who has been 
wronged.” It is one of the easiest things 
in the world to fall into the habit of 
excusing ourselves. Man is not so 
much a rational animal as he is a self- 
pitying animal, and sometimes it seems 
that he gets more solace, more comfort, 
more downright pleasure, in delicately 
cultivating and assiduously caring for 
and nurturing a grouch than he does by 
adding ten cubits to his stature. Now 
I think that the task of every last one 
of us is to add “cubits to our stature,” 
and if we will concentrate on that task 
one of the first things we are going to 
find out is that we are too busy doing 
that little thing to have much time for 
other occupation, no matter how beguil- 
ing or solacing it may seem to us. 

The Sterling Silversmiths Guild, I 
say, is organized exclusively and is out 
exclusively for the one task of “adding 
cubits to the stature of the Sterling Sil- 


ver industry.” Jewelers of the country 
who subscribe to what I have to say can 
find a ready means at hand to put their 
energies to work. If the jewelers of 
the country will but evidence their good 
will and determination to cooperate with 
the manufacturers who are members of 
the Sterling Silversmiths Guild, you can 
rely on it that, collectively and indi- 
vidually, they’ll do everything within 
their power to make the industry expand 
and prosper. 








Traveling Salesman Robbed 





Thieves Grab Satchel of Jewelry and Dis- 
appear While Representative of New 
York Concern Is Eating 
His Lunch 


Boston, Mass., Oct. 8.—While Philip 
Schuyler, traveling salesman for Powers 
& Mayer, Inc., manufacturing jewelers, 
58 W. 40th St., New York, was eating 
his lunch in the cafeteria of the Avery 
Hotel, this city, today, two bandits 
snatched a satchel of jewelry from the 
floor and running out of the restaurant, 
jumped into a taxicab and disappeared. 
The loss, it is believed, will amount to 
between $35,000 and $40,000. 

Mr. Schuyler had been in Boston for 
several days where he had been stopping 
at the Avery Hotel. He made his usual 
calls on the trade and between 12 and 
one o’clock today, went into the cafeteria 
of the hotel, and placed his bag of 
jewelry beneath a table where he could 
watch it. As he stood up, to get his 
food, two men dashed toward him, one 
of them picking up his bag and running 
out. The cashier at the door attempted 
to stop them believing that they were 
trying to “beat” their check but as the 
second man passed, he threw some money 
on the counter. 

Mr. Schuyler and two other men who 
had seen the theft, immediately followed 
the thieves but when they reached the 
street, saw the two men disappearing in 
a taxicab which had apparently been 
waiting in front of the restaurant. In the 
satchel was an assortment of mountings 
and rings made in white gold and plati- 
num. 





At the New York office of Powers & 
Mayer, a JEWELERS’ CIRCULAR reporter 
was told that the robbery in which Philip 
Schuyler, one of their salesman had 
lost his grip containing jewelry, was the 
first theft which the concern had suf- 
fered in all its years of existence. Mr. 
Schuyler has been affiliated with the firm 
for 19 years. At the time THE JEWELERS’ 
CIRCULAR went to press he had not re- 
turned from Boston where he is assist- 
ing the police in their search for the 
thieves. 








Hudson Fullmer, formerly of Troy, 
Mont., has moved to Rosalia, Wash. 
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Kidnapped and Robbed of Gems 





New York Diamond Salesman Left Tied to a Tree by Bandits 
Who Take Him in Automobile to Outskirts 
of San Francisco 


SAN FRANCISCO, Oct. 6—Murray 
Lang, of Samuel Lenkowsky & Son, 
and son of the head of the concern, 
10 W. 47th St., New York, was kid- 
napped yesterday morning on one of 
the city’s busiest streets and was robbed 
of gems, largely diamonds, valued 
at $150,000. Some hours later he was 
found, in an exhausted condition, trussed 
to a tree in a lonely spot near the Hard- 
ing Golf Course. The San Francisco 
police have advanced the theory that an 
organized gang of jewel thieves trailed 
Lang from New York, awaiting a chance 
to hold him up and steal his wallets of 
diamonds. 

Murray Lang, one of the best-known 
diamond travelers to make the Coast, 
had been calling on the local trade and 
was staying at the St. Francis Hotel 
which faces Union Square, a city park. 
Yesterday morning he had an appoint- 
ment at the establishment of Hirsch- 
man & Co., retail jewelers, Post and 
Stockton Sts. The Hirschman store is 
diagonally across the square from the 
main entrance to the St. Francis. Be- 
cause of the loungers on the park 
benches, however, Lang says he pre- 
ferred to follow the streets, instead of 
cutting across the park. It was about 
9 a. m. and the streets were thronged 
with people hurrying downtown when 
Mr. Lang, carrying two wallets contain- 
ing the diamonds in a portfolio, left the 
hotel. As he neared the Hirschman store 
on Post St., a man walked up to him, 
holding out his hand and exclaiming: 
“Hello, Murray-” 

Mr. Lang’s first impression was that 
the shabby looking young man was an 
acquaintance whose face he could not re- 
call for the moment. He instinctively put 
out his hand to greet the man when he 
felt two guns pushed into his back by 
two men who seemed to have emerged 
from a doorway. Warned not to make an 
outcry he was ordered to step into a 
shabby looking coupe, standing at the 
curb. The men got his wallets as he 
entered the car. 

The man who first addressed him he 
describes as short, some five feet six 
inches in height, rough looking and with 
red hair. He scarcely got a look at the 
other men as they had pulled his hat 
over his eyes as he was thrust into the 
coupe. He sat in the back part of the 
car behind closed curtains, always 
threatened with a gun. They drove care- 
fully through the business district and 
then apparently went up and down hills. 
He could not see where they went for 
they forced him to wear smoked glasses 
and keep his head down. 

After riding for about half an hour, 
the machine stopped and Lang was told 
to get out. With a man on either side, 


he was taken down an embankment. His 
legs were tied, his own handkerchief was 
fastened over his eyes, adhesive tape was 
used to gag him and he was tied to a 
tree. The men left threatening vengeance 
if he made an outcry within 20 minutes. 
After struggling for three hours Mr. 
Lang was’ finally rescued by four men 
from the Harding clubhouse. He was un- 
tied and taken to the nearest police sta- 
tion where an alarm was broadcast. 

Later, on listing his stolen articles for 
the police, Lang stated that the most 
expensive was a flexible, square bracelet 
of 40 square diamonds totaling nearly 
33 carats. He said it cost $9,500 to man- 
ufacture.. There were rings, bracelets 
and other mounted diamonds and some 
mounted emeralds. Some of the articles 
stolen had been bought recently in 
Europe by Lang himself. 





In a telephone message received at the 
office of Samuel Lenkowsky & Son, 10 
W. 47th St., New York, the firm heard 
details of the kidnapping and robbing 
of Murray A. Lang, member of the con- 
cern and son of its head, which occurred 
last Friday in San Francisco. Using the 
same methods which for the past few 
months have proved so successful among 
diamond thieves, particularly west of 
Chicago, this band worked coolly and in 
a deliberate manner, indicating that the 
affair was well planned. The fact that 
in nearly all the big diamond robberies 
occurring in the West during the past 
few months the victims were kidnapped, 
taken for a ride and then left trussed to 
a tree in some lonel yspot, preferably on 
a golf links, leads the police to believe 
that members of one gang are perpetrat- 
ing most of these hold ups. 

At the office of the concern a JEWEL- 
ERS’ CIRCULAR reporter was told that the 
loss amounts to about $150,000, which is 
covered by insurance. 








Bandits Get $10,000 


Chicago Dealer Held Up in Car While 
Returning from Joliet, Iil. 


CHICAGO, Oct. 6.—Samuel Lewitan, 
diamond importer, with offices at 29 E. 
Madison St., was held up on the Joliet 
Interurban car last Thursday, and in 
addition to losing his wallet containing 
approximately $10,000 worth of dia- 
monds, suffered injuries to his head at 
the hands of the thieves. 

Mr. Lewitan was returning to Chicago 
after visiting some of his accounts in 
Joliet. At Lamont two men entered the 
car. One of them sat in the regular 
part of the car, while the second man 
went to the smoking apartment and sat 
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directly in the rear of Lewitan. A Lin- 
coln sedan, with two men, trailed the 
train, and when they arrived at Murphy’s 
Corners the man in the back of Lewitan 
puShed aside his coat and went for the 
jeweler’s wallet. 

Mr. Lewitan immediately put his arm 
down tight to his body in an attempt to 
guard the wallet, but he was struck on 
the head. When the bandits got the dia- 
monds they ordered the motorman to 
stop the car and fled in the sedan. Mr. 
Lewitan got off at the next station and 
notified the police and had the wound 
treated. When he arrived in Chicago 
he was immediately taken to a hospital, 
where he had many stitches taken in his 
head. 

Mr. Lewitan has always exercised 
every precaution in the protection of his 
merchandise and always made it a point 
to keep his activities to himself. 








Pleads Guilty 


Proprietor of Birmingham Jewelry Concern 
Admits Using Mails to Defraud and 
Will Be Sentenced in January 


BIRMINGHAM, ALA., Oct. 4.—Frank 
Rutstein, proprietor of the C. E. Jewelry 
Co., the Safety Supply Co., and the 
Goodyear Raincoat Co. has _ pleaded 
guilty to a United States grand jury in- 
dictment here before Federal Judge W. 
I. Grubb on the charge of using the 
mails to defraud. At the request of the 
defendant, Judge Grubb continued sen- 
tence until Jan. 1, 1929. 

The federal grand jury indictment 
was based on an alleged robbery of a 
safe in Rutstein’s place of business. 
Rutstein reported to the police at the 
time of the alleged safe robbery that 
$45,000 worth of diamonds had been 
stolen from the safe. Shortly after the 
alleged robbery Rutstein filed a petition 
in bankruptcy. His store was at 204 
N. 20th St. 

The indictment claims that Rutstein 
planned the alleged robbery himself. It 
was also pointed out in the indictment 
that Rutstein used the mails to defraud 
in connection with getting supplies for 
the Safety Supply Co., also operated by 
him. 

When the indictment was returned 
against Rutstein he was placed under a 
$2,000 bond. He will remain under the 
bond until Judge Grubb passes sentence. 

In connection with the robbery the in- 
dictment charges: “That he (Rutstein) 
would arrange with some person to go 
into his place of business in Birming- 
ham and break the combination lock on 
the safe used by the defendant in the 
said place of business for the safe-keep- 
ing of valuable diamonds, precious stones 
and jewelry, for the purpose of making 
it appear that said store and said safe 
had been burglarized and robbed of a 
large quantity of precious stones and 
jewelry, when in truth and in fact such 
burglary would not have been com- 
mitted.” 

The alleged safe robbery took place 
on the night of Jan. 9, 1927. 
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Get Diamonds Worth Over $200,000 


Gunmen Hold Up New York Diamond Merchants and Escape After Tying Victims to Steam Pipes 


Not since the days when Whittemore 
and his gang of desperadoes were run- 
ning rampant in New York has the 
jewelry trade been more startled or 
aroused than it has been since last Mon- 
day afternoon, when four bandits calmly 
walked into the office of the A. K. S. 
Jewelry Mfg. Co., at 74 W. 46th St., and 
robbed Sol B. Stein, proprietor, and 
Joseph Goldmuntz of Goldmuntz Bros., 
diamond importers, 10 W. 47th St., who 
was visiting the office at the time, of 
jewelry and gems estimated to be valued 
at more than $200,000. Hardly had news 
of the 46th St. robbery become known, 
when it was learned that another dia- 
mond merchant had been held up on the 
same day in a different part of the city, 
while a third New Yorker visiting in 
Boston was also the victim of thieves, 
who stole a satchel containing jewelry 
valued at over $35,000. All these occur- 
rences came close on the heels of two 
other sensational robberies, in the West, 
where diamond salesmen’ were kidnapped 
and robbed of gems aggregating a total 
of $300,000. These assaults on the dia- 
mond trade during the week have netted 
the thieves close to $700,000 and have 
stirred up indignation among precious 
stone merchants all over the country. 

The 46th St. robbery was one of the 
most daring and best planned hold-ups 
which has occurred in this city in several 
years and has been the topic of con- 
versation in the trade since its occur- 
rence. 

In the hold-up, Mr. Stein told the 
police that he lost merchandise estimated 
to be worth between $75,000 and $100,- 
000, while the gems taken from Mr. 
Goldmuntz he values at about $120,000. 

The office of the A. K. S. Jewelry Mfg. 
Co. is located on the 12th floor of the 
building which is largely occupied by 
jewelry concerns. Last Friday and Sat- 
urday, Mr. Goldmuntz was asked by Mr. 
Stein to call at the office of the A. K. S. 
Jewelry Mfg. Co. with an assortment of 
diamonds, but each time was unable to 
keep the appointment. 

On Monday, when Mr. Stein tele- 
phoned him for the third time, Mr. 
Goldmuntz agreed to be at his office and 
at about 11.40 a. m., arrived with two 
wallets of diamonds. He was ushered 
into a private office, where the door was 
shut, and Mr. Goldmuntz removed one of 
the two wallets of gems from his pock- 
ets. Mr. Goldmuntz told detectives that 
between the time he arrived and the time 
the robbery occurred, Mr. Stein left the 
private office on several occasions. 

About 12.15 o’clock, Mr. Goldmuntz 
was busy matching up the diamonds for 
a bracelet when he was suddenly sur- 
prised by two men wearing black hand- 
kerchiefs over the lower part of their 
faces and carrying guns. Ordering Mr. 
Goldmuntz to keep quiet, they picked up 





the diamonds which were on the table 
and then removed the wallet from his 
pocket. Two other men then brought 
Mr. Stein into the private office and both 
victims were tied to steam pipes and 
after being gagged, Mr. Goldmuntz told 
the police, a handkerchief which smelled 
as if it had been saturated with chloro- 
form was placed under his nose. After 
warning their victims to remain quiet, 
the four men left apparently unnoticed 
and it was some time later before Mr. 
Stein or Mr. Goldmuntz could release 
themselves to give an alarm. 

When questioned by the police, Mr. 
Stein, whose right arm he carried in a 
sling, saying it had been injured, stated 
that shortly after Mr. Goldmuntz had 
arrived, he (Mr. Stein) left the -room to 
go to the lavatory. The second time, he 
left the room to receive a bracelet from 
a customer who had called, and the third 
time walked to the outer office in answer 
to the buzzer again, when he was con- 
fronted by the bandits. 

A door separating the lobby from the 
office of the concern is metal covered and 
has a small peep hole through which 
visitors can be seen when the window is 
opened. Mr. Stein claims that he 
opened this window and was greeted by 
a bandit who shoved a gun at his face 
and ordered him to unlock the door. 
Obeying his commands, he opened the 
door and four men walked in, two of 
whom covered Mr. Stein while the other 
two went to the private office where they 
held up Mr. Goldmuntz. Mr. Stein 
claims that his safe was rifled of mer- 
chandise, the actual value of which he 
was unable to determine but which he 
believed would estimate anywhere from 
$75,000 to $100,000. 

All this occurred while the young 
woman bookkeeper and three of the five 
workmen were out of the office and shop. 
Two workmen who were still in the plant 
were unaware that anything had hap- 
pened until the police had arrived. One 
of the workmen claims when he at- 
tempted to go from the shop to the office 
about 12.15 o’clock he discovered that 
the door had been locked. Just who 
locked it could not be learned. In his 
excitement Mr. Stein failed to set off a 
siren located in the lower hall and which 
is connected by a button placed directly 
alongside of the door through which the 
thieves entered. 

The bandits not only took Mr. Gold- 
muntz’s merchandise but also removed 
a diamond ring from his finger. Since 
the robbery occurred, Mr. Goldmuntz has 
offered a reward of $2,500 for the arrest 
and conviction of the thieves. The loss 
suffered by the Goldmuntz concern is 
fully covered by insurance. It is under- 
stood, however, that Mr. Stein allowed 
his insurance to expire some time ago. 

Describing the men who committed the 


hold-up, Mr. Goldmuntz was able to tell 
the police that the two men who covered 
him and who wore black handkerchiefs 
over their faces stood about five feet, 10 
inches tall. Both were apparently young 
and one seemed to have an exceptionally 
long nose. They wore dark clothes and 
each wore a soft brown hat. The other 
two men seemed to be slightly shorter 
than the pair which covered Mr. Gold- 
muntz. 

The thieves took 101 packages of dia- 
monds from Mr. Goldmuntz, who states 
that they range in size from mélée to 
slightly over three carats. The ring 
which he wore on his finger was mounted 
with a three carat white stone and a 
feature of this ring is that it was made 
with a tubular shank. On the inside of 
the shank is a small hole caused by 
rubbing against Mr. Goldmuntz’s finger. 
On both sides of the shank were mount- 
ed sapphires which have become slightly 
chipped. 

The police have no tangible clews as 
to the identity of the men but in an ef- 
fort to run down the bandits, Inspector 
John D. Coughlin has taken personal 
charge. He was on the scene shortly 
after the theft occurred and has as- 
signed Detectives Love of the Ninth 
Squad and Doyle of the Fifth Ave. 
Squad, to handle the case. 

Richard C. Murphy, counsel for the 
Jewelers National Crime Committee, is 
also active in the investigation and has 
assigned several detectives from his as- 
sociation to aid in the search for the 
thieves. Mr. Murphy was also active in 
questioning several of the principals in 
the robbery and is aiding the police in 
every way possible. 
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A thief smashed a display window in 
the retail jewelry store of I. T. Boyd, 
49 N. Main St., Fall River, Mass., and 
made away with rings, watches and 
other articles of jewelry, valued at more 
than $325 early the other morning. 
David S. Ferguson, manager of the 
store, was summoned from his home, by 
the police to determine the loss. The 
robbery took place at an hour when the 
downtown business section was practi- 
cally deserted. A group of young men 
in a restaurant, directly across the 
street from the store, rushed to the door 
when they heard the crash of glass and 
reported seeing a man disappearing 
around the corner into Granite St. It 
is believed that the thief had an accom- 
plice in an automobile parked in the 
vicinity, as there was nobody in sight 
when Patrolman MacAndrew, who was 
attracted by the breaking glass, arrived. 
The authorities were unable to find any 
clues to the thief. Mr. Ferguson stated 
that while there is some insurance on 
the missing goods, it would not be suffi- 
cient to cover the loss. 
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New York Jeweler Robbed 





Harry Suss Knocked Unconscious and_ 


Relieved of Gems and Jewelry Valued 
at About $15,000 


While leaving the offices of Aaron 
Lepkine, manufacturing jeweler at 86 
Canal St., New York, Monday afternoon, 
Harry Suss, jeweler of 99 Nassau St., 
was knocked unconscious and robbed of 
about $15,000 worth of unset stones, 
diamond rings and diamond-studded 
watches. 

Two men walking up the stairs as 
Suss descended passed, one a little ahead 
of the other, and just as Suss reached 
the second man an arm from behind shot 
out and jerked his head back. Suss lost 
consciousness and when he came to dis- 
covered that his wallet and its contents 
had disappeared. 

He returned to the office of Lepkine, 
who sent in an alarm. Being in a loca- 
tion that is heavily policed it was only a 
moment before patrolmen arrived. Suss 
told his story and added that neither his 
money nor watch was stolen. As yet 
there is no trace of the robbers. 
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Frederick J. Buxton, Retired Silver- 
smith Passes Away at His 
Home in Providence 


PROVIDENCE, R. I., Oct. 8.—The fun- 
eral of Frederick J. Buxton, expert 
artisan and former craftsman employed 
in the silversmithing department of the 
Gorham Mfg. Co.’s plant at Elmwood, 
was held Saturday afternoon at 2 o’clock 
and was attended by a large delegation 
of the older employes of the Gorham con- 
cern. Prayer service was held at his 
home, 13 Haswell St., where he died on 
Thursday last after an illness of sev- 
eral weeks, followed by services at 
Christ Episcopal Church immediately 
afterward, conducted by the rector, Rev. 
Albert H. Wheeler. Burial was at Oak- 
land Cemetery. 

Mr. Buxton was born in Sheffield, 
Yorkshire, Eng., on Sept. 28, 1856 and 
there married Miss Everelda Brownell, 
since deceased. The couple had seven 
children, six of whom were born before 
their parents removed to the United 
States and all four sons and three 
daughters survive. After attending the 
parish school Mr. Buxton, when 16 
years old was apprenticed to James 
Dixon & Son’s Cornish Works in Shef- 
field to learn the silversmith’s trade, 
where he remained as a journeyman 
until 1881, when he came to this coun- 
try with his family. He entered the em- 
ploy of Tiffany’s in New York before 
becoming affiliated with the Gorham 
Mfg. Co. in this city in 1886, where he 
remained until his retirement in 1913. 

He was one of the Gorham Co.’s head 
craftsmen, being a skillful designer as 
well as expert artisan and designed and 
worked upon nearly all of the famous 
services that were made by Gorham for 
presentation to the battleships of the 
historic United States “White Squadron” 
of that period. He is said to have made 
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the first silver waiter produced by the 
Gorham Co. and also made the handsome 
and elaborate memorial sterling loving 
cup that was presented to Admiral 
Dewey after his celebrated victory at 
Manila Bay. 

Mr. Buxton’s only fraternal affiliation 
was membership in the Manchester 
Unity Odd Fellows. 








International Exhibit of Ceramics at 
Metropolitan Museum of Art 


HE Metropolitan Museum of Art, 

New York city, opened its Interna- 
tional Exhibit of Ceramic Art Oct. 1 and 
will continue to have this interesting col- 
lection on view until Oct. 28. The pottery 
displayed presents an opportunity to 
compare our own productions with those 
of Europe. This was one of the chief 
reasons for the organizing of the col- 
lection which will be placed on view in 
a number of other art museums of the 
country, namely, those in Philadelphia, 
Minneapolis, Cleveland, Baltimore, De- 
troit, Newark and Pittsburgh. 

Pottery was one of the first of the 
decorative arts to respond to the call 
of the modern spirit and turn away from 
the lifeless and dry copies of the 19th 
century. France leads in this expression 
of modern simplicity and dignity of 
form, but is closely followed by the vari- 
ous Danish potteries which are well 
known for their extensive equipment, 
experienced organizations and for many 
highly talented artists. Germany is 
finally beginning to develop a high order 
of modern expression in ceramic art 
after a long period of waiting while the 
other countries went ahead. 

The absence of: realistic painted 
decoration is noted in the collection of 
foreign pieces and the prevailing ten- 
dency is toward simplicity of form with 
reliance upon the innumerable effects of 
fire-tempered glazes for the chief aes- 
thetic appeal. 

But little pottery of the high-fire type 
is being made in this country, though 
there are a few examples in the exhibi- 
tion, while there is a large output of 
colorful and beautiful low-fired pieces 
which it is interesting to compare with 
European production. The exhibit of 
tiles and terracotta is receiving much 
attention and ranges from the work of 
our best known artist craftsmen to very 
considerable undertakings by large in- 
dustrial organizations. It would seem 
that in this last mentioned field we make 
a showing in advance of the present- 
day European practice. 

One of the most effective works in 
tile is the portion of grille, for the bell 
tower on the estate of Edward Bok, 
executed by the Enfield Pottery and 
Tile Works, Inc. This is one of eight 
used in the tower and represents a weep- 
ing willow whose trunk is brown tile, 
while the branches and leaves are in 
various shades of green. Perched in 
various parts of the tree are four birds, 
one of them feeding a nest of young. 
The piece stands about 15 feet and is 
about nine feet in width. The whole 
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is surrounded by an edge of blue tile 
in Gothic form. 

Among the French pieces is a dark 
blue lustre jar with a gold web decora- 
tion designed and executed by Jean 
Mayodon. It is especially beautiful and 
colorful. Something a bit different is a 
necklace of gold and green pottery beads 
designed and executed by Jean Besnard. 
The beads are graduated, the largest 
being about three-quarters of an inch 
in diameter. Julia Aries-Thiebaut has 
on exhibition a rose pottery vase which 
stands about 9 inches high and shades 
off into various reds. 

Of the Danish pieces C. Rinus has 
designed a remarkably beautiful plate 
of maroon and gold with plain white 
center. The depth and richness of color 
is rare and extremely lovely. A porce- 
lain bottle designed by E. Sadolin, with 
decoration in low relief is also very 
effective. 

Other pieces include a large plaque 
of gray pottery, crackled and with con- 
ventionalized decoration in green, gold 
and black, designed by Claude Levy; a 
vase from England in blue, rose and 
gray shadin» off to a buff-colored neck; 
an earthenware bowl of mottled glaze, 
star-shaped, with a red crisscross pat- 
tern designed by Henry Varnum Poor; 
and, from Holland, the figure of a 
woman in white pottery designed by 
C. J. Van Der Hoef, which is notable 
for its graceful lines and a vagueness 
which is extremely modern. 
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Pay Last Respects 


Employes and Business Associates Attend 
Funeral Services for the Late Theodore 
W. Foster at Providence 


PROVIDENCE, R. I., Oct. 8.—Funeral 
services for the late Theodore W. Fos- 
ter, president and treasurer of the manu- 
facturing jewelry concern of Theodore 
W. Foster & Bro. Co., were held at 11 
o’clock last Wednesday morning at St. 
Stephen’s Episcopal Church, where he 
was for many years one of the wardens. 
During the day the entire factory of the 
concern was closed, and more than 400 
employes attended the obsequies in a 
body. Business associates, prominent 
manufacturers and men connected with 
numerous leading local interests, with 
the employes of the firm occupying every 
available seat, paid their respects to a 
beloved and esteemed friend, benefactor 
and employer. 

A high mass of requiem was conducted, 
followed in connection with the same 
type of service which has been in vogue 
in the Episcopal Church for centuries. 
Rev. Frederick S. Fleming was the cele- 
brant of the mass and Rt. Rev. James 
DeWolf Perry, Bishop of the Rhode 
Island diocese, was seated in the chancel 
and assisted in the service. The vestry- 
men of the church served as honorary 
bearers, burial being in the family plot 
at Swan Point Cemetery. The casket 
and the chancel were massed with large 
numbers of handsome floral tributes.. 
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this distinctive 


for 


their homes 


Arresnx used in hundreds of lead- 
ing hotels and clubs this beautiful 
and practical Coffee Server now becomes 
an item of profit for you. 


Countless women have admired the 
distinction it adds to hotel service. 
Hundreds of your own customers will 
want a Stanley Coffee Server for their 
own tables in their own homes. 


tanley Coffee Servers are insulated to 
keep coffee or other liquids piping hot 
for as long as two hours. 


No matter how long guests may linger 
over their meal, hostesses are forever 
saved from those embarrassing luke- 
warm dinner endings so often caused by 
coffee that has been allowed to cool. 


Stanley Coffee Servers are made entirely 
of metal—they cannot break. They 
have extra wide mouths which facilitate 
easy and thorough cleansing. Pure sil- 
ver linings preserve the true flavor of 
beverages. 

Stanley Coffee Servers are finished in 
either polished nickel or silver plate. 
Also supplied with bodies lacquered in 
beautiful colors—handles, lips, covers 
and base bands heavily plated with 
silver. 

There is a good profit for you on 
every one of these Coffee Servers you 
sell. Attractively priced, they will find 
many friends among your customers. 
Write for complete description and 










prices. Stanley Insulating Company, % 
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Goes to Prison for Life 





Jewelry Store Bandit Pleads Guilty to 
Robbery and Is Sentenced Under 


Baumes Laws 


Another jewelry store bandit was 
given a life sentence under the Baumes 
Laws recently when John Riddell, who 
was found guilty of robbing the estab- 
lishment of Alfred Cherubino, 37-33 
103rd St., Corona, L. I., was brought be- 
fore Judge Nathan B. Turk, in the 
Queens County Court. Riddell, who was 
sentenced as a fourth offender, admitted 
six previous convictions, for which he 
had served three prison terms. The rob- 
bery at the Cherubino store occurred on 
April 11. 

Joseph Dailey, an accomplice of Rid- 
dell in the jewelry store robbery, was 
sentenced several days before by Judge 
Turk to serve 40 years in Sing Sing 
Prison, while Charles Fichtl, of Elm- 
hurst, the third member of the bandit 
gang, pleaded guilty and turned states 
evidence. The three men were arrested by 
Detectives Thomas Devery and Thomas 
Layden of the Hunter’s Point Precinct, 
four days after the robbery. They were 
located in a Philadelphia rooming house. 

In holding up the Cherubino jewelry 
store, the proprietor told the police that 
the trio had entered his place with 
sawed off shot guns and after taking the 
jeweler into a rear room, the bandits 
rifled the showcase and escaped with 
jewelry worth $2,500. 








Attempted Swindle Fails 





Jewelry Salesman Arrested After Sending 
Messenger for Merchandise Ordered 
in the Name of Another Concern 


St. Lours, Mo., Oct. 4—Charged with 
ordering nearly $1,000 worth of mer- 
chandise from the Eisenstadt Mfg. Co., 
llth and Locust Sts., this city, a 24-year 
old jewelry salesman was arrested on 
Sept. 25. The police charge that he 
never intended to pay for the merchan- 
dise which he had ordered and which he 
sent a negro messenger boy to obtain 
from the Eisenstadt firm. 

It is claimed that the prisoner has ad- 
mitted that he had previously obtained 
merchandise valued at $125 by ordering 
it under the name of another jeweler 
and then sending the messenger boy for 
it. He is now being held on a warrant 
charging him with obtaining goods under 
false pretenses. 

Just before the messenger arrived for 
the merchandise, which had been ordered 
over the telephone, a member of the firm 
under whose name the order had been 
left, visited the Eisenstadt establishment. 
He was questioned about the order and 
immediately denied that such an order 
had been given. The negro denied any 
knowledge of the nature of the order, 
but merely stated that the man who sent 


him had met him in the Mayfair Hotel - 


where the negro was employed. The 
police arrested the salesman after they 
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waited several hours for him to return 
to the hotel. 

It is claimed that the salesman ad- 
mitted that on Sept. 20 he ordered goods 
by telephone from the Eisenstadt con- 
cern, representing himself as a member 
of another St. Louis house. On that occa- 
sion, he sent the messenger for $125 
worth of watches which were delivered 
and which the salesman sold the follow- 
ing day. These watches were recovered 
in a local shop by the police. 





Get Gems Worth $150,000 


Chicago Diamond Salesman Kidnapped and 
Robbed While in Minneapolis 


MINNEAPOLIS, MINN., Oct. 4.—While 
riding between St. Paul and Minneapolis, 
yesterday, E. H. Porter, a salesman rep- 
resenting Son & Prins, diamond im- 
porters, Chicago, was held up, kidnapped 
and relieved of loose diamonds esti- 
mated to be worth about $150,000. Mr. 
Porter was unharmed by the robbers 
but his bodyguard who was making the 
trip with him, was slugged by the thugs 
and left in an unconscious condition in 
the bus. 

It is understood that one notorious 
bandit has been identified as one of the 
four thugs who committed the hold-up. 

It is reported that both men were 
making the trip between the two cities 
on a bus when at one point along 
the route four men pretending to be 
passengers stopped the car. 

Mr. Porter was placed into another 
car waiting near the bus and after rid- 
ing about 15 minutes was shoved out 
and left to find his way to the nearest 
place where he gave an alarm. 














To Be Incorporated 
Charter for Wholesale Jewelry Trade Asso- 
ciation to Be Granted in Pennsylvania. 


PHILADELPHIA, Oct. 17.—Application 
for a charter for an organization to be 
known as “The Wholesale Jewelry Trade 
Association” has been filed in the Court 
of Common Pleas here and will be ap- 
proved on Oct. 22. The application, 
signed by Bartley J. Doyle and several 
others, states the altruistic purposes of 
the organization as follows: 

“The character and object for which 
the said corporation is formed are for 
the purpose to foster and protect and 
promote the welfare of persons, firms 
and corporations engaged in the whole- 
sale jewelry trade; to protect and en- 
courage such trade and commerce by 
combining the intelligence and influence 
of members against imposition and fraud 
by studying merchandising, conducting 
research, elevating standards of prac- 
tice in the trade, and with other branches 
of the jewelry trade, and by establish- 
ing closer ties of business association 
among the members, and for these pur- 
poses to have and possess and enjoy all 
the rights, benefits and privileges of the 
Act of Assembly and its supplements.” 
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Thomas A. Edison to Receive 
a Gold Medal 


freon a resolution of Congress ap- 
proved May 29, 1928, the Secretary 
of the Treasury was authorized and di- 
rected to cause to be struck and pre- 
sented to Thomas A. Edison a gold medal, 
with suitable emblems and inscriptions, 
in commemoration of the achievements 
of Mr. Edison “in illuminating the path 
of progress through the development and 
application of inventions that have revo- 
lutioned civilization in the last cen- 
tury.” 

Several designs were submitted to the 
Treasury for consideration. Secretary 
Mellon has approved the design executed 
by John R. Sinnock, of 2022 Spring Gar- 
den St., Philadelphia, and such approval 
is concurred in by the Commission on 
Fine Arts. The medal has been made 
in the United States Mint at Philadel- 
phia. 

Formal presentation of the medal will 
be made in Mr. Edison’s laboratory, West 
Orange, N. J., on Saturday evening, Oct. 
20. Preceding the ceremonies in West 
Orange, a short address will be broadcast 
by President Coolidge over a nation-wide 
hookup of radio stations, contributed by 
the General Electric Co., and the pro- 
gram will then be transferred to the 
Edison laboratory at West Orange, from 
which the remainder of the program will 
be broadcast. Presentation of the medal 
will be made by Secretary Mellon, and 
the ceremony in West Orange will also 
include an address by a person of na- 
tional prominence. The ceremonies will 
probably occupy the period of one hour, 
being at 9 p.m., Eastern Standard time. 








Steals Rings 


Loot Valued at $1,200 Missed from Hunting- 
ton, L. I., Store, After Visit 
of Two Men 


Shortly after two men had visited the 
jewelry store of Joseph Schwartz at 
Huntington, L. I., N. Y., last Monday 
afternoon a tray containing 24 diamond 
set wedding rings worth $1,200 was 
found missing. The loss was not dis- 
covered until about an hour after the 
pair left. 

Horton Schwartz, the proprietor’s son, 
was alone in the store when two men 
entered. One asked to see a catalog of 
golf trophies while the other wandered 
about the store. 








Business Troubles 





Alfred F. Fritz, Syracuse, Neb., has 
filed a voluntary petition in bankruptcy. 

John P. L. Ballou, North Attleboro, 
Mass., has assigned to George R. Ellis. 

The Pacific Jewelry Co., San Diego, 
Cal., have assigned with release and is 
offering 35 cents on the dollar to cred- 
itors. The amount of the assets is given 
as $13,554 and the liabilities about 
$26,000. 
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COMMERCIAL EMBLEMS 
CUPS AND TROPHIES 
FRATERNITY AND CLASS 
JEWELRY, GOLD & PLATINUM 
‘MASONIC & LODGE EMBLEMS 
MEDALS & AWARDS 
SILVER WARE 
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Have You Seen the Class Ring and Pin 
Assortment that Miller Is Sending 
All Jewelers? 

This is the time for retail jewelers to seek increased 
profit and to be on the alert. High schools and col- 
leges are purchasing class rings and pins with guards 

at this time of the year. 
We will furnish you with the newest class rings and 
pins. Send for your assortment on memorandum 
today, also a copy of our new class ring and pin booklet 
Special Order Work 
Diamond Setting 
Mountings 


Repairing Diamonds 


Our class pins, college and fraternity jewelry, pins, 
crests, watch fobs, and charms are fast selling items. 


Send US a Trial Order. 
Rapid Service Our Specialty 


TheMILLER 
JEWELRY Co. 


MANUFACTURING JEWELERS 
. CINCINNATI 





—— 
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TRADE MARKS 


of the 


Jewelry and Kindred 
Trades 


Fourth Edition 


Illustrates the trade marks, registered and 


unregistered, used by manufacturers, 


wholesalers and importers in the 
jewelry and allied industries. 


Price $5.00 


Express Charges Paid 


Jewelers Publishing Corporation 
239 W. 39th St., New York, N. Y. 
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PROVIDENCE 


T. B. Gray has succeeded to the retail 
jewelry business of Bernice B. Gray at 
294 N. Main St. 

The executor’s inventory.of the estate 
of the late Louis Shatkin, filed last week 
in Municipal Court, showing a balance 
of $57,238.20, was accepted. 

William G. Lind, of the T. W. Lind 
Co., has received the Republican nomina- 
tion for member of the City Council of 
Cranston from the First Ward. 

Nels G. Berkander, electro-plater, has 
removed his plant from 35 Garnet St. 
to 65 Clifford St., where he has larger 
quarters. 

Parks Bros. & Rogers have removed 
from the seventh to the sixth floor of 
the Manufacturers’ building, 7 Beverly 
St. 

The Maria Pearl Novelty Co., 9 Cal- 
endar St., is owned and operated by 
Guide Marandola, according to state- 
ments filed at the city clerk’s office. 

Benjamin Mayberg has filed informa- 
tion at the city clerk’s office that he is 
sole owner of the Beacon Jewelry Co., 
19 Calendar St. 

The Peerless Box Co. has removed its 
plant from 55 Pine St. and is now set- 
tled in more commodious quarters at 21 
Turner St. 

The Eagle Loan Co., of 336 Admiral 
St., has opened its new $50,000 building 
at the corner of Douglas Ave. and Haw- 
kins St. 

Monroe Block of Monroe Block & Co., 
Providence, sailed on the Berengaria, 

'Wednesday on his semi-annual trip to 
France, Germany and Czechoslovakia. 
He will return about Dec. 1. 

Samuel Silverman et ux. have given a 
mortgage for $17,000 to the Rhode Island 
Hospital Trust Co. on tract of land with 
buildings on Chalkstone Ave. and Fern 
St. 

A mortgage for $4,800 has been given 
W. Clarke Mays to the Providence In- 
stitution for Savings on land and build- 
ings on the south side of Windsor Road 
in Edgewood. 

Information has been filed at the office 
of the city clerk that the business of 
Henry Williams & Son, 107 Friendship 
St., is conducted by Walter E. Peck of 
this city and Joseph H. Semple of North 
Attleboro, Mass. 

Sam Abrams ‘has complained to the 
police that a glass showcase contain- 
ing a number of fountain pens and 
knives, valued at nearly $25, was stolen 
from in front of his store at 656 Broad- 
way the other night. 

The case of the Riser Jewelry Co. 
against Samuel Kerr on book account 
was heard before Judge Rueckert in civil 
session of the Sixth District Court last 
week, and on motion judgment was en- 
tered for plaintiff for $14 and costs. 

The next meeting of the board of di- 
rectors of the Manufacturing Jewelers’ 
Board of Trade will be held at the Turks 
Head Club on Friday, Oct. 19, at which 
considerable routine business will be 

. transacted. 
Tilden-Thurber Corp. has opened a 
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“Gift Corner” on the third floor of its 
establishment at Westminster and 
Mathewson Sts., grouping bridge prizes, 
wedding presents and gifts for every 
occasion. 

After a hearing before Presiding Jus- 
tice Tanner in Superior Court in the 
case of the Peerless Box Co. against the 
Union Novelty Co., a decree was entered 
the past week authorizing the receiver 
to sell assets of the respondent corpora- 
tion. 

The E. A. Eddy Machinery Co. has 
completed the installation of a new ma- 
chine shop in the vocational section of 
the new Cranston high school. The shop 
contains six South Bend motor drive 
lathes, a milling machine, drills and other 
equipment necessary for a complete ma- 
chine shop. 

A hearing will be held before the 
Zoning Board on Oct. 23 on the petition 
of The Hadley Co., Inc., to change cer- 
tain land on both sides of Hanover St. 
west of Dexter St. to industrial classi- 
fication so that additions may be erected 
to the company’s manufacturing plant. 

Plans for an elaborate Armistice Day 
observance of the 10th anniversary on 
Nov. 12 are under way in this city, and 
a citizens’ committee has been named to 
assist the veterans in arranging for the 
observance. Among the members are 
Arthur Henius, Leon Samuels, and 
Arthur L. Aldred. 

Articles of incorporations under the 
laws of Rhode Island have been filed 
by Kaplan Bros., Inc., to engage in the 
wholesale jewelry business with an au- 
thorized capital of 100 shares of com- 
mon stock without par value. The in- 
corporators are Samuel Kaplan, Israel 
Kaplan, and Davis Swartz, all of Provi- 
dence. 

A. P. Workman Mfg. Co., Inc., to be 
located in Providence for the manufac- 
ture of jewelry and novelties, with a 
capital stock of 200 shares of no par 
common stock, was granted a charter the 
past week under the laws of Rhode 
Island by Secretary of State Sprague. 
The incorporators are Abraham P. 
Workman and Samuel H. Workman of 
this city and Samuel G. Honig of Brook- 
lyn, N. Y. 

On a rising vote, both branches of 
the Providence City Council last week 
adopted a minute on the life and char- 
acter of the late Councilman Frederick 
D. Carr, secretary of the Ostby & Barton 
Co., who died July 12. Mr. Carr repre- 
sented the First Ward in the Common 
Council for almost four years, having 
taken his seat therein in January, 1925, 
and serving until his death. A copy of 
the resolution will be suitably engrossed 
and sent to his relatives. 

The annual meeting of the corporation 
of the New England Manufacturing 
Jewelers’ and Silversmiths’ Association 
will be held at the Providence-Biltmore 
Hotel on Saturday afternoon and eve- 
ning, Oct. 25. Reports of officers will 
be submitted and considered, and mem- 
bers of the directorate for three years 
will be elected. A dinner will be held 
at six o’clock, followed by business con- 
siderations, and the meeting will close 
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with an address by some well-known 
speaker. 

The evolution of credit protection was 
exhibited the past week at the office of 
the Rhode Island Association of Credit 
Men, 87 Weybosset St., on the occasion 
of an “At Home,” which formally opened 
for inspection the new and enlarged 
quarters of the association. Thirty mem- 
bers of the association were divided into 
six groups to act as hosts to visitors. 
Among these were Albert A. Wain- 
wright, Howard F. Barker, Theodore A. 
Droz, Charles E. Donilon, David David- 
son, and Edgar M. Docherty. 

Fifty representative buigimess men and 
members of civic organizations will act 
as the Providence Chamber of Commerce 
committee on traffic problems, it was an- 
nounced last week. The committee, which 
has been selected by President William 
L. Sweet in conformity with a resolu- 
tion adopted by the Chamber, includes 
in its membership the following: Fred- 
erick W. Aldred, Howard F. Barker, 
Richard W. Blanding, Walter R. Cal- 
lender, Martin S. Fanning, Col. Joseph 
Samuels, Robert F. Shepard, and Fred- 
eric B. Thurber. 

Fifty guests attended a surprise re- 
ception given Mr. and Mrs. John Fletcher 
at their home, 74 Portland St., the other 
evening in honor of their golden wed- 
ding anniversary. Mr. Fletcher for many 
years was a manufacturing jeweler, be- 
ing associated with his brother, Mayor 
Henry Fletcher, in the Fletcher-Burrows 
Co., which ceased business about two 
years ago after 40 years of existence. 
Mr. Fletcher is 74 years of age and Mrs. 
Fletcher is 70. They have three children, 
a son and two daughters, and one grand- 
child. ‘ 
Among the jewelry buyers reported in 
Providence and vicinity during the past 
week were the following: Daniel Levy, 
of Daniel Levy Co., New York city; Mr. 
Seligmann, of the Seligmann Jewelry 
Co., Seattle, Wash.; Mr. Braster, of the 
Calhoun-Robbins Co., New York city; 
Max Singer and J. W. Singer, of the 
Max Singer Co., New York city; Julius 
Bendheim, of Benheim Bros., New York 
city; Mr. Kaskell, of D. Lisner & Co., 
New York city; Mr. Wertheimer, of 
Wertheimer & Levy, New York city, and 
Max Barish, of the American Jewelry 
Co., New York city. 

Edmund C. Mayo, president and gen- 
eral manager of the Gorham Mfg. Co., 
and Henry D. Sharpe, president and 
treasurer of the Brown & Sharpe Mfg. 
Co., are named as two members of the 
Providence Budget Commission for Capi- 
tal Expenditures, created in a resolution 
which the joint standing committee on 
ordinances introduced in the Common 
Council session on Monday evening. The 
resolution provides for a commission of 
five members to act as an advisory board 
to study the financial problems with 
which the city of Providence is likely 
to be confronted during the next 10 
years, and to make recommendations to 
the City Council as to how far it can go 
in meeting these without placing an un- 
due burden upon the shoulders of the 
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Valuable Optical Books 


The prices quoted are net. No books sent on approval. 


Prices subject to change without notice. 


REFRACTION OF THE HUMAN EYE AND 
METHODS OF ESTIMATING THE RE- 
FRACTION. By James Thorington, M.D. 410 
pages, with 344 illustrations, 27 of which are in 
colors. Price, $3.00. 


OPHTHALMOMETRY. By Ryer. Shows Why 
and How. No more pitfalls. Ophthalmometry made 
simple and precise. Price, $3.50. 


EYE HAZARDS IN INDUSTRIAL OCCUPA- 
TIONS. By Louis Resnick and Lewis H. Carris. 
248 pages; 59 half-tone illustrations. Price, 
flexible fabrikoid, $2.50; paper cover, $1.50. 


MIRRORS, PRISMS AND LENSES. By James 
P. C. Southall. Second edition. 579 pages; 247 
illustrations and diagrams. A text-book of Geo- 

metrical Optics, written to serve as an introduction 

to the theories of modern optical instruments. 


Price, $4.50. 


ANATOMICAL MODEL of the Eye, Ear, Nose and 
Throat. Pilz. Over 270 Anatomical parts named 
and pictured in the folding layers, reproducing in 
natural form and color each anatomical structure of 
the eye, ear, nose and throat. A complete scien- 
ot co convenient reference chart. Price, 


OCULISTS’ VADE MECUM. Comprising all the 
important methods of testing the eyes devised by 
leading ophthalmic surgeons, besides many valuable 
tables on the properties of lenses and methods of 
procedure in the examination of the eye. Price, 
$1.25. 


PRISMS: THEIR USE AND EQUIVALENTS. 
A book containing a more extended knowledge on 
this branch of refraction than is contained in works 
on ophthalmology. Price, $2.00. 


REFRACTION AND MOTILITY OF THE 
EYE. With special chapters on Color Blindness. 
Field of Vision, The Relation of Functional Eye 
Diseases to General Medicine. By Ellice M. Alger, 
Adjunct Professor of Diseases of the Eye in_ the 
New York Post-Graduate Medical School and Hos- 
pital, ete. 122 Illustrations. Extra Cloth. 376 
pages. Price, $2.50 net. 


REFRACTION OF THE EYE. By Gustavus 
Hartridge, F.R.C.R.A. A manual for students. 
275 pages, 107 illustrations and sheet of test types. 
Price, $2.75. 


SQUINT: ITS CAUSES, PATHOLOGY AND 
TREATMENT. By Claud Worth, F.R.C.S. 
Fifth Edition. 242 pages, illustrated. Price, 


SPECTACLES AND EYEGLASSES. By R. J. 
Phillips, M.D. Their prescription and adjustment. 
61 illustrations. Price, $1.50. 


OPHTHALMO-OPTICAL MANUAL. By William 
Swaine. B.Sc. Treats lens theories. sight testing, 
frame fitting. elementary, practical, non-mathe- 
matical. Price, $1.50. 


AN OPTICAL PRIMER. By C. H. Pixley and 
collaborators. Three hundred pages; cloth; illus- 
trated. A primer invaluable to all beginners in 
their early studies and contains a vast amount of 
material of value to every practicing refractionist. 
Price, $2.00. 

OMETRY—STATE BOARD QUESTIONS 

OP TAND ANSWERS. By James J. Lewis. 130 
pages with diagrams. Price, $1.50. 


The Optical Journai 


239 W. 39th St. $3 





ENCYCLOPEDIC OPTICAL DICTIONARY. 
By Jas. J. Lewis, Oph.D. A dictionary of the terms 
used in Optometry and Ophthalmometry. Practical 
hints, things to be remembered and questions for 
those contemplating present or future state examin- 
tions. Fifth edition. Price, $2.00. 


DISEASES OF THE EYE, MANUAL OF. By 
Charles H. May, M.D., New York. For students and 
general practitioners, with 377 original illustrations, 
including 22 plates with 71 colored figures. Eleventh 
edition, revised. Cloth, 440 pages. rice, $4.00. 


DISEASES OF THE EYE. With separate chap- 
ters on Anatomy, Physiology, Bacteriology, The 
Relation of the Eye to the Nose, etc. By Henry 
Caldwell Parker, Clinical Professor of Ophthalmology 
in the Indiana University School of Medicine, In- 
dianapolis, Ind. 116 text illustrations and 6 full-page 
chromolithographic plates with 19 figures. Flexible 
$1.75 Rounded corners. 303 pages. Price, 


THE RECOGNITION OF OCULAR DISEASE. 
By James Forrest. A treatise for optometrists. 
The author’s aim is to impart a general knowledge 
of eye diseases that are most commonly encountered. 
172 pages, with many illustrations, including plates 
in colors. Price, $2.50. 


DISEASES OF THE EYE AND REFRAC- 
TION, COMPEND OF. By Gould and Pyle. 
Including Treatment and Operations, and a Section 
on Local Therapeutics. With Formulae, Useful 
Tables. a Glossary and 111 illustrations, several 
of which are in colors. Price, cloth, $2.00. 


DISEASES OF THE EYE. 696 pages. By De 
Schweinitz. Illustrated. Price, cloth, $12.00. 


LENSES AND MIRRORS. By George A. Rogers. 
68 pages; 20 diagrams and a comprehensive and 
a” quiz at the end. Price, cloth binding, 


MATHEMATICS FOR THE PRACTICAL 
MAN. By Geo. Howe, M.E. 153 pages; illus- 
trated. Explaining simply and quickly all the ele- 
ments of Algebra, Geometry, Trigonometry, Loga- 
rithms. Co-ordinate Geometry and Calendars. 
Price, $1.50. 


BLOOD PRESSURE IN OCULAR WORK. By 
Eugene G. Wiseman. 2€! pages; illustrated, with 
19 engravings. Price, $2.50. 


THE NERVO-MUSCULAR MECHANISM OF 
THE EYES AND ROUTINE IN EYE 
WORK. By G. C. Savage, M.D. 74 pages, with 

ars. full page plates and four diagrams. Price, 


THICK LENS OPTICS. By Arthur Latham Baker, 
Ph.D. 131 pages; many illustrations. An elemen- 
tary treatise for student and amateur; treats the 
optics of microscope and telescope. Price, $2.00. 


MEDICAL OPHTHALMOLOGY. By Arnold 
Knapp, M.D. 510 pages, with 32 illustrations. 
Chapter I, comprising 80 pages, is devoted to the 
anatomy of the eye and especially the ocular nervous 
system. Price, $5.00. 


HELMHOLTZ’S TREATISE ON PHYSIO- 
LOGICAL OPTICS, translated from the third 
Gerinan edition; edited by James P. C. Southall, 
Professor of Physics, Columbia University. Volume 
1, 2 und 8 now ready. Price, $10.00 each. 
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taxpayers. The resolution .was intro- 
duced by Councilman Alfred B. Lemon, 
of the E. L. Logee Co. 

Representatives of the installment 
houses of this city, at a meeting held the 
past week at the Providence Chamber 
of Commerce, formed a group of the 
Providence Retail Credit Managers’ As- 
sociation, to be known as the installment 
group, to hold meetings every other 
Wednesday, beginning Oct. 17, at the 
Chamber. Arnold H. Palancer, credit 
manager of Michaels-Bauer, Inc., was 
elected chairman. The purpose of the 
organization is to protect installment 
dealers against purchasers who leave 
for another address without notifying 
the dealer, for the purpose of proper 
control of individual purchases so that 
accounts would not be permitted beyond 
the ability of the man to pay, or beyond 
his income. 

Cutting a section of plate glass from 
a show window on the Union St. side of 
the retail store of the Reiser Jewelry 
Co., thieves were able to steal watches 
to the value of nearly $500 early Sunday 
morning. The break was discovered by 
a passerby, who told Patrolman Green- 
halgh that a window of the jewelry store 
was broken. The patrolman went at 
once, and there found that the plate 
glass in the window had been cut, a piece 
about one foot long and six inches wide 
having been removed. He notified head- 
quarters, and inspectors were assigned 
to make an investigation. Eugene H. 
Rieser, proprietor of the store, was called 
from his home and reported that the 
place had been broken into some time 
between 11.15 o’clock Saturday night and 
the time of the discovery at 7.45 yester- 
day morning. The loss, he said, is cov- 
ered by insurance. 


ATTLEBORO 


Charles Boyd, for a long time foreman 
for the Bates & Bacon Co., has resigned. 

George Middleton has resigned his po- 
sition here and gone to Elgin, Ill., where 
he has accepted a position. 

Henry Seagrave is reported as resting 
comfortably at the Sturdy Memorial 
Hospital, following an operation. 

The S. O. Bigney Co. has gone on a 
ten-hour day schedule and reports a 
large number of orders ahead. 

At 5.10 o’clock the other morning ap- 
paratus responded to a still alarm at 
the Attleboro Refining Co.’s plant, where 
a few boards were on fire. 

A short circuit in the fire alarm sys- 
tem in the Blake Co. factory called the 
fire apparatus to that building the other 
afternoon. 

The Watson Bros. Co. has opened a 
shop at 30 Railroad St. for the manu- 
facture of a general line, employing 
from 30 to 50 hands. 

John H. Janes, with the Robbins Co., 
is reported as convalescing at the Sturdy 
Memorial Hospital, following a minor 
operation. 

T. F. Rushlow, for several years fore- 
man with the James E. Blake Co., has 
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resigned to accept a position at Elgin, 
Ill. 

Col. S. O. Bigney has been listed by 
the Republican State committee for a 
broadcast on Friday, Oct. 19, through 
station WSAR, Fall River at 7 o’clock. 
His theme will be “Protection” and he 
will explain the importance of the tariff 
in the campaign. 

Mr. and Mrs. Charles J. Hanson of 48 
Mulberry St. were pleasantly surprised 
on their 43rd wedding anniversary last 
week by a number of relatives and 
friends who were present from Provi- 
dence and Warwick Downs, R. I., and 
North Easton and the Attleboros. They 
were the recipients of numerous hand- 
some gifts. 

Mr. and Mrs. Joseph E. Straker cele- 
brated their 40th wedding anniversary 
the other evening at a gathering which 
included about 30 members of the family 
at their home on N. Main St. The occa- 
sion also marked the 13th wedding anni- 
versary of their son and daughter-in- 
law, Mr. and Mrs. Frank E. Straker. 
Among the guests were three cousins 
of Mr. Straker, who motored from New 
Jersey to be present. 

Orders which have been proving 
greater than the capacity for production 
have been coming in to the firm of Smith 
& Crosby Co. in the Bigney building so 
rapidly of late that it has been deemed 
necessary to expand as soon as possible 
in an attempt to meet requirements of 
the firm’s customers, and consequently 
the firm has made arrangements to take 
over about 1500 sq. ft. of additional floor 
space in another section of the Bigney 
building. The firm at present occupies 
an entire floor in the largest building, 
and as soon as possible machinery and 
other equipment will be installed in the 
new section, which will allow of the em- 
ployment of a large additional force. 

Along back in the years when the late 
Joseph M. Bates was the active head of 
Bates & Bacon, Charles Boyd became 
one of his employes. The years have 
gone by, and Mr. Bates has passed 
away. While the firm’s name remains 
unchanged, its management is in new 
hands, but up to a few days ago Mr. 
Boyd has remained as one of the em- 
ployes, for several years occupying a 
position as foreman of one of the de- 
partments. It is almost 30 years since 
he began his labors there, and in that 
time he has made many friends among 
those who have worked with him. These 
friends regretted the severing of their 
relations, and so as a testimonial of 
their good fellowship a delegation waited 
upon him at his home on Second St. last 
Thursday evening, carrying with them 
a purse containing a sum of gold coins 
and with the best wishes for his future. 

The R. F. Simmons Co., Attleboro, on 
Thursday last staged an unusual and 
interesting affair that will always be 
remembered as a gala occasion in the 
history of that concern. It was the pre- 
sentation of service medals or emblems to 
those employes who have been employed 
in that concern’s factory for more than 
five years. There were 164 of these and 
they have been divided into different 
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groups of five years, 10 years, 25 years, 
40 years and 50 years’ service. In the 
five-year group there were 65 who re- 
ceived medals. In the 10-year group 
there were 70. The 25-year group con- 
tained 18, with six in the 40-year group 
and 5 in the 50-year group. The em- 
blems or pins were made by the C. M. 
Robbins Co. and are attractive in design 
and quality. The 50-year group includes: 
Joseph L. Sweet, George W. Derk, Oscar 
E. Herring, William Marshall and Fred- 
erick Skinner, while in the 40-year group 
are: Henry Baker, August L. Blumen- 
thal, Henry F. Douglas, William F. 
Douglas, Frank E. Hawkins and J. Rey- 
nolds. In the 25-year group are: Har- 
old E. Sweet, Frank C. Abbott, John 
Bird, Sara Briggs, Daniel B. Cameron, 
Charles Carpenter, James Douglas, 
Alanson §. Lapham, Michael McCann, 
Edward Maloney, Harry Mathewson, 
Joseph Porter, Ezra Smith, Louis Sweet, 
Joseph Valade, Louis Webb, Eva Webb 
and S. Ford. 


North Attleboro 


The Johnson Brush Co. has removed 
from 70 Chestnut St. to 34 East St., 
where it has larger quarters and in- 
creased facilities. 

J. Frank Mason, president of the 
North Attleboro Community Chest, plans 
to hold the annual drive to fill the chest 
the latter part of this month. 

The Red Cross Florida Relief Fund 
in this town has reached the total of 
$1300, with a number of the factories 
yet to be heard from. The quota as- 
signed to North Attleboro was $1000, 
and it is expected that this quota will 
be doubled. 

The fire department was called out 
last Saturday evening about. 10 o’clock 
for a fire in the japanning room of 
V. H. Blackinton & Co. at the Falls Vil- 
lage. The fire was confined to the small 
building in which this particular work 
is done, and the damage was slight. 

The Whiting Club, composed of em- 
ployes of the Whiting & Davis Co., held 
its installation of officers in the Walter 
L. Rice Memorial building last Monday 
evening, the attendance being unusually 
large. Following the business session, 
there was an entertainment and dancing. 

A new factory building is to be erect- 
ed on Orne St. for the F. I. Gorton Co., 
manufacturing jewelers, which for sev- 
eral years has been located in the Com- 
pany Shops building. Land for the new 
building was purchased last week by 
Harvey Laporte. The space now occu- 
pied by the Gorton Co. will be taken by 
the Bishop Co. as soon as vacated. 

















Aronson’s jewelers, at Washington 
St. and Broadway, Portland, Ore., have 
renewed their lease for a long term of 
years on their present quarters in the 
Morgan building, one of the most promi- 
nent and expensive locations in the down 
town retail district. Aronson’s have 
been in business continuously for 25 
years. 

























































Loose and mounted Diamonds— 
Watches—gold and gold-filled Jewelry 
—Watchmakers’ Supplies—Clocks— 


Pyralin. 
Bargains with a background! 


Every piece of this merchandise we are 
unloading is nationally known, and 
the authenticity of this offer is backed 
up by Cross & Beguelin’s sixty-five- 


year-old reputation. 


Here’s surety of merchandise and 
service, and here are bargains—double 
guarantee of satisfaction and _ profit 


for you. 


The reason for? We are liquidating. 
It amounts to the same thing as a wind- 


fall for your business! 


Make a visit to our offices and judge 


these values for yourself. 


Cross & Beguelin 


15 Maiden Lane New York 
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STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., RE- 
QUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912 
Of THE JEWELERS’ CIRCULAR, published 
weekly at New York, N. Y., for Oct. 1, 1928, 
State of New York 
County of New York § §°- 
Before me, a notary public in and for the 
State and county aforesaid, personally ap- 


| peared T. Edgar Willson, who having been 


duly sworn according to law, deposes and 
says that he is the Editor of Tuer 
JEWELERS’ CIRCULAR, and that the following 
is, to the best of his knowledge and belief, 
a true statement of the ownership, manage- 
ment (and if a daily paper, the circulation), 
ete., of the aforesaid publication for the date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
411, Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness managers are: Publisher, Jewelers Pub- 
lishing Corporation, 239 West 39th Street, 
New York; Editor, T. Edgar Willson, 239 
West 39th Street, New York; Managing Edi- 
tor, T. Edgar Willson, 239 West 39th Street, 
New York; Business Manager, H. A. Robert- 
son, 239 West 39th Street, New York. 

2. That the owner is: (If owned by a 
corporation, its name and address must be 


| stated and also immediately thereunder the 


names and addresses of stockholders owning 
or holding one per cent or more of total 
amount of stock. If not owned by a corpora- 


' tion, the names and addresses of the indi- 





vidual owners must be given. If owned by 
a firm, company, or other unincorporated 
concern, its name and address, as well as 
those of each individual member, must be 
given.) 

UNITED PUBLISHERS CORPORATION 

U. P. C. Stockholders owning or holding one 
per cent or more of the total amount of 
stock: George H. Buzby, The Wellington, 19th 
and Walnut Streets, Philadelphia, Pa.; C. A. 
Musselman, Merion, Pa.; Charles G. Phillips, 
Montclair, N. J. (A) Frederic C. Stevens 
Co., (See Note) 23 Prospect Terrace, Mont- 
elair, N. J. (B) United Business Publishers, 
Ine. (See Note) 239 West 39th Street, New 
York City; Lee Higginson & Co., (Partner- 
ship) 43 Exchange Place, New York City. 

Note — Stockholders of (A)_ Frederic C. 
Stevens Co.: Velma S. Stevens, 325 West End 
Ave., New York; F. C. Stevens, Jr., 325 West 
End Ave., New York; Velma I. Stevens, 325 
West End Ave., New York; Frederick C. 
Stevens, 325 West End Ave., New York; Ruth 
S. Kane, Montclair, N. J. 

Stockholders of (B) United Business Pub- 
lishers, Inc.: Anna B. Frank, Pleasantville, 
N. Y.; Fritz J. Frank, Pleasantville, N. Y.; 
Mabel M. Griffiths, Montclair, N. J.; Lillie 
Lindsay, 698 West End Avenue, New York; 
C. A. Musselman, Merion, Pa.; A. C. Pearson, 
Montclair, N. J.; Frederic C. Stevens, 325 
West End Ave., New York; Harry E. Taylor, 
Montclair, N. J. 

(A) Frederic C. Stevens Co., 23 Prospect 
Terrace, Montclair, N. J. (Stockholders of 
Frederic C. Stevens Co.—See Above) Lee, 
Higginson & Co. (Partnership); A. Iselin & 
Co. (Partnership), 36 Wall Street, New York; 
Lelia C. Pearson, Montclair, N. J. 

3. That the known bondholders, mortgagees, 
and other security holders owing or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholdérs and security holders 
as they appear upon the books of the com- 
pany but also, in cases where the stockholder 
or security holder appears upon the books 
of the company as trustee or in any other 
fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, 
is given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do not appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that of 
a bona fide owner; and this affiant has no rea- 
son to believe that any other person, 4as- 
sociation, or corporation has any interest 
direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise, to 
paid subscribers during the six months pre- 
ceding the date shown above is (This infor- 
mation is required from daily publications 


only). 
T. EDGAR WILLSON, Editor. 
Sworn to and subscribed before me this 
29th day of September, 1928. 
Notary Public N. Y. Co., Charles B. Tanner. 


[SEAL] (My commission expires 
| March 30, 1930) 
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D. Davidson, diamond importer, 1 W. 
47th St., returned last week from Europe 
where he visited the diamond markets 
of London, Antwerp and Amsterdam. 

Irving Genatt, will hereafter repre- 
sent Sylvan Levy, manufacturer of 
platinum and diamond jewelry, 33 W. 
46th St. 

The office of the Jewelers Security Al- 
liance was moved last week from the 
11th floor at 15 Maiden Lane to Rooms 
805, 806 and 807 on the eighth floor in 
same building. 

L. A. Blumenthal, formerly eastern 
salesmanager for the Sheaffer Pen Co., 
is now in charge of the newly estab- 
lished New York office of the Chilton 
Pen Co. 

Ben Klein, dealer in watches, who re- 
cently opened an uptown branch at 562 
Fifth Ave., corner of 46th St., has head- 
quarters at 20 Maiden Lane and not 20 
John St., as reported in these columns 
last week. 

The Electro-Magnetic Clock Corp. was 
granted a charter of incorporation at 
Albany, N. Y., last week, with authority 
to do business in this city. The firm was 
incorporated with 250 shares of common 
stock. 

C. Fitch Mundy, silverware buyer for 
a number of years for William Wise & 
Son and later with Anthonys, Inc., is 
now affiliated with Louis Amols Sons, 
Inec., jewelers, 543 Fulton St., Brooklyn, 
where he has been appointed manager 
of the silverware and clock departments. 

Samuel Bernard, 516: Fifth Ave., has 
planned another hike for watchmakers, 
which will take place next Saturday at 
which time Hunters Island, near Pelham 
Bay Park, will be the destination. Mr. 
Bernard announces that women in the 
trade are invited to take part in these 
walks. 

Freudenheim Bros., Inc., dealers in 
American watches, 170 Broadway, have 
established a branch office at 405 Clark 
building, Pittsburgh, Pa. This office was 
opened on Oct. 1, for the purpose of bet- 
ter serving the trade in western Penn- 
sylvania and vicinity. Julius Hurley, 
who has been connected with the Freud- 
enheim concern for nine years, and who 
is familiar with the trade in that sec- 
tion, has been made resident manager 
of the new office. The branch office will 
carry a complete stock of watches. 

An involuntary petition in bankruptcy 
was filed, last Thursday, in the United 
States District Court, this city, against 
Herman, Philip and Jack Friedman, co- 
partners trading as Friedman Bros., 
manufacturing jewelers, 64 W. 48th St. 
Judge Goddard has appointed E. Gerson 
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Rieger as receiver under a bond of $500. 
The order appointing the receiver places 
the liabilities at approximately $10,000. 
while the assets consisting of merchan- 
dise, furniture and fixtures are said to 
be valued at about $1,000. The action 
was started by Nathan Steinberg, who 
has a claim for $200; Irving Shegel, 
$100, and A. Schorr & Co., Inc., $200. 
Sol. Stern & Co., renting and man- 
aging agents of the 15-story business 
building now being erected at 21 to 27 
W. 46th St., just off Fifth Ave., in the 
uptown jewelry center, have leased from 
the plans to Morris Kaplan & Sons the 
entire 14th floor for a long term of years. 
The building is to be completed before 
May 1, 1929, and will contain every mod- 
ern improvement and device, even to a 
siren alarm from every floor to a cen- 
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tral station, separate jewelers flues, and 
hot and cold water on every side on each 
floor. Negotiations are said to be well 
advanced with a prominent silversmith 
for the store, basement, mezzanine and 
second floor. 

The fall activities of the Jewelers 
Square Club started on Monday evening, 
Oct. 1 at the Cafe Boulevard, 40th St., 
near Broadway, where the organization 
held a dinner and regular monthly meet- 
ing. The affair was attended by more 
than 100 members and the meeting was 
presided over by President Isidore Lass- 
ner. During the evening eight new mem- 
bers were accepted, including William 
Jacobs, Dikran Vartanian, George W. 
Karch, Carl Feith, Samuel Rabinowitz, 
Eli Hyman, Julius Simon and Arthur 
Cooperman. These new members will 
be put through the new ritual and initia- 
tion at the November meeting. This 
ceremony will be in charge of Max Stein, 
who will be assisted by the members of 
the Social Welfare Committee. After 
the business of the evening had been 
transacted, an unusually fine show was 
staged by “Jimmy” Theise, who was as- 
sisted by George Mahler. 

Great stress is laid on the importance 
of the dinner-meeting of the Jewelry 
Crafts Association, which will be held 
on the evening of Oct. 18, at the Hotel 
Astor, New York, at 6 p. m. Aside from 
the principal speakers of the evening 
who will talk on the following subjects: 
(a) “Good Business Ahead—How the 
Jeweler Can Cash In on It,” (b) “Why 
Do People Buy Jewelry”; (c) “Five 
Years From Now—What?” there will 
be others speaking extemporaneously 
from the floor. It is guaranteed that 
the evening will be one of the most 
worthwhile and interesting ever held for 
the members and friends of the associa- 
tion, and all are urged to attend. One 
of the main topics to be discussed by the 
members will be the great value of the 
proposed jewelry trade apprentice 
school, concerning which the officers of 
the association have been so active in 
recent months. The dinner meeting will 
start at 6 o’clock. It is suggested that 
members go to the Astor directly from 
business. The reception will be from 
6.00 to 6.30 and dinner served promptly 
at 6.30. As announced in last week’s 
issue of THE JEWELERS’ CIRCULAR, non- 
members are invited. Tickets are $3.50 
each for members and their guests. The 
Jewelry Crafts Association has sent out 
notices inclosing reservation blanks 
which should be returned immediately. 
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Over One Hundred Years the Jewelers’ Bank 
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pK A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
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Profitable and Reliable Merchandise 


The demand at the present time 
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Two Convenient Branches: H 
75 Maiden Lane — Madison Ave., at 41st St. i The J ewelry & Cutlery Novelty Co. 
‘Capital and Surplus and Undivided Profits $107,000,000 5 NORTH ATTLEBORO, MASS. 
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| Banking Service for the Jewelry Trade 


E offer to jewelers the special facilities developed through years of 
intimate association with their business, together with all the 
financial ard service resources of a great banking institution 


MARKET AND FULTON OFFICE 


AMERICAN EXCHANGE IRVING TRUST COMPANY 
81 Fulton Street, New York 
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Everyone is assured of a most interest- 
ing evening. 

An involuntary petition in bankruptcy 
was filed last Tuesday against the Fifth 
Avenue Diamond Co., 500 Fifth Ave., by 
Friedman Jewelers, Inc., for $200; G. 
D. Sullivan, Inc., $200, and Alex Fried- 
man, $200. 

Joseph D. Little, manager of the 
sterling silver galleries of the Interna- 
tional Silver Co., 15 Maiden Lane, re- 
turned to New York Tuesday after a 
10-day trip to Texas, where he gave sev- 
eral talks on table setting suitable to 
various occasions. 

The trial of Isak Horowitz, alleged 
smuggler, who was arrested Aug. 15 
and indicted Sept. 27, will be held at 
the United States Federal Court Oct. 16. 
Horowitz, it is alleged, made statements 
to the effect that a jeweler in Vienna 
had suggested his bringing over $100,000 
worth of jewelry, carrying $15,000 at 
first and the remainder on other trips 
if he was successful. 

The firm of Parilla & Boffalo, Inc., 
manufacturer of jewelry, 64 W. 48th St., 
was petitioned into bankruptcy last Sat- 
urday. Liabilities are given as about 
$32,364, while the assets approximate 
$8,000. The petitioning creditors are 
Chee Chann and Chann S. Wing, doing 
business as Wing & Co., $1,822; the 
China Commercial Co., Ltd., Inc., $782; 
and L. Heller & Son, Inc., $678. 

An involuntary petition in bankruptcy 
was filed against Grusmark’s, Inc., 500 
Fifth Ave., retail jewelers, in the United 
States District Court on Wednesday. 
The petitioning creditors are: Morris 
Kraut, $100; Morris Rinder, $200; and 
L. Leibeskind, $200. A petition was also 
filed against the company by Friedman 
Jewelers, Inc., $500; L. E. Waterman 
Co., $500; and Alex Friedman, $500. 

A merger of interest to the jewelry 
trade is that of Harry Morse & Co., 580 
Fifth Ave., and Morse Bros., 64 W. 48th 
St. This merger reunites a firm of 
many years standing which was dis- 
solved in the early part of the year when 
Benjamin Morse and Harry Morse dis- 
solved partnership, Harry Morse estab- 
lishing the firm of Harry Morse & Co., 
with his brother, Edward, while Ben- 
jamin Morse continued the business of 
Morse Bros., which had been located at 
11 John St., for many years. The re- 
established firm of Morse Bros., will 
specialize in the manufacture of high 
grade diamond mountings. They will 
be represented on the road by Edward 
Morse who will travel in the West; and 
Benjamin Morse, who will travel in the 
South, the territory he covered for 25 
years up until the time he retired from 
the road eight years ago. 

The first fall meeting of the Good and 
Welfare Committee of the National 
Jewelers Board of Trade, was held at 
the rooms of the board, 22 W. 48th St., 
Tuesday afternoon at 3 p. m., at which 
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time a large amount of routine business 
was transacted. David Belais, the chair- 
man, presided during most of the meet- 
ing and for the remainder of the session, 
Jonas Koch, one of the older members, 
was in the chair. Secretary Shinn of 
the board, besides explaining what had 
been done in connection with the cases 
previously handled, also presented a 
large number of new complaints as to 
violations of the stamping laws, misuse 
of trade terms, fraudulent advertising, 
improper practices, etc., which were 
acted on, several cases being referred 
to the attorneys of the board, who were 
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Telephone Number 


The telephone number of 
the main office of THE 
JEWELERS’ CIRCULAR is 
now 


Penn 4291 














represented at the meeting by Newman 
Levy. Among other matters decided on 
was that a test case should be made to 
cancel the trademark of a concern regis- 
tered as their mark, a term that clearly 
denoted the quality of gold. 


BUFFALO 


Miss Gertrude Goodman, associated 
with Duffy-Powers, Inc., Rochester, for 
the past 10 years as a jewelry buyer, was 
the guest of honor at a testimonial din- 
ner at Spring Brook Inn last week. A 
radio lamp was presented to Miss Good- 
man by the president of the firm as a 
token of appreciation. 


A sample case, left in a taxi by a 
passenger from the New York Central 
station to the Hotel Statler, was turned 
over to police by the driver of the ve- 
hicle and later was identified by Paul M. 
Stern, of L. Stern Co., New York. It 
contained mostly watch bracelets and 
was valued at several hundred dollars. 
Mr. Stern rewarded the honest taxi 
driver. 

Several young men out joyriding early 
last Saturday morning are believed by 
police to have been responsible for the 
smashing of display windows in two jew- 
elry stores. Shortly before 2 o’clock 
police received word that the window of 
J. M. Pollock’s store, 3207 Bailey Ave., 
had been broken into. While the flying 
squad was investigating a side window 
in Augustus G. Striker’s store, 1525 
Hertel Ave., was broken. The loss in the 
Pollock store was estimated at about 
$125, while that in the Striker store 
somewhat less. 
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OHIO NOTES 


Spencer’s is the name of a new retail 
credit jewelry store opened recently at 
39 S. Main St., Akron. The store is lo- 
cated in the heart of the downtown shop- 
ping district and is one of the most 
attractive in the downtown area. 

The jewelry department of the George 
L. Fordye Co., Youngstown department 
store, recently gutted by fire with a loss 
of $20,000, has been reopened and all 
damaged stocks are being sold to make 
room for new merchandise. Much dam- 
age was done by smoke and water. 


C. J. Duncan, proprietor of retail 
jewelry stores in Canton and Massillon, 
and a past president of the Ohio Retail 
Jewelers’ Association, has been named 
head of the committee in charge of the 
Massillon merchants’ annual fall style 
exposition, to be held for three days 
during late October. 


Nusbaum’s, well-known Canton credit 
jewelry store, has been granted a build- 
ing permit to enlarge its store on E. 
Tuscarawas St. This store recently dis- 
continued musical merchandise and will 
sell jewelry exclusively in the future, 
according to Mr. Nusbaum. The altera- 
tions will require several weeks. 


H. H. Creske, new manager at the 
Klein, Heffelman, Zollars Co. department 
store, Canton, announced last week that 
the gift shop has been moved from one 
of the upper floors to the new down- 
stairs store, where a complete gift sec- 
tion will be maintained in connection 
with the glass and art ware departments. 
Mr. Creske also announced that the 
jewelry section had been expanded. 











New Enterprises 





L. K. Burket has opened a jewelry 
business at Akron, Iowa. 

William Heyman, it is reported, will 
erect a jewelry shop at Linton, N. D. 

Scottsbluff, Neb., is the locality sel- 
ected by Fred Bryan for his new jewelry 
store. 

A new jewelry store has been opened 
by Andy Beckman at N. 1 Wall St., Spo- 
kane, Wash. 

It is announced that a jewelry store 
will be opened by Baker & Son, at 
Waverly, Iowa. 

Richard O. Winning has opened a 
jewelry store at 218 S. Central Ave., 
Marshfield, Wis. 

W. E. Ralston has opened a jewelry 
store and watch repair shop at 419 E. 
First St., Long Beach, Cal. 

H. C. Ray has opened a store at 2145 
Chestnut St., San Francisco, Cal., un- 
der the style of The Marina Jeweler. 

A watch and clock repair shop at 330 
E. King St., Lancaster, Pa., is a new 
establishment being conducted by Thomas 
A. Deen. 

William G. Ketai and William Gaeta 
are opening their new retail jewelry es- 
tablishment in the Detroit Savings Bank 
building, Detroit, Mich. 
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PHILADELPHIA 


Representatives of the International 
Silver Co. were numerous here last 
week, several showing displays of the 
newest fall lines of the various factories 
of the company at local hotels. 

Albert Goldberg, watch material 
dealer, 708 Sansom St., is in the Norris- 
town Hospital under treatment for a 
heart complaint, and is reported improv- 
ing. 
The regular quarterly dividend of 1% 
per cent on its preferred stock of the 
Keystone Watch Case Co., at Riverside, 
N. J., has been declared and is payable 
to stockholders on Nov. 1. 

The Philadelphia trade heard with re- 
lief that Frank Kind, head of S. Kind & 
Sons, who has been confined to his home 
by what threatened to be a serious ill- 
ness, has almost completely recovered 
and will soon be at his desk again. 

Attention of Philadelphia jewelers 
and manufacturers has been called to the 
fact that Miss Ella Parsons has loaned 
to the Memorial Hall, Pennsylvania Mu- 
seum, a fine collection of early American 
silver, including some 216 pieces, which 
are now on display at the Hall in Fair- 
mount Park. Jewelers are invited to in- 
spect the collection. 

While A. R. Roshoe, a retail jeweler 
of Shenandoah, Pa., and his family. 
were absent from the home and store, 
over night, burglars forced an entrance 
to the establishment and escaped with 
loot valued at about $800. Most of the 
stolen articles were of minor value, Mr. 
Roshoe having placed his valuable stock 
in the safe, which the burglars made an 
unsuccessful attempt to open. 

Joseph Goodman, well known diamond 
dealer of Sansom St., is a father-in-law 
for the second time, his eldest daughter, 
Miss Shirley Goodmdn now being Mrs. 
Edward B. Grabowski. The wedding 
ceremony performed in the Benjamin 
Franklin Hotel, was attended by 150 
guests. Rev. Mr. Freedman, rabbi of 
Beth-el synagogue here, ‘officiated and 
the young couple were the recipients of 
many congratulations. Following their 
honeymoon, they will live at the Ritz 
Carlton in Atlantic City where Mr. 
Grabowski is in the real estate business. 

The police department, at the instance 
of the Better Business Bureau, is halt- 
ing activities of certain pawnbrokers 
here who have been employing “cappers” 
to sell pawn tickets on articles of mer- 
chandise in their stores, which never 
had been pawned but which the dealers 
found it easier to dispose of by this 
scheme than by legitimate methods. Sev- 
eral of the pawnbrokers were summoned 
to the office of the Director of Public 
Safety and warned that the plan must 
be abandoned or prosecutions would fol- 
low. The dealers agreed, it is stated, to 
drop the scheme. 

John R. Sinnock, medallist and en- 
graver at the United States mint here, 
has completed the Congressional gold 
medal which is to be presented to 
Thomas A. Edison on Oct. 20, in com- 
memoration of the progress he has ef- 
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fected or aided through his many inven- 
tions and their application to science 
and industry in his laboratory at West 
Orange, N. J. Final approval of the de- 
sign and work by Secretary of the 
Treasury Mellon is being awaited before 
the medal leaves the mint. Meantime, 
nothing is given out regarding its de- 
tails in design or craftsmanship. The 
medal was authorized by Congress last 
May. Mr. Sinnock’s design, which was 
submitted in a competition conducted 
last summer, was adjudged the winner 
and approved by the Commission of Fine 
Arts in Washington. 


PITTSBURGH 


Henry Terheyden, head of the Ter- 
heyden Co., and Maurice Rihn, secretary 
of the concern, were in Texas last week 
attending the A. N. R. J. A. convention. 

A petition presented to Common Pleas 
Court by Attorney A. H. Kaufmann was 

















Old Office moved to up- 
town address. 


The downtown office of The 

Jewelers’ Circular at 11 John 

St., New York, will be moved 

to the present Headquarters 

at 239 West 39th St., New 
York, on Oct. 13. 








approved, authorizing those in charge of 
the affairs of the Crescent Jewelry Co. 
to sell the pledges of that concern. 

Between 400 and 500 persons are ex- 
pected to attend the Pennsylvania Credit 
Conference to be held at Uniontown 
Oct. 26 and 27, and at which time sev- 
eral very vital topics will be discussed. 

Thieves are again busy in the Pitts- 
burgh district, the latest robbery to be 
reported being that of the store of the 
Perry jewelry concern at 3925 Perrys- 
ville Ave., according to reports made to 
the police. The window was broken and 
two watches and two bracelets valued at 
$105 stolen. The night patrolman on the 
beat discovered the robbery. 

Samuel Shapiro, who handles a line of 
jewelry at 936 Penn Ave., has been 
elected a memeb rof the Retail Credit 
Men’s Association, the membership of 
the organization having been _ boosted 
across the 1,000 mark the last week. 
The newly elected officers of the or- 
ganization were installed at a meeting 
held Monday night of this week in the 
William Penn Hotel, at which time the 
retiring president, Leon Michaels, turned 
over the gavel to his successor. 

In order to be in a better position to 
serve the trade in western Pennsylvania 
and vicinity Freudenheim Bros., Inc., 
dealers in American watches, 170 Broad- 
way, New York, established on Oct. 1 
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a branch office at 405 Clark building, 
Pittsburgh. A complete stock of 
watches handled by the New York of- 
fice will be carried at the Pittsburgh 
branch. Julius Hurley, who has been 
affiliated with the Freudenheim concern 
for nine years and who is familiar with 
the trade in this section, has been ap- 
pointed resident manager of the local 
branch. 

Quite a number of jeweler-opticians 
were in Pittsburgh last week attending 
the Pennsylvania optometrists’ conven- 
tion, which was held in the William Penn 
Hotel. A large crowd of Pittsburghers 
in particular were in attendance. Some 
of the out-of-town jeweler-opticians seen 
at the meeting included C. J. Bushnell, 
Erie; Frank Hayes, Washington; Clare 
Munson, Jeanette; Mr. Dorer, Bellaire, 
Ohio; A. C. Graul, Sharpsburg; Hugh 
Jackson, Saltsburg; C. H. Bauer, Blairs- 
ville; S. C. Carpenter, Connellsville, and 
others. Some of the visitors report that 
conditions are picking up in their sec- 
tion of the country. 


BALTIMORE 


Mrs. L. M. Thompson, of Leesburg, 
Va., who is now conducting the business 
of her late husband, was here last week 
on a business trip. Charles A. Mann, 
for a number of years engaged in the 
jewelry business at Frostburg, Md., was 
also here on a business trip last week. 

W. R. Atkinson, sales manager of the 
Hamilton Watch Co., Lancaster, Pa., 
spent several days here last week calling 
on the wholesale and retail trade. Mr. 
Atkinson asserted that businss condi- 
tions are steadily improving. On his 
trip here Mr. Atkinson was accompanied 
by Mr. Schroeder, New England repre- 
sentative of the Hamilton organization. 

For the second time within a year 
robbery was committed last week at the 
store of L. William Weber, Howard and 
Clay Sts., jewelry to the value of $300 
being stolen from a show window. The 
thief, who apparently watched the move- 
ments of policemen in the neighborhood, 
smashed a show window with a brick 
wrapped in newspaper and stole a num- 
ber of wrist watches and bracelets. The 
robbery was discovered by William Bach, 
24 N. Castle St., who immediately noti- 
fied a policeman. . Jewelers here have 
been warned by police officials against 
leaving valuable displays in their win- 
dows at night. 

At a special meeting of the cooperative 
advertising committee of the Baltimore 
Jewelers’ Association, held last week, it 
was decided to postpone a blanket adver- 
tising campaign until after the Christ- 
mas holidays. Concerted effort at sales 
will be made through individual adver- 
tising, according to members of the com- 
mittee. It was explained that the time 
between now and the holidays is too 
brief a space for attaining effective re- 
sults. Members of the committee who 
attended the meeting included: Edward 
H. Mealy, C. Howard Millikin, Sigmund 
Katz, Frank A. Pearson, Michael Cap- 
lan and Jacob Engel. 
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ROCHESTER 


Benjamin Turk, of Turk & Lisson, 
Central building manufacturers, left last 
week on a business trip to southern New 
York and Pennsylvania. 

French cut steel bags made their first 
appearance in Rochester last week at 
the store of Weisbuch & Weiss, 115 
Clinton Ave. N. They were imported 
by Mr. Weisbuch on his return from 
Europe a week earlier. 

Samuel Marine and H. I. Short, both 
of the firm of Berson & Marine, Central 
building manufacturers, left last week 
on business trips through the southern 
tier and northern Pennsylvania. They 
expect to be gone a week. 

Stock, fixtures and staff of the Glaser 
Co.’s retail store, 41 Main St. E., were 
moved to temporary quarters at 111 
Main St. E. last week, pending comple- 
tion of alterations to the store front 
now in progress. The store now is 
housed in quarters three times the size 
of its former site. The new store, when 
completely remodeled, will give more 
floor space than formerly. The Glaser 
store expects to be in its temporary home 
for another three weeks. 

Appeals to Rochester jewelers, retail- 
ers and wholesalers alike, to aid in cre- 
ating a winter bowling team to play in 
the amateur leagues this season were 
sent out last week by Ray Weyl, manu- 
facturer, Central building. Mr. Weyl, 
who already is playing in an amateur 
team to keep in form, called attention to 
the fact that Rochester jewelers once 
bowled their way to the top of the 
league. Mr. Weyl will take names of 
any seeking information or desiring a 
place on the team. 

Business looked more normal to retail 
and wholesale jewelers in Rochester in 
a check-up at the end of September. 
The last two weeks of the month were 
pronounced normal. Led by an advance 
in the sale of gems late in August, busi- 
ness began to pick up in watches, gifts 
and silverware. Clocks have remained 
about the same. Novelties picked up in 
September and have been going well 
ever since. The month was no record- 
breaker, but contrasted sufficiently with 
the dead summer to delight jewelers. 

Warning was broadcast to retail jewel- 
ers of Rochester last week by Russell 
Scheer, member of the firm of E. J. 
Scheer, retailer of 259 Main St. E., fol- 
lowing the thwarting of what was be- 
lieved to be an attempt on the part of 
three women to fleece the store of mer- 
chandise. According to Mr. Scheer’s re- 
port, the women, apparently mother and 
daughters, attempted to charge jewelry 
after selecting several articles for pur- 

chase. Balked by Mr. Scheer’s declara- 
tion he would have to learn more of them 
before placing them on the books, the 
women offered to send a check if per- 
mitted to take the merchandise home, 
Mr. Scheer said. The women left minus 
the jewelry, and Mr. Scheer called the 
Retail Merchants Bureau to verify his 
suspicions. He was told a trio had been 


going the rounds of retail stores in vari- 
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ous New York cities swindling merchants 
out of merchandise. Fifty judgments 
already are outstanding against the trio, 
according to the bureau’s records, Mr. 
Scheer said. Mr. Scheer immediately 
called other Rochester retailers to warn 
them. The women did not reappear. 


BOSTON 


All wholesalers will close their estab- 
lishments from Thursday night, Oct. 11 
at 5 p. m., until Monday morning, Oct. 
15, over Columbus Day, which is a pub- 
lic holiday in this part of the country. 

L. A. Jacobson, in the wholesale and 
manufacturing jewelry business in this 
city for the past 10 years, has completed 
enlarging his offices by adding a large 
show room, diamond room and buying 
room and will display a more extensive 
line of jewelry. All fixtures have been 
specially designed for his new quarters. 

The Rev. Edgar E. Davidson, brother 
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of Charles and Frank Davidson, prin- 
cipals of the Thomas Long Co., passed 
away Oct. 1 at the age of 72 years. Fun- 
eral services were conducted from his 
home on Prescott St., Newtonville and 
the Methodist Church in that town. He 
is survived by his widow and one daugh- 
ter. 

An explosion of a boiler in the base- 
ment of the Hotel Glenwood, Roxbury, 
last week, shattered a plate glass win- 
dow in the store of H. G. Brooks on the 
first floor of the building, and broke a 
show case and several clocks, picture 
frames and other articles. In the store 
were Thomas O. Reed, manager; Miss 
Charlotte Gage and a Mr. McDonald, 
but they were not injured. 

An Open House Exposition was pre- 
sented by the Smith Patterson Co. all 
last week. The exposition was designed 
for educational purposes, and at the in- 
vitation of the personnel of the company 
hundreds of customers and others vis- 
ited the exhibition. Pieces from numer- 
ous manufacturers were shown, not 
only in the front windows, but also on 
special tables and other places through- 
out the store. 

The annual beefsteak dinner of the 
Boston Jewelers’ Club is to be held at 
the Elks’ Hotel Oct. 19. This event is 
limited to members only, and is one of 
the big social functions during the year. 
A cabaret entertainment with com- 
munity singing will follow the dinner. 
President James H. Parks will preside. 
Arrangements are in the hands of Sec- 
retary Albert R. Kerr. who has been di- 
recting the social functions of the club 
for more than 20 years and has become 
a pastmaster in the art. 





October 11, 1928 


LANCASTER 


Thomas A. Deen, formerly of Wash- 
ington, D. C., has opened a watch and 
clock repair shop at 330 E. King S&t,, 
this city. 

The following representatives called 
on the local dealers the past week: John 
W. Sherwood, of the Solidarity Watch 
Case Co., and Henry L. Keefe, of Buhl, 
Peer & Keefe, New York city. 

At the 32nd annual convention of the 
Pennsylvania Optometric Association, 
held Wednesday, Oct. 3, at Pittsburgh, 
Pa., Dr. George R. Huber, of this city, 
was elected first vice-president. 

V. Chester Brown, jeweler, Quarry- 
ville, Pa., and his wife were in an auto- 
mobile accident several days ago. Mrs. 
Brown received several minor injuries 
and the machine was badly damaged. 

The following out-of-town jewelers 
were recent callers in Lancaster: J. 
Floyd Murdock, Bedford, Pa.; Earl §S. 
Lohs, of Walter J. Yenny, East Pitts- 
burgh, Pa.; Walter A. Russell, Chris- 
tiana, Pa.; Howard E. Ruhe, with I. A. 
Deisher, Reading, Pa., and Fred Kauf- 
hold, Columbia, Pa. 

John J. Bowman, director of the Bow- 
man Technical School, for the past week 
has been a juror in the United States 
Court for the District of Eastern Penn- 
sylvania, held at Philadelphia. The fol- 
lowing students enrolled in the school 
the past week: George Buller, Harris- 
burg, Pa.; Harold Prosser, Atlantic 
City, N. J.; Lester Randall, Mount 
Tremper, N. Y.; R. H. Terry, Spencer, 
N. C., and D. A. Sowers, Johnstown, Pa. 
Edwin H. Kenly, York, Pa., a graduate 
of the school some years ago, died Satur- 
day afternoon, Sept. 29, at the York 
Hospital. Mr. Kenly was married only 
about two months ago to Miss Lula 
Franklin Creighton, of Cambridge, Md. 
Military honors were accorded him by 
Post 127 of the American Legion. 


ALLENTOWN 


The following manufacturers’ repre- 
sentatives are calling on the trade in 
this locality: Henry G. Edinger, Irons 
& Russell Co.; John Watson, with L. 
E. Waterman Co.; N. Berman with 
Leven & Son; Paul E. Lesure with J. A. 
Wright & Co., Inc., and Felix B. Voll- 
man with Felix B. Vollman & Co. 

Burt Snowden, formerly a member of 
the jewelry firm of Snowden & Wicks, 
Pittston, Pa., has opened a new jewelry 
store at 14 W. Broad St., Bethlehem. 
He held his formal opening on Saturday. 
His store presents a neat and up-to-date 
appearance, numerous floral offerings 
being in evidence on the opening day. 

Miss Gertrude Potts, daughter of 
Abraham G. Potts, 446 Northampton 
St., Easton, was painfully injured about 
the body and legs when struck by an 
automobile on Thursday morning. Miss 
Potts was taken to the Betts Hospital 
where it was reported she was sufferint 
from bruises of the body and limbs and 
also from shock. 
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CHICAGO NOTES 


The Chicago jewelry trade was well 
represented at the convention of the 
American National Retail Jewelers As- 
sociation held last week in Dallas, Tex. 

Jack Miller, representing the Kalisher 
Mfg. Co., and Friedman Bros., is ex- 
pected to return to Chicago within the 
next few days after spending some time 
traveling through the South. 


Harold Green, president of the Quaker 
Silver Co., is spending about two weeks 
in Chicago, calling on his wholesale cus- 
tomers here and visiting with his mother 
and father, the Louis H. Greens. 

E. S. Heller, manufacturers’ repre- 
sentative, with Chicago headquarters in 
the Heyworth building, left last week on 
a visit to the eastern factories he rep- 
resents. 

A. Krautheim, jeweler at. Muskegon, 
Mich., has held a special sale and re- 
ports satisfactory results. Contracts 
have been let for the remodelling of the 
store and extensive improvements to 
include a new front and fixtures. 


Leonard Hoffman, southern traveler 
for S. Wechter & Co., manufacturing 
jewelers at 159 N. State St., will re- 
turn to Chicago the end of next week 
after completing a six weeks’ trip 
through the South. 

George Simmons, manufacturer’s rep- 
resentative, with offices in the Heyworth 
building, is making a business trip to 
St. Louis, Kansas City, Dallas and cities 
of the South, returning home about the 
end of this month. 


Pat Reardon, who has been associated 
with the Chicago office of J. R. Wood & 
Sons for several years, is now connected 
with their sales force. Mr. Reardon left 
on Monday night on his initial trip 
through parts of Illinois, Missouri, Ne- 
braska, Kansas and southern Iowa, and 
will be away for about three weeks. Mr. 
Reardon has the well wishes of his many 
friends in the trade in his new work. 


Norman L. Stevens, salesmanager for 
the Gilbert Clock Co., spent some time 
in Chicago visiting with Fred Bleuher, 
their local manager, enroute to Dallas 
and the convention. When Mr. Stevens 
left the Chicago office at 10 S. Wabash 
Ave., about 10 o’clock for the Bismark 
Hotel, and while walking on La Salle St., 
opposite the city hall, he was assaulted 
and in addition to losing money and 
valuables received severe injuries. 

The marriage of Miss Alice Lewitan 
and Dr. H. E. Chipron, took place on 
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Tuesday afternoon at 6 o’clock at the 
Edgewater Beach Hotel. Miss Lewitan 
is the daughter of Mr. and Mrs. Samuel 
Lewitan, diamond importer of this city. 
Following the wedding dinner, the 
couple left on a two weeks’ honeymoon 
trip to Atlantic City and the East. Upon 
their return to Chicago they will make 
their home temporarily at an apartment 
hotel until their permanent home is com- 
pleted. 


Two colored men were arrested last 
week while robbing a south side furni- 
ture store. They were taken to the police 
station at 48th St. and Wabash Ave., 
and questioned by one of the Pinkerton 
operatives. They gave their names as 
Percy Clay and Robert Johnson. The 
Pinkerton man was suspicious of them 
and felt sure they were the men wanted 
in the Olsen & Ebann, and the A. W. 
Johanson & Co., sneak thefts that oc- 
curred during the holiday season of last 
year. When confronted by the clerk in 
the store of Johanson’s and identified by 
her Clay admitted the charge and in his 
story involved Johnson, who would not 
admit his part in the robbery. Johnson 
was sent to the Juvenile Detention Home 
and Clay was kept at the Police Station 
until their case comes up early this week. 


Arthur F. Conway, a sneak thief with 
a long record was arrested last week 
when he attempted to rob a hardware 
man, after failing in his attempt on a 
jeweler. Conway entered the jewelry 
store of George P. Anderson, 3624 W. 
Fullerton Ave., and asked Mrs. Ander- 
son to show him a strap watch. Mrs. 
Anderson showed him several and called 
his atteation to one that he had covered 
with a handkerchief. He apologized and 
asked to see a watch that was displayed 
in a window. Mrs. Anderson got the 
watch and in looking over the collection 
of the case noticed that one was missing. 
She again called him for it and asked 
that he remove his handkerchief from 
his coat pocket. With the handkerchief 
the watch was discovered. He then left 
the store and went into a nearby hard- 
ware store. Mrs. Anderson’s son had 
appeared in the store while Conway was 
being waited upon and he followed him 
out and into the other store. When 
Conway made an attempt to help him- 
self in that store Anderson phoned the 
police and he was arrested. Conway 
was sentenced to jail in April, 1926, on 
account of swindling Moore & Evans of 
Chicago. He is a drug addict and when 
he was placed in his cell attempted to 
strangle himself. 
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Abe Chickering planned to open his 
new store at 811 Vine St. under the 
name of Carter’s, yesterday (Oct. 10). 
It will be a credit establishment and 
also a used jewelry emporium. 

Arthur C. Jacobs, of the D. Jacobs 
Sons Co., this city, left his New York 
office for a trip through the South. He 
is in charge of the Artel Co., 233 Fifth 
Ave., New York city, which is a branch 
of the Cincinnati concern. He will be on 
the road until Nov. 1. 

Fred McAtee, jeweler, Petersburg, 
Ind., is in Cincinnati consulting with of- 
ficials of a pattern works to manufac- 
ture a device for which he has applied 
for patents. The device, or invention, 
is to be applied on automobile batteries 
to prevent any spilling of acid. It can 
also be applied to gasoline tanks on auto- 
mobiles. 

Dispatches to Cincinnati Saturday 
told of the arrest of two men and a 
woman at Chillicothe, Ohio, pending an 
investigation into the disposal of a 
large quantity of jewelry at a loan of- 
fice in Portsmouth, Ohio. The trio, 
claiming to reside in Brooklyn, N. Y., 
obtained a loan of $3,050 from a Ports- 
mouth loan company, declaring that 
they wanted to buy an automobile. 
After depositing a large quantity of jew- 
elry and two wrist watches with the Ioan 
concern the trio received a check in pay- 
ment. When the check was presented 
at a Portsmouth bank officials there be- 
came suspicious and notified the police. 
It is thought possible that the trio dis- 
posed of stolen gems, but the prisoners 
claimed that they had bought the jew- 
elry. The group got out of Portsmouth 
and were taken into custody at Chilli- 
cothe, where they are now being held by 
the police. 








Fort Dodge 





Billie Boggs, the popular Fort Dodge 
jeweler, is sojourning in California, com- 
bining business with pleasure, while rest- 
ing up for a busy fall and holiday busi- 
ness. 

Merrill Inch has sold his interest in 
the Inch & Olson jewelry store at Fort 
Dodge, Iowa. Mr. Inch has rented a 
room and is buying stock and fixtures 
for a new store here which he plans to 
have ready for business on or about 
Nov. 15. sala 
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ST. LOUIS 


Warren Conzet, for the past five years 
associated with the Drosten Jewelry Co., 
has joined the sales force of the store 
of Hess & Culbertson Jewelry Co., at 
Ninth and Olive Sts. 

Local wholesale concerns have been 
flooded with telegrams last week asking 
for World’s Series tickets, from cus- 
tomers in all parts of the South and 
West. These are largely oversubscribed 
and many firms have been trying to get 
hold of enough tickets to take care of 
their trade friends. 

Members of the staff of the Eisenstadt 
Mfg. Co. who were away last week in 
attendance at the annual convention of 
the national association, in session in 
Dallas, Texas, included A. F. Eisen- 
beiss, J. A. Hetzel, Al Wolff and M. 
Locke. The concern was one of the 
booth exhibitors at the convention. 

Some nice sales were reported in the 
past few weeks of articles in the jewelry 
line due to the presence of the annual 
Veiled Prophets ball, which is the 
premier society event of the year and 
usually launches the opening of the fall 
season. The fact that. the affair was 
the golden anniversary of the organiza- 
tion made it more notable than ever and 
a large crowd attended. 

Business is reported satisfactory with 
the members of the wholesale trade with 
a fair run of trade coming in from the 
traveling men. Many of these will be 
in within the next 30 days for the sea- 
son and conditions for the balance of 
the year are considered much improved 
with crop conditions getting more stable 
and reports coming in that many sections 
supplied from this wholesale market in- 
dicate that they have the best crop in 
years. 

The Drosten Jewelry Co. has vacated 
its old premises in the Frisco building, 
where it occupied the ground floor on 
the corner of Ninth and Olive Sts., and 
is now getting rapidly at home in their 
new quarters immediately overhead on 
the second floor of the same building. 
An opportunity came to lease the old 
store to an advantage and the deal was 
made, but the concern expects to be as 
important a factor in local retail jew- 
elry circles as ever. 

A well attended meeting of members 
of the local retail jewelry trade was 
held at the Hotel Statler last week at 
which Bartley J. Doyle, of Philadelphia, 
gave an interesting address in which 
he outlined the plans and purposes of the 
Jewelry Trades Association now in 
process of formation, and which will in- 
clude the several branches of the trade. 
Over 100 dealers were present and at 
the close of the talk most of them signed 
membership cards in the organization. 
Leo C. Vogt, president of the Hess & 
Culbertson Jewelry Co., presided at the 
meeting. 

The committee work on the raising of 
funds for the bill board advertising for 
the fall season is progressing well and 
an early meeting is planned. President 
Selle expects to be able to make a pre- 
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liminary report soon, and hopes to be 
able to secure the cooperation of prac- 
tically every dealer in town. Meanwhile 
contracts have been made for an even 
100 bill boards in various parts of the 
city and suburbs and these are expected 
to be all set for public inspection by 
Oct. 15, in time for “Diamond Week.” 
The copy will feature both diamonds 
and jewelry and will be changed for 
November and December. The success 
of the similar campaign has made it 
more easy for the local association to 
sell the plan to the trade this year for 
a larger campaign of publicity. 


DETROIT 


Anthony Ruck, of the E. H. Pudrith 
Co., is in a Detroit hospital recovering 
from an operation for appendicitis. 

J. Schubot, diamond merchant, has 
opened a new place of business in the 
Capital Theatre building. He has new 
fixtures and also new merchandise. 

William G. Ketai and William Gaeta, 
formerly with the Friedberg jewelry 
organization, are opening a new retail 
establishment of their own on the sev- 
enth floor of the Detroit Savings Bank 
building. They have a wide acquain- 
tance in the trade. 

A. J. Jean, of Ste. Marie, paid a visit 
to Detroit recently, buying new mer- 
chandise for his fall trade. He brought 
favorable business reports from his 
northern section where nearly every one 
has had a good summer, the rural sections 
particularly having prospered. 

W. T. Loney, of Saginaw, was a recent 
caller on the Detroit wholesale houses. 
Saginaw, like many other Michigan in- 
dustrial centers, has had a prosperous 
summer and is entering the fall with 
favorable trade prospects. The jewelers, 
particularly, are expecting a good busi- 
ness and are preparing for it. 

In order to facilitate patronge retail 
merchants in Ferndale, a suburb north 
of Detroit, are considering a plan to 
furnish free jitney service to patrons 
who wish to do their buying in that 
place. Those entering the agreement 
will grant a rebate on purchases to pat- 
rons who show tangible evidence that 
they used a jitney to get to a Ferndale 
store. 

In a raid last week the Detroit police 
rounded up 13 men and a woman in an 
apartment house where, the police say, 
holdups are planned and the loot divided. 
The men are being held on technical 
charges of robbery. Among the pris- 
oners was one who, the police claim, 
has been sought by the Cincinnati, Ohio, 
authorities for years in connection with 
the $50,000 robbery of the jewelry store 
of Sam Savin, im that city, on March 
23, 1922. 

F. Rolshoven & Co., retail jewelers, on 
Oct. 1, obtained a $9,000 default judg- 
ment from John Duval Dodge, son of 
the late John F. Dodge, automobile 
manufacturer, before Judge Ira W. Jane 
in the Wayne Circuit Court. H. Rol- 
shoven, representing the jewelers, testi- 
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fied that Mr. Dodge purchased a diamond 
bracelet costing $8,205 in December, 
1925. Other purchases brought the tota] 
to $9,000, he added. Mr. Dodge wrote 
the company he wanted to arbitrate the 
bill, but the company refused, Mr. Rol- 
shoven further added. 


CLEVELAND 


The aged mother of J. M. Buchanan 
of the H. W. Burdick Co. passed away 
last Thursday after a week’s illness. 

The many friends of William Martin, 
retail jeweler, 12407 St. Clair Ave., will 
sympathize with him in the loss of his 
wife, who passed away last week. 

C. P. Apple, of Youngstown, was hur- 
riedly taken to the hospital last week, 
where he underwent an operation for 
appendicitis, from which he is reported 
to be recovering nicely. 

The annual salesmen’s meeting of the 
H. W. Burdick Co., wholesale jeweler, 
was held on Saturday, Oct. 6, at the 
offices of the company on the third floor 
of the Swetland building. H. W. Bur- 
dick, president of the company, pre- 
sided. 

Bernard Eilberg, retail jeweler, 4919 
Woodland Ave., was the victim of a thief 
on Friday at noon. Two men entered 
the store and asked to see some watches, 
and when they had left the store the 
jeweler discovered that a watch valued 
at $25 was missing. 

The Potter Studios now located at 
4404 Euclid Ave. will move to the new 
Upper Carnegie building on Carnegie 
and E. 105th St. and will hold their 
formal opening on Nov. 5. A five-year 
lease has been taken on the premises, 
which are much more commodious than 
the present quarters. 

Among out-of-town jewelers in Cleve- 
land last week were: James V. Guthrie, 
Leesburg; W. Kerr, Wooster; H. C. 
Webb, Bedford; L. W. Wyckoff, Chagrin 
Falls; Mr. Pitkin, Norwalk; Mrs. Mc- 
Carvel, Elyria; S. H. Brainerd, Medina; 
C. J. Duncan and wife, Massillon, and 
W. H. Hines, West Salem. 


CANADA NOTES 


The American Diamond Company has 
been registered in Montreal. 

The firm of J. A. Prouix, registered 
jewelers of Montreal, have dissolved. 

Alexander J. Johnson, jeweler, Copper 
Cliff, Ont., has given a chatte] mortgage 
to James C. Chalmers for $5,443. 

Maurice Boutet, jeweler, Victoriaville, 
Quebec, has assigned and Auguste Bour- 
beau has been appointed custodian. 

Out-of-town jewelers calling on the 
Toronto trade recently included: J. D. 
Wilson, Woodstock; George Savage, 
Guelph; R. N. Bassett, Oshawa; H. A. 
Felt, Barrie; L. J. Alteman, Brampton; 
F. S. Savage, Seaforth; A. H. Wideman, 
Markhan, all of Ontario. 
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MILWAUKEE 





W. H. Grunert, retail jeweler at Green 
Bay, Wis., has sold out. his business. 
Mr. Grunert is planning to take a trip 
to Florida with his family. 

A partnership has been formed be- 
tween Ed. Rathke, Mayville retail jewel- 
er, and Werner Blohm, jeweler, at Mus- 
coda, and the firm is now operating 
under the name of Rathke & Blohm, 
Mayville, Wis. 

Announcement has been made in Mil- 
waukee of the erection of a 12-story 
“Retail Mart” to house jewelry and gift 





An interest-getting display that 
is attracting much attention is 
being tried out at the A. G. Friske 
jewelry store at 3401 North Ave., 
this week. The public is asked to 
“watch the mystic light.” This 
light appears in the window of 
the jewelry store placed in a cut 
glass tumbler where it goes on 
and off continuously. It is not 
attached to any socket so_ the 
problem to be solved is how it is 
lighted. To the man or woman 
who gives the nearest to the cor- 
rect solution a wrist watch is to 
be presented. The second prize 
will be a string of imitation pearls 
or a cigar lighter. 











shops and women’s apparel stores. The 
building is to be erected at 517-519 Wis- 
consin Ave., L. M. Kesselman and as- 
sociates, owners, have announced. 

A new organization has been incorpo- 
rated in Milwaukee “to disseminate pro- 
paganda to defer criminals and others 
from operating in and through retail 
stores.” The new concern is to be known 
as Stores Protective Service, Inc. E. 
P. Conery, D. Fraser, and F. C. Mc- 
Carthy are the incorporators. 

A good, brisk business is in evidence 
at Milwaukee wholesale and retail jewel- 
ry establishments, reports from jewelers 
indicate. Most of the retail jewelers 
have had quite a bit of holiday business, 
they report, most of which has a down 
payment and is being laid aside until 
holiday time. This is especially true 
of watches and diamond rings, it is 
stated. 

The Milwaukee District Jewelers Club, 
comprising wholesalers and retailers of 
Milwaukee, is discussing plans for a co- 
operative advertising campaign to be 
carried on through the months of 
November, December and January. 
Tentative plans include the use of news- 
paper and billboard advertising, using, 
in the billboard advertising, the posters 
of the National Association. Definite 
plans with regard to the campaign are 
to be made within the next week. 

Mrs. Charles Speidel, 79, for many 
years the only woman watchmaker in 
Wisconsin, recently celebrated her 52nd 
anniversary in the jewelry business. 
Mrs. Speidel, together with a son, Clyde. 
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operates a jewelry store at Richland 
Center, Wis. She is Richland Center’s 
oldest business woman, in point of ser- 
vice. She learned the art of watchmak- 
ing from her husband. Mr. Speidel 
learned the trade from his father who 
was keeper of the clock in Wertenberg 
Castle, Germany. 

A new jewelry store, under the name 
of Behling & Kosobucki, Inc., is to be 
opened at 1330 Oakland Ave., with 
Arthur Behling, vice-president and sec- 
retary of the concern and E. R. Koso- 
bucki, president and treasurer. This is 
the second jewelry store owned by Mr. 
Behling and Mr. Kosobucki in Milwau- 
kee. The other store is on Brady St. 
Mr. Kosobucki will have charge of the 
new Oakland Ave. store with Adolph 
Behling, brother of Arthur Behling, in 
charge of the optical department. The 
Brady St. store will continue under ths 
management of Arthur O. Behling, who 
is also in charge of the optical depart- 
ment. 


KANSAS CITY 


The Mulhaupt Jewelry Co. has recent- 
ly added radios to its stock of merchan- 
dise. 

Miss Dorothy May Grant and Mr. H. 
D. Burt will be married Thursday, Oct. 
11. Miss Grant is the daughter of Mrs. 
Ollie R. Grant of the Clark Tool & Ma- 
terial Co. 

Miss C. A. Quinn, buyer for the 
Emery, Bird, Thayer Co., says that her 
firm has done very well lately on flat- 
ware. Silver water pitchers also have 
been a very good item, Miss Quinn says. 

Among the recent visitors in the city 
were C. J. Benson, Lees Summit, Mo.; 
O. P. Templeton, Fairfax, Mo.; Mr. and 
Mrs. H. E. Newfield, Ottawa, Kan.; A. 
J. Madtston, Ottawa, Kan.; Roy King, 
Superior, Neb.; Carl Hunnius, Leaven- 
worth, Kan.; Hugh Noe, Butler, Mo.; 
Al. Richards, Pittsburg, Kan.; Lloyd 
Wardin, Topeka, Kan.; W. C. Peden and 
daughter, Marietta, Okla. 

A plan to relieve the traffic congestion 
caused by parking in the downtown dis- 
trict has been evolved by 30 downtown 
merchants. This plan provides for free 
parking at two garages and one parking 
station of cars belonging to patrons of 
the 30 stores. Patrons, in order to be 
given the free parking privileges, must 
make purchases amounting to $1 at any 
of the stores providing the parking ser- 
vice. Free parking will be provided for 
two hours and a fee of 10 cents will be 
charged for three additional hours. 
Shoppers taking advantage of the ser- 
vice will, on claiming their cars, present 
tickets from the stores showing that 
their purchases have amounted to $1 
or more. They will then be given their 
cars without any charge being made for 
parking. This service started Oct. 1. 
The Jaccard Jewelry Corporation and 
the Goldman Jewelry Co. are among the 
30 merchants. The list comprises de- 
partment stores and various lines of re- 
tail business. 
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EVANSVILLE 


TRADE CONDITIONS 


Trade with the retail jewelers of Evans- 
ville and many of the other towns in south- 
ern Indiana has shown some improvement 
during the past week. A rain of a few days 
ago broke the drought that prevailed for 
several weeks and some fine weather has 
been experienced that put everybody in a 
good frame of mind. General business con- 
ditions have improved steadily and it is the 
general opinion of men engaged in business 
in many retail lines that things are going to 
boom after the November election and that 
there will be a fine volume of business. Col- 
lections are very good. Wholesale jewelers 
say their trade has forged ahead some and 
they are looking for a good volume of busi- 
ness during the remainder of the year. 








Mrs. Kornrumpf, widow of the late 
Christian Kornrumpf, a pioneer retail 
jewelery dealer, is seriously ill at her 
home in Huntingburg. Her husband 
died several weeks ago and since that 
time she has been in failing health. 

Local retail jewelers are looking for 
a big demand in Scottish Rite and 
Shrine jewelry in November when the 
fall convocation of the Scottish Rite 
Masons and the fall ceremonial of Hadi 
Temple of Shriners will be held here. 

Local retail jewelers are very much 
interested in the suit filed a few days 
ago at Indianapolis to enjoin the Indiana 
State Highway Commission and the 
Kentucky Highway Commission from 
building a bridge across the Ohio River 
at Evansville. The local merchants have 
clamored for this bridge for many years 
and now that it appears to be a cer- 
tainty they will fight any move that is 
made to stop the building of it, they 
assert. 








Consular Notes 


The Bureau of Foreign and Domestic 
Commerce reports that jewelers’ lathes 
are wanted by a firm located in Sao 
Paulo, Brazil. The Bureau at Washing- 
ton, D. C., or any of its branches will 
give detailed information to those in- 
quiring if their File No. 33402 is given. 

* * * 


A firm in Quebec, Canada, is in the 
market for jewelry, compacts and pow- 
der boxes according to the Bureau of 
Foreign and Domestic Commerce. Those 
particularly interested in this call can 
secure additional information from the 
Bureau at Washington, D. C., or any of 
its branches if their File No. 33428 is 
mentioned. 











Although the raising of the $30,000 
quota for this city to the Providence 
Red Cross hurricane fund for Florida 
and Porto Rico sufferers has not pro- 
gressed as rapidly as its sponsors have 
desired, a total of $20,794.88 was re- 
ported up to the close of Saturday eve- 
ning. As has always been the case in 
the raising of funds for patriotic, phil- 
anthropic, welfare or other worthy pur- 
poses, individuals, firms and corporations 
identified with the manufacturing jew- 
elry industry and its co-ordinate 
branches have been among the earliest 
subscribers. 
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LOS ANGELES 


The Broadway Diamond Shop has 
opened a new store at 859 N. Broadway, 
in the center of the prosperous Italian 
settlement. 

Jesse Measer, of Berson-Measer Jewel- 
ry Co., is on his regular fall trip in 
Southern California territory, going as 
far south as San Diego. 

M. Ramos, diamond cutter, has opened 
a shop for the trade at 305 Jewelers 
building, in the rear of the manufactur- 
ing plant of Mahy Bros. . 

H. L. O’Neill, vice-president of Jack 
Roth, Inc., 404 Metropolitan building, is 
in the Bay City region and will arrive 
in Los Angeles about Oct. 20. 

Juchem Bros., stone cutters, 816 Met- 
ropolitan building, are enlarging their 
plant and adding new equipment, much 
of it being imported from Germany. 

E. B. Dukeman, diamond merchant, 
403 O. T. Johnson building, is off on a 
business trip to the leading cities of the 
East. He will be gone until Nov. 1. 

L. A. Hendrickson, Fullerton, has 
taken as a partner J. Hillabold, of 
Kansas City. Mr. Hillabold was a trav- 
eling representative for a Kansas City 
house. 

Frank Suttin has combined the busi- 
ness of two stores into one. He will 
retain the one at 707 S. Figueroa St. 
and has closed up the store at 916 W. 
Ninth St. 

Campbell & Ginder, 729 W. Seventh 
St., have secured the services of Charles 
Marcellus, formerly with Feagan’s, and 
he wil] have charge of the diamond de- 
partment. 

P. D. Walsh, 607 Title Guarantee 
building, wholesaler and importer, is re- 
modeling his offices and adding about 50 
per cent more space. He is also install- 
ing a line of diamond and platinum 
goods. 

Manuel Goodman is on his maiden 
trip for Hambright & Co., 402 Metropoli- 
tan building, diamond dealers. Mr. 
Goodman was formerly in the employ of 
the I. Behrstock Co., wholesaler, in the 
same building. 

Harry K. Roseboom, formerly with 
the Los Angeles branch of A. I. Hall & 
Son, Inc., has entered business for him- 
self at a location in the Metropolitan 
building. He will carry general lines of 
jewelry for retail only. 

J. McDonald has taken over the man- 
ufacturing jewelry concern of W. H. 
Mendham, who recently passed away. 
The plant handles pear] and other stone 
ring mountings and is now located at 
820 Metropolitan building. 

W. R. Kempster, formerly employed 
by the Carl Entenmann Jewelry Co., 
1018 W. Venice Boulevard, has severed 
his connections with that firm and en- 
tered the employ of Skinner & Co., 907 
Title Guarantee building. He is an ex- 
pert finisher in platinum work. 

Fred Cannon, of Koke, Slaudt & Co., 
808 Metropolitan building, is in the 
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Northwest Pacific’ territory, where he 
reports business as quite brisk. E. S. 
Henry, of the same house, has just re- 
turned from a northern trip and reports 
good business, with a steady demand 
for a better and higher grade of mer- 
chandise. 

H. A. Russell, manufacturer of ring 
jewelry, has removed from 718 to 711 
Metropolitan building because of the im- 
perative need for more room. He has 
about three times the amount of floor 
space in his new quarters. Mr. Russell 
has just returned from a trip to St. 
Louis and New Orleans, and declares 
that trade was extremely good. 

Harry S. Deutsch, of Hammel, Rig- 
lander & Co., New York, was a Los 
Angeles visitor, calling on the trade. 





Downtown Office 
to be closed 


—_——_—_——— 


The office of The Jewelers’ 
Circular at 11 John St., New 
York, will be discontinued on 
Oct. 13. 











Representative Ruggles of W. E. Rich- 
ards, Attleboro, also called on local trade 
as did Al Goldberger, of San Francisco, 
“Doc” Dobra, of Chicago, factory agent 
for J. J. Sommers, Providence, and Wil- 
liam Lowe, of Bliss Bros., Attleboro. 


F. M. Durkee, of F. M. Durkee & Co., 
404 Jewelers Exchange building, has re- 
turned to his duties after several weeks 
passed at a hospital in Sawtelle. Mr. 
Durkee had to submit to a major oper- 
ation and for several days it was 
thought he would not recover but indom- 
itable courage and an excellent physique 
helped him and he has fully regained his 
health. 

Louis Freund, of Henry Freund & 
Bro., diamonds and watches, 20 W. 47th 
St., New York, was a visitor to Los An- 
geles last week. Mr. Freund declares 
that there is a healthy business through- 
out the: country and that prospects are 
favorable for an excellent fall and 
Christmas trade, with a tendency toward 
the better classes of merchandise, espe- 
cially in precious stones. 

George A. Brock and his son, George 
C. Brock, of Brock & Co., 515 W. Seventh 
St., have returned from a trip East. 
Mr. Brock, senior, had been absent two 
weeks while the younger Mr. Brock went 
East several weeks ago. R. W. Kenney 
has been added to the sales force of 
Brock & Co., in the gold jewelry depart- 
ment. Mr. Kenney had been in Brock’s 
employ previously but had gone to San 
Diego for a brief period. A. Swanson, 
formerly with an Oakland house, also 
has entered Brock’s employ, in the silver- 
ware department. 
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Police authorities have decided that 
Los Angeles already has its quota of 
pawnshops and consequently the police 
commission last Friday refused to issue 
a license to an applicant. There was 
nothing against the applicant but he was 
informed that the commission had 
adopted such a rule after an investiga- 
tion and although the petitioner, Harry 
Hellerstein, was sponsored by several 
substantial business men the police body 
would not make an exception in any case 
until there are less men in the business 
here in Los Angeles. 

George Gooden, formerly with Brock 
& Co., 515 W. Seventh St., has entered 
the employ of Bullock’s in the jewelry 
department. L. B. Brown, also an old 
employe of Brock’s, is at Bullock’s, buyer 
of the silverware. S. S. McClanahan, 
formerly at Feagan’s, now out of busi- 
ness, is in charge of the diamonds, 
watches, gold jewelry and clocks, at 
Bullock’s new jewelry department. He 
has with him in his department Mrs. §. 
A. Shaw, who was with Feagan’s for 
many years, and William Markle, also 
at one time an employe of Feagan’s. 

Leonard Myllo, silver and goldsmith, 
formerly at 462 Venice Boulevard, but 
who was compelled to move to 838 §. 
Figueroa St. so as to have more space, 
is now working on an unique order. 
He is manufacturing about 100 metal 
helmets out of gold plated material. The 
helmets are fashioned somewhat after 
the French style of war bonnet and are 
adorned with a rolled crest from the 
front part of the hat to the rear. On 
the front of the “cap” is an American 
Legion emblem. The order was placed 
by a Pasadena jeweler for one of the 
Legion posts. 

As the seventh of the series of weekly 
games approaches in the third Fall 
tournament of the Los Angeles Jewelers’ 
Bowling League great interest is being 
taken and a full gallery gathers for the 
contests. “Andy” Werner’s team has in- 
creased its lead to four points; Moody 
Bros. and Kaplan Bros. are tied for sec- 
ond place; Killian and Brock’s have an 
equal score for fourth position. The 
score now stands: Werner, won 22, lost 
8; Moody Bros., 18 won, 12 lost; Kaplan 
Bros., 18, 12; Brock & Co., 16, 14; Kil- 
lian’s, 16, 14; Davidson’s, 10, 20; Elliott, 
Kaa & Ziegler, 9, 21; E. W. Reynolds, 
8, 22. 

The following out-of-town buyers were 
seen in the jewelry marts recently: T. S. 
Lailey, El] Monte; A. J. Dutton, Aana- 
heim; E. C. Kendrick, Fullerton; M. A. 
Stalman, Fullerton; Frank Hoffman, 
Santa Ana; M. Asher, Santa Ana; 
William Lorenz, Santa Ana; C. E. Per- 
ham, San Pedro; E. B. Lang, Venice; 
J. Posner, Ocean Park; R. H. Wil- 
son, Ocean Park; G. W.  Burzell, 
Sawtelle; J. B. Rodgers, Pasadena; C. 
H. Kelley, Pasadena; C. W. Clark, Van 
Nuys; A. Protsch, Redondo Beach; R. 
W. Steere, Redondo Beach; T. R. Can- 
ada, Huntington Beach; John Parker, 
Redondo Beach, and J. A. Heidker, 
Bishop, Cal. 

James Bridges, of the International 
Silver Co., 807 Metropolitan building, 
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and president of the Southern California 
Jewelers Golf Association, announces 
that arrangements are all completed for 
the fall tournament to be held Oct. 16 at 
Hillcrest Country Club links. The prizes 
are also ready and one of the best din- 
ners available at a country club is in 
store for those who attend. Invitations 
have been issued to the leading retail 
jewelers to attend the doings in the 
evening and also to be present at the 
dinner. There will be upward of 75 
who will compete on the links, and it is 
expected that 200 will accept the invita- 
tion to attend the evening entertainment. 

Breaking his word to Sol Lowenfeld, 
a San Diego jeweler, resulted in the ar- 
rest and arraignment of a man on a 
charge of robbery. The man is charged 
with holding up Mr. Lowenfeld last 
month, in front of a house in Berendo 
St., when the latter was escorting a 
young lady home. The man, it is 
claimed, took $90 in cash and a dia- 
mond ring valued at $1,000, and then 
drove off in his victim’s car. Before 
driving away the alleged bandit said he 
would leave the car “Just around the 
corner,” but he failed to do so. A traf- 
fic officer last week, stationed at Sixth 
and Hill Sts., who had the number of the 
stolen car, saw it being driven by the 
intersection and recognizing the vehicle, 
placed the driver under arrest. 








Pacific Southwest 





O. A. Dockham has moved his jewelry 
business from Carlsbad, Cal., to Ocean- 
side. He is official watch inspector for 
the Santa Fe Railroad. 


The Daniels Jewelry Co. has made 
arrangements to take over a store at 
10 W. Washington St., Phoenix, Ariz., 
on Oct. 15. The company which 
operates a chain of jewelry stores, will 
begin remodelling, on securing posses- 
sion and plans to open a model retail 
jewelry establishment about Nov. 15. 


W. E. Ralston, who has opened a 
jewelry store and watch repairing place 
at 419 E. First St., Long Beach, Cal., 
was formerly in the jewelry business in 
Bellflower, Cal. He disposed of his busi- 
ness interests there, planning to settle 
in the East or in Florida. However, he 
finally decided to continue living in 
California and has settled in Long 
Beach. 


George E. Parker, jeweler of Angels 
Camp, Sonora County, Cal., had carried 
insurance up to two years ago and then 
let it lapse because of the supposedly 
fireproof nature of the building in which 
his store was housed. Fire of undeter- 
mined origin recently broke out there, 
apparently in the living quarters of Mr. 
Parker. The place was gutted and the 
proprietor of the jewelry store was 
rescued by firemen, in a dazed condition. 
On two previous occasions when the 
block had been swept by fire, the build- 
ing had withstood much damage. The 
jeweler estimates his loss at $10,000. 
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SAN FRANCISCO 


Clifford Whiting of Whiting & Davis 
was in a recent hold-up of the Lark, a 
fast train between San Francisco and 
Los, Angeles. The Southern Pacific 
Railroad Co. is offering a substantial 
reward for the arrest of the thief. 

Frederick Morgan George, retired 
jeweler, died in San Francisco recently. 
For years Mr. George was connected 
with Walton & Co., jewelers, Grant Ave. 
Some years ago, the company sold out 
in San Francisco and moved to Pasa- 
dena. 

Out-of-town jewelers, who visited the 
jobbers here included: L. A. Mead, 
Santa Clara; Earl Bothwell, San José; 
J: D. Bennett, San Rafael; A. Gott, 
Alameda; Harry Beaufort, San Mateo; 
F. E. Christensen, Berkeley; L. H. 
Watson, Mountain View; George Benoit, 
San Mateo; J. Piepenburg of Piepen- 
burg & Kearley, Oakland. 

H. C. Ray, formerly in the jewelry 
business in Visalia, Cal., has just opened 
a store at 2145 Chestnut St., under the 
name of the Marina Jeweler. He is 
making a specialty of watch repairing. 
The store is not large, but it is very 
handsome. Mr. Ray is the first jeweler 
to settle in the Marina section which is 
a rapidly growing residence district of 
San Francisco. 

Louis Rose, who was for 18 years 
with the Sorensen Jewelry Co. in this 
city, recently returned from a year’s 
automobile trip from coast to coast. Mr. 
Rose says that he decided to take a year 
of recreation after his long service. He 
travelled 27,000 miles by automobile and 
says he kept posted regarding San Fran- 
cisco local and other jewelry news by 
asking to see THE JEWELERS’ CIRCULAR 
when he called on the trade. He visited 
many jewelry factories and inspected the 
finest jewelry stores in the country. Mr. 
Rose has now made connections with the 
Kevstone Jewelry Co. of this city. 

The Keystone Jewelry Co., A. Isaacs, 
proprietor, has moved from 756 to 834 
Market St. The new store is attractive 
and modern. The windows in the in- 
dented “aisle” style have bases of black 
and green marble with window trim of 
mahogany and background of leaded art 
glass. The floors of Italian mosaic have 
soft rugs and the fixtures, showcases 
and mirrors are all very modern in 
type. There is a nice mezzanine floor 
shop and a large basement for stock. 
Mr. Isaacs, the provrietor, says this is 
his sixth store in San Francisco in 38 
years. He is a native of Philadelnvhia, 
Pa., but has spent most of his life in 
this city where he is well known. 

A week’s display of new Oneida Com- 
munity goods, held in the St. Francis 
Hotel, drew many interested members of 
the trade, both from the city and from 
outside points. Ivan L. Smith, Pacific 
Coast manager for the Community was 
in charge, assisted by R. T. Reeve and 
Mrs. Reeve. Mr. Reeve and Mrs. Reeve 
accompanied Mr. Smith to Los Angeles 
for the opening of the show of new goods 
on Oct. 1, at the Alexandria Hotel. Mr. 
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and Mrs. Reeve will remain in Los An- 
geles and, at the conclusion of the dis- 
play W. C. Agans, who has represented 
the Oneida concern in the South will 
return with Mr. Smith to this ity (4 to 
take the place of Mr. Reeve. 


Pacific Northwest 


Conley’s jewelry store of Arlington, 
Ore., has been remodeled to provide 
more room and to enchance the attrac- 
tiveness of the place. 

“Andy” Beckman for five years with 
Memhard & Miller, jewelers of Spokane, 
is now branching out for himself and 
has opened a jewelry store at N1 Wall 
St., Spokane, Wash. 

Weisfield & Goldberg, at Everett, 
Wash., have celebrated their third birth- 
day by opening their remodeled store 
at 1707 Hewitt Ave. A formal opening 
was held and the public had a chance 
to inspect several new departments 
opened by the firm, one being a depart- 
ment for costume jewelry. Silverware 
has a special section and a diamond 
room is a new feature. The store is 
finished in mahogany and stucco which 
make a good background for handsome 
mirrors and showcases. John Stusser 
is manager and officers are Sam Weis- 
field, Leo Weisfield and Ralph Goldberg. 


SALT LAKE CITY 


Ashton’s, Inc., Provo, has remodeled 
its store and discontinued the book and 
stationery department and from now on 
will carry jewelry and allied lines ex- 
clusively. 

The industrial outlook in Utah for 
the balance of the year is regarded by 
authorities such as bankers and others 
as exceptionally good. All essential in- 
dustries and revenue-producing units 
are in fine shape. 

At this writing Salt Lake City is 
crowded with about 20,000 visitors to the 
world conference of the Latter-Day 
Saints, or Mormon Church, which will 
last for nearly a week. The majority 
of the visitors will come from Utah and 
other intermountain states, the Pacific 
Coast and the Northwest, Alberta, Can- 
ada, and Mexico. Many of the jewelers, 
along with. other business men, have 
special window attractions for the 
visitors. 


























William Underhill, head millwright 
at the Elgin National Watch Co. fac- 
tory, Elgin, Ill., died suddenly the night 
of Oct. 1 in his home, at the age of 65 
years. Death was due to heart disease, 
the body being found in the evening by 
his son, Erwin, upon the latter’s return 
from Chicago. The Underhill family 
had spent the week-end in Chicago and 
Mr. Underhill was apparently in good 
health, returning from the visit early 
that he might be in readiness to resume 
his work. He was born in Elgin, Dec. 
19, 1863, and had spent his life there. 
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Entirely New 
Engraved Mirror Glass Sets 
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The Very Latest Creation 
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We Are Also Showing a Complete Line of 





Plain and Engraved 


No. 217D 
Engraved Mirror Glass Beverage Service 


Consists of 
Nine Inch Round Engraved Mirror Tray. 
Six Colored Glasses, Rose, Amber or Green. 
Six Colored Glass Golf Sippers. 
Six Silver Plated Clips to hold Sippers. 
Metal Handle, Holder, and Base in 
Antique Silver Finish. 
If Set is wanted without Glasses, Sippers and Clips, 
Order as No. 217B 


Mirror, Boudoir 
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and Serving Trays 
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No. 212 


Engraved Mirror Glass Condiment Set. 
Consists of 
Oval Engraved Mirror Glass Tray 44%4”x6\4”. 
Two Imported Hand Polished Oil Bottles. 
One Pair Imported Salt and Pepper Shakers. 
Metal Handle, Holder and Ball Feet, in Antique 
Silver Finish. 
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No. 215C No. 214C 
Engraved Mirror Glass Beverage Service Set. 
Consists of 
Diamond Shape Engraved Mirror Tray 714”x12”. 
Four Colored Two Tone Stem Glasses. 
Metal Handle, Holders, and Base, in Antique Silver Finish. 
If Set is wanted without Glasses, Order as No. 214 


Engraved Mirror Glass Beverage Service Set. 
Consists of 
Round Eleven Inch Engraved Mirror Tray. 
Six Colored Two Tone Stem Glasses. 
Metal Handle, Holders, and Base, in Antique Silver Finish. 
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If Set is wanted without Glasses, Order as No. 215B 


“WHERE NOVELTIES ORIGINATE” 


tative: 
Sow Vets Ragessentatve Pacific Coast Representatives: 


hilip E. Ebb, 
ao 516. M W i arr & ( Oo Inc Sunderland & Miller, Inc., 
Fifth Avenue Building, e e e939 e paging: yt 
ee ee Manufacturers Since 1869 Los Angeles, California 


New York, N. Y. 
West Somerville, Massachusetts 
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‘Profits from 


Hallowe’en is in sight and with Thanksgiving just 

around the corner, two excellent opportunities pre- 
sent themselves at the jewelry store and ask that the gift 
department put on a gala dress, emerge into the spotlight 
and cash in on the excellent business that these nation- 
wide events suggest. 

Jewelers are well aware that the modern woman knows 
that if she is to keep in step with the brightness and dash 
of these colorful times, that she must turn her attention 
to a careful study of the details which are so essential 
in making these events the success that she desires. She 
is already casting about for new ideas which will aid her 
in giving her Hallowe’en party the snap and swing which 
will be the envy of her friends. 

Now is the opportune time for the jeweler to write her 
a carefully worded letter telling her that the gift depart- 
ment at his store has anticipated her needs and is prepared 
to give her up-to-date suggestions which will make her 
party the talk of the town, and is also in a position to sup- 
ply her with the latest prizes, favors and other needed 
accessories. 

Of course, this will mean that the jeweler or his gift 
department manager must first be prepared to make good. 
Hallowe’en and Thanksgiving mean masquerades for the 
children of the nation, costume balls for those who are old 
enough to go to dances and a feast day for almost every 
family. The party season will soon be launched with Hal- 
lowe’en but it does not go ahead under full power until 
Thanksgiving Day. Surely the gift department cannot 
fail to recognize the importance of these party days. 

There is a sure profit for any enterprising jeweler to be 
found in Hallowe’en and Thanksgiving trade and when the 
last days of October come with the witches that roam the 
skies on their broomsticks, accompanied by their black 
cats and formally usher in the party season for the young 
folk, the gift department must be ready to take advantage 
of the opportunity. Even with suitable party decorations, 
souvenirs, favors, dance and bridge prizes, table center- 


7 HE gayest time of the year will soon be here. 
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their ‘Parties 


Opportunity knocks at the Gift Department Door just 
before Hollowe’en and Thanksgiving— 


pieces and greeting cards, the shops that have made a habit 
of advertising to attract trade at these holidays must have 
window displays of orange and black, yellow pumpkins, 
and black witches. And that same holiday profiting gift 
department should also be eagerly looking forward to 
Thanksgiving, one of the most popular of our national 
holidays. 

Already gift department proprietors should be getting 
ready ideas for decorating rooms for the Thanksgiving 
feast and for the Thanksgiving evening party. He must 
become an encyclopedia on what and how to serve, color 
schemes for the table and room, artful games and appro- 
priate favors and prizes. A huge crepe paper turkey or 
several large crepe paper turkeys must lord it over the in- 
terior of the store and the window display. These may be 
rented at the last minute to be used as table centerpieces. 

A great many people who give children’s parties or 
grown-up parties on Thanksgiving Day do not know how 
to go about it correctly. The ingenious gift department 
owner who has party ideas will find a surprisingly large 
number of customers who are very much interested in new 
and up-to-date schemes. 


PRINTED party list to assist the patron to remem- 

ber everything, includes paper party table cloths and 
napkins, candy cups, nut cups, place cards, snappers, 
favors, paper hats, an original centerpiece, games, dance 
orders and invitations. Usually there are game or bridge 
prizes to be thought about and the gift department dealer 
should be ready with a varied assortment to meet the de- 
mands of his clientele. 

Advertising and window displays are a great aid to the 
gift department at party time. In addition to the form 
letter already suggested, newspaper advertisements at- 
tractively worded should invite the customer to visit the 
store for helpful suggestions. A window artistically ar- 
ranged with place cards and favors or a ragged scare- 
crow with a sheaf of wheat will command much attention. 

(Continued on page 181) 
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Concentrate on RONSON 
) A — - DE-LIGHTS ... Double your 
and ifs Holiday Lighter Sales! 


With the quickest, finest lighter action 
known... “a-flip-and-it’s-lit; release-and- 








it’s-out, —” 


ee: 


more than 100 handsome, individual 
models... for purse, pocket and table,— 


RELE, \SE | | : p> y nationally advertised ...to 10,000,000 
anditsOUTN SJ 


The Ronson De-Light line offers you 


greater turnover... greater profits. 


This ingenious mechanism is creating 


Lighter Sales History Everywhere! 


Now is the time to buy your Christmas 





: stock. 
Press lever with thumb . . . instant light. Release 
... it’s out. This famous and exclusive Ronson Write Today for The Ronson De-Light 
action has swept every market, wherever shown. catalog, price-list is fully protected by 
g - 


PATENTS. Any in- 
and name of near- 
fringements will be 


est distributin a vigorously prosecuted. 


jobber! 


No wheel to spin; no smudge for finger or glove 
--- automatic, positive, instantaneous light. Dif- 
ferent from any lighter ever made... and vastly 
better. . 


ART METAL WORKS, INC. 


ARONSON SQUARE Dept. J.C. NEWARK, N. J. 
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Illustrations Show 
RONSON JUNIOR 


Ladies’ Model in Morocco 
Leather with Monogram plate 
for engraving. 


RONSON PRINCESS 
Ladies’ Model in Chromium 
Plate with Monogram plate for 
engraving. 


RONSON STANDARD 
Men’s Model in Morocco 
Leather with Monogram plate 
for engraving. 


RONSON JUNIOR SPORT 
Men’s Sport Model in Morocco 
with Monogram plate for en- 
graving. 


RONSON TABOURETTE 
Table Lighter Model in Mo- 
rocco with Monogram plate 
for engraving. 


RONSON TABOURETTE 
Table Lighter Model in Chro- 
mium with Monogram plate 
for engraving, 


Trade Mark Reg. Fully P’t’'d. Other Pats. Pend. 





The Ronson De-Light line can take full care of your entire lighter requirements for 


Christmas. 


It offers for your selection more than 100 models in Ladies’ and Men’s sizes, in all the wanted 
leather and skin coverings—also beautiful engine turned designs in the new Chromium, 
Nickel Silver, Sterling, Enamels and 14 kt. solid Gold. 


NEW 


$5.00 anv up 


y ASK TO SEE THE NEW CHROMIUM 
e LINE, NOW MADE IN ALL MODELS! 
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Manufacturers 


of 


Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 

Fancy Colored 

Blown Glass 





Old Brass, Egyptian Brass, Butler 
Silver Flemish Finish. ‘ , , 
Base, E3007. 2 Light. Th Be) p { C p f 
17 in Camden Shade, No. 238. e alr on or ora lon 
Base E3007. 3 Light. i 
17 inch Camden Shade. No. 238. Hew Bedford, Mass. 
Decoration: Moquette. Lamps Equipped 
with Onyx Base. Height Overall, 24 43-47 West 23rd St. - - New York City 
inches 228 Coristine Building, St. Nicholas St. - Montreal, Can. 
126 Post St. ee ae ee San Francisco 








Dependable is what makes the line of 


H. E. KASER so SALABLE 





Ladies’ Hand Bag and Underarm Bag, $60.00 Doz. and Up 


H. E. KASER CORP. 
Buffalo, N. Y. 


Every Item Is 


Trade Mark 


Fully Guaranteed Reg. U. 8. Pat. Off. 




















October 11, 1928 THE JEWELERS’ CIRCULAR 175 


The New Lamps 
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Modernistic wall lamps of white 
ground glass with black metal 
holders 





Glazed pottery lamp base with 
parchment shade 











Lamp with pottery base and hand 
New floor lamp, painted shade in modernistic de- 
enameled or natural sign 
metal with “rising 
sun” parchment 
shade 








Imported Italian pottery base with 
pleated paper shade in floral design 
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The “Surefire” desk lighter 

in sterling silver, silver plate, 

leather covered and unbreak- 
able enamel 





Hand bag in red and buff 
hand tooled moroccan leather 


THE JEWELERS’ CIRCULAR 


Gifts of the Hour 


Cedar lined jewelry or 

cigarette box in gold 

hand tooled leather in 

red, blue, brown or pur- 
ple 


Artistic jewelry novel- 
ties of butterfly wings 


Attractive pitcher and cigarette 
ican glassware 


ome 


Hand thrown and _ hand 

turned typically American 

vase in larkspur, yellow, 
green or copper luster 





tub comes in 


Pewter 

American 

holder and coffee pot are in 
bright finish 


replicas of 
pieces. 


early 
Candle 
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container in Mex- 


A new ice tub complete 
with metal handle, rim, 
tongs and drainer in pol- 
ished nickel finish. The 


rose and 


green and is engraved 
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Tor the ‘Discriminating Buyer 






| Modernistic cof- 
fee pot in silver 
plate 


Modernistic door 
stops in three at- 
tractive finshes 





ente Imported pottery 
vase with large col- 
ored raised flowers 


Solid bronze candle- 
stick in unusual de- 
sign 














Glass sugar and creamer in amber, 
blue, amethyst or iridescent rain- 
bow 











Spode earthenware with scalloped 
white border and ship design 


Poker set consisting 

of chips and highly 

lacquered box with 

copper plate inside 
cover 





Artistic bronze ash tray with re- 
movable bowl 
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MASTER Bk LIGHTER | 


A LIGHTER AND PAPER WEIGHT 


ENTIRELY NEW! 
The Greatest Gift 
Seller in Years. 











2/3 
actual 
size 


Here is a new 
and exclusive item 
that offers you 
tremendous _ sales, 
quick turnover and 
big profits. Master 
Table-Desk Lighter 
will solve the 
problem of  thou- 
sands of men and 
women who seek 
to present the most 
practical and un- 
usual of gifts. Each 
lighter is beauti- 
fully mottled, fin- 
ished in six assort- 
ed colors, Green, 
Black, Gold, Red, 
Mahogany — made 
of durable metals 
—fine gold work- 
ing parts. Individ- 
ual Gold initials 
are apnea at- 
tached 


Attractive Counter Display 
Makes Sales on Sight 


Master Table-Desk Lighters come packed in 
individual gift boxes, six lighters in as- 
sorted colors to a beautiful self-selling dis- 


Packed 

in 
Handsome 
Gift 


Boz 


BEDE DE SF AE DS 





play carton that makes sales over the counter 

on sight. Fully guaranteed to give satis- 

faction. Retails for $3.45. Cost to you 

only $1.50 each, leaving an unusual margin , 

of profit. Retails 
Don’t postpone obtaining your share of 3 45 
this business. Place your order now to . 
[i sure prompt delivery. 

Write today on your letterhead for sample or Cost to you 

% dozen in Display Box. 
TERMS to well rated firms—others please send $1 50 
cash with order. . 


110 East 23rd St. 
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EMIL S. LARSEN & CO., Ine. 
225 FIFTH AVE., NEW YORK 





VAXETTE SET JUG, TRAY, TUMBLER 
SELECTION OF 12 COLORS 


$33.00 Per Dozen Sets 


DURAND ART GLASS 
INDIA BRASS AND PRINTS 
MODERNISTIC FURNITURE 

LAMPS AND NOVELTIES 














BE AE DEBE LE DE DE BE NE DE LE DE DP SO AO LE 


J. MASTERLINE MFG. CO. 


New York, N. Y. 
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T. G. HAWKES & CO. 


Glass Manufacturers 


CORNING, N. Y. 
New York Office Pacific Coast Office 
542 Fifth Avenue 140 Geary St. 


San Francisco 
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FOR THE TABLE OF THE 
FASHIONABLE HOSTESS 


Steadily gaining momentum during the 
past 18 months has been the tendency 
of the smart hostess toward Rock Crystal 
Glass for the table. To meet this steadily 
growing demand by your most discrim- 
inating clientele there is available to 
you— 


HAWKES ROCK CRYSTAL 


Goblets from $14.50 to $500.00 
the dozen net. Other items of 
the service at prices in propor- 
tion. 

Producers of Rock Crystal 

for searly half a century. 


(i) 


HAWKES 


GRAND PRIZE—GOLD MEDAL PARIS 
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BOOK 
ENDS 


ART 
OBJECTS 


SMOKERS’ 
ARTICLES 


| 


NOVELTIES 


BOXES, 
ETC. 








Will Exhibit at 
THE EASTERN MANUFACTURERS AND 
IMPORTERS EXHIBIT 
AUGUST 6th TO 17th 
PALMER HOUSE, CHICAGO 





POMPEIAN BRONZE CO. 
225 FIFTH AVE., NEW YORK 











rT FTOUhUCcTrlU]!OSlUCTlC lM rl Oe Te ee ee ee ae 














October 11, 1928 





THE JEWELERS’ CIRCULAR 


179 


‘Make Room for the New Vogue 


The Brightness and Dash of These Colorful Times Are Strikingly 
Reflected in Gift Merchandise for the Modern Home 


WO years ago in the city of Paris an 
Rcenuiies of the decorative arts dis- 
played to the interested the many new 
forms modernistic art has assumed. For 
more than two years European capitals 
have expressed the modern trend by 
bringing modernistic furniture and art 
objects into their homes. Travelers 
abroad have observed and wondered, 
some were timid in their approval and 
others strong in their disapproval, still 
others saw the beginning of a new art 
as an expression of the 20th century and 
they were anxious to see its develop- 
ment. 

At last the United States came to rec- 
ognize that European manufacturers 
were treading a new path. It would 
seem that this young country of ours 
would be eager for pioneering, would be 
enthusiastic about anything so differ- 
ent as a new form of house furnishing. 
But where art is concerned America is 
timid. She is not quite so sure of her- 
self as in flying across the ocean. Amer- 
ican producers watched the experiments 
in Europe and slowly and, at first, casu- 
ally began to emulate the older art cen- 
ters. Today in this country there are 
quite a few manufacturers who are pro- 
ducing furniture and decorations essen- 
tially modernistic and similar to that 
made in Europe. Things of wood, iron, 
brass, bronze, glass, paper, textiles. All 
brightly, flashily, colored, the designs 
following the -planes, circles, squares 
and angles of that which we 
now recognize as the art of 
the 20th century. 


A ceaseless quest for new 
art forms to express the 
modern age has been going 
on now for many years. 
The American producer— 
perhaps stimulated by the 
modern art of advertising 
posters in the newspapers 
and magazines, by the dis- 
play posters of the theaters 
and other public places—has 
caught the fever. It is indi- 
vidual, it is spicy, it is at- 
tractive, it is new. Any 
trade exhibition or the show 
room of any manufacturer 
will prove to what an extent 
the country’s producers are 
experimenting in modernistic 
art. Moreover, their prod- 
ucts are interesting and 
significant; for the public is 
beginning to look for furni- 
ture of modern style. 


Modernistic art has come 
to play a very definite part 


Home 
Appoint- 


ments which 


in our lives. We read with delight 
the sophisticated advertisements of 
the smart shops that compel atten- 
tion by their geometric designs, we 
admire the angular ladies and gentle- 
men of the magazines who express in 
their outlines and their colors the essence 
of correctness—for they also are mod- 
erns. We read in the magazines and 
newspapers articles of the modern trend 
written by modern writers. The popular 
fancy has been captured. Now it de- 
mands modernistic art in the home, 
which is the chief concern of the art and 
gift shop owner. 

This phase of the decorative arts 
stepped into an important role on the 
stage of modern decoration. And the 
gift department merchant who does not 
recognize the star actor will lose the 
significance of the drama. He will be 
wise to endeavor to understand the 
meaning of the play—and profit in 
money returns. 

Many persons (and always there are 
such when an idea is young) think the 
new art forms are crazy, that at most 
they are only a fad and that the public 
will tire of the bright colors, the cones, 
cubes and triangles of the patterns. 
They are only partly right. The new 
forms may never entirely take the place 
of the old; and the new art has many 
faults, it is not perfect and has many 
shortcomings. But it is still in its in- 


has 


fancy; surely it has developed a great 









Modernistic 


deal since its conception and will develop 
a great deal more. Most important, it 
is daring, it has caught the attention 
of many people by its bravado and it is 
satisfying to a generation hungry for a 
new expression. 

We are producing many modern 
things of permanent value in America 
as well as many things that are bizarre, 
that have no meaning. But when artist 
designers and master craftsmen work 
together with the manufacturers fine 
wares are produced. This is a vibrant 
age we are living in and we demand fur- 
nishings that are beautifully vibrant. 
We are living in a skyscraper time of 
conservation and the new household 
furnishings express efficiency, there is 
no useless expenditure of materials or 
decorations. Much of the new art ware 
achieves real beauty, some of it will be 
discarded after a few years. There are 
many people who think of modern dec- 
orative forms as being merely flashy. 
This is far from the truth for its very 
simplicity of line gives a good piece a 
splendid dignity; it has a charm which 
is a combination of its vivid color and 
its simple design. 

Certain of the gift manufacturers’ 
showrooms and many of the large de- 
partment stores have special sections of 
their floors given over to the display of 
modern furnishings. The smaller gift 
shops have ventured only to stock a few 
small gift items but they, too, will be- 
come braver when they see 
how the demand for modern- 
istic forms will grow among 
their customers. 


As you enter a smart shop 
or a department of one of 
the larger stores given over 
to the products of this age 
you are amazed by the vivid 
array of color. Pottery in 
brilliant reds, blues, black 
and gold, green and creamy 
white. China figures and 
vases, jewel trees and crys- 
tal trees dazzling in their 
brilliance. In designing mir- 
rors and picture frames the 
new artists have achieved 
some bold and startling ef- 
fects that are altogether 
charming. The lamp shades 
and lamp bases that were 
conceived by modern minds 
are no less interesting and 
are always splendid in colors. 
Things of iron and wood 
and brass and glass are also 
to be seen and admired;: 
things for every room in the 


Radiate 
Trend 
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THE FAMOUS 
De La Rue & Goodall 
English Playing Cards 
| “Immediate Delivery” 





New Designs and Prices on Request 


MARK SS) TRADE 











English Leather Goods 


Gifts and Specialties 





Stanley & Stanley, Inc. 












325 Fifth Avenue New York City 






















Butterfly Wing Pictures 


This is a new and fascinating application of Butterfly 
Wing to specially prepared paintings, combining great 
originality with high artistic excellence both in design and 
workmanship and at a very moderate price. 


nature supplies. 


Send for Catalog 


OWEN BROS., 











225 FIFTH AVE., NEW YORK 





Our effects are obtained by sim- 
plicity of design, and the black back- 
ground is a fitting foil to the richness 
and brilliance of the colouring which 





W. E. NORRIS 
Sole Agent for U. S. A. 
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house, for porch and garden, things for 
almost any kind of house and for any 
peroid. For the new period adapts it- 
self to many periods. 

A lemon gold mirror frame oblong in 
shape with cut off corners and decorated 
on the top with conventionalized fruit 
and flowers would add a bright individual 
note to almost any room. A _ round 
mirror with no wooden frame is sup- 
ported by a modern woman and her dog; 
their elongated curving silhouettes are 
strikingly expressive of the new art. A 
mirror of five sides is finished in a rusty- 
iron-silver, the notched frame is ex- 
tremely decorative. Another done in 
bright silver with a notched frame that 
does not reach all the way around is a 
circular convex glass useful for decora- 
tive purposes only. Crystal and jewel 
trees are placed on mirrors or mirror 
topped tables—another very effective 
modern idea. 

The heaven moving sky line of New 
York has inspired many modern artists 
and the modern manufacturers have in- 
corporated innumerable receding steps 
into their products. A tea table seen in 
red, green, black, or silver, has a remov- 
able tray with a mirror top; the frame 
of the tray is built in steps. A vanity 
box 8 by 12 inches in size rests on a bot- 
tom of three steps. The box is fur- 
nished with a mirror inside the lid and 
outside; when closed the frame of the 
top reveals the three step design re- 
peated. Jade green, coral, silver and 
turquoise are the colors of this unusual 
vanity case. Another piece for the 
boudoir is a vanity table of white and 
black, which is painted a bright green 
on the inside. About three inches from 
the floor a mirror is set into the base of 
this unusual small table. 


One of the manufacturer’s showrooms 
where the modern art is greatly admired 
is displaying a screen in gold, silver and 
black. Modernistic men are unloading 
enormous modern fruit from ridiculous 
small modern boats. Another attractive 
screen is decorated with conventional- 
ized sun flowers in lovely colors. 


Even book ends have assumed the 
modern designs. Some really wonderful 
brass book ends designed by whimsical 
imaginations may be seen as well as 
those of colored wooden blocks of sky- 
Scraper ancestry. The brass of modern 
art is graceful, full of action and life. 
A slinky man and a modern woman 
dance erotically, a tall giraffe inspires 
respect for his curving lines. Red block 
book ends decorated with black edges, 
maroon blocks with silver decorations 
and blocks of many colors command 
your attention. It is in the small arti- 
cles like book ends, figurettes and 
mirrors that the modern designers 
achieve their best effects for in these 
they are bolder and less bound by con- 
vention; the modern householder is 
ready to introduce a small object of new 
design into her home while she still 
hesitates about the larger and more ex- 
pensive furnishings. 


The gift manufacturers are experi- 
menting, however, in modern chairs and 
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occasional tables. A chair comfortably 
low and wide, appropriate for the bed- 
room, is upholstered in colored stripes 
and is invitingly new in form. The wood 
of the frame is painted gold or silver. 
A table which stands on star-forming 
legs squats close to the floor. The top 
is enameled in different shades of yellow 
or rose that blend into each other. The 
woodwork is silvered or gilded. Other 
tables of various woods and of various 
sizes stand on surprisingly graceful 
legs; they are charming as supports for 
one of the new lamps or the new pottery. 

Designers have found a splendid field 
in lamps and have produced truly mar- 
velous examples of modern skill. There 
are lamps like soap bubbles and lamps 
like colored Christmas tree ornaments 
topped with appropriately colored silk, 
parchment or paper shades. The drawn 
silk shades painted in exotic modern an- 
gular and round designs that sometimes 
look like stained glass windows are won- 
derful on the new glass or pottery bases, 
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or on modernistic brass, pewter or wood 
of delightful lines. 

Even pillows have taken on the new 
ideas. There are to be seen black satin 
pillows of many sizes appliqued or em- 
broidered in geometric patterns; pillows 
of patch work like the old fashioned 
crazy quilts; pillows with conventional- 
ized flowers and fruits decorating the 
tops. One black satin cushion with a 
green leaf blade and round orange and 
yellow circles outlined in red is called 
the “Lemon Tree.” So the modern 
fancy runs. 

In wrought iron the manufacturers of 
the country have brought out many 
pieces to be used in garden, on porch 
and sun room and in the more formal 
parts of the house. Our designers have 
taken the cue from the French crafts- 
men and are creating things of great 
artistic value in iron: doors, grilles, fire- 
place screens and other fire accessories, 
gates and stairways made today are 
often things of great beauty. 








Profits from Their Parties 





(Continued from page 171) 


Wonders can be accomplished in window 
decoration and in decorating the interior 
of the store with pretty crepe paper and 
colored lights. A card which invites the 
window gazer to “Enter please, there is 
a Thanksgiving party inside,” will bring 
many into the shop. 

If there is room enough inside the 
room devoted to the gift department, a 


table may be set with a gaily patterned 
autumn leaves and turkey paper cloth 
and napkins, place cards and favors, 
while in the center a handsome strut- 
ting turkey may hold sway. Group other 
gifts suitable for this gala season about 
the table and be ready, Mr. Jeweler, to 
listen to the merry ring of your cash 
register. 
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CLOISONETTE ® We have available for prompt delivery 


COMPACTS (Vanities) 


Round and Square 


TOILET SETS, three to eleven pieces 


A new and exquisite substitute for the fragile 
and expensive Cloisonné. Unbreakable— 


non-inflammable—will not fade—or chip— We are equipped to do Cloisonette work for 
manufacturers on fancy metal goods and novelties. 

















‘ made in a variety of pastel shades. 







































° Prices on request. 
CLOISONETTE PRODUCTS CORPORATION 
142 EAST 32nd STREET NEW YORK 
Stemware ODERN ART SHOVY ROOM 
_ N BUTTERFLY BOX Inc- 


70 FRANKLIN St- 
BOSTON ae 





Jewelers 
A most profitable line To New England Buyers— 
awe oe The October number of our “News 
URBINO Flashes” will give you the latest close- 
Shape in the ups of scores of lines of fast selling 
F merchandise. Free for the asking— 
- aes i every month about the fifteenth. 
Theresienthal Special attention this month to Gifts 
Glass for the Dollar Table. New Items 


a ready for prompt delivery. 
Line A New York trip takes two days of 
EP your time; Boston part of one. Save 
icin. time, get prompt service and take ad- 
gga vantage of our advance selections by 





" Fully Covered by calling frequently. 
. S. Patent No. 75526 P 
«ese oneness Send for “News Flashes” 


Dresden China in ex- t we ay 


ites. Soi, Poach 
THE MODERN ART 
SHOW ROOM 


and German China in 
great variety. 


e 49 W. 23rd St. 
Fred. oe Reimer Co., Inc. New York 


A visit to our showrooms will open your eyes 




















it’s here! WESTMINSTER 


ONE MOTION AUTOMATIC LIGHTER PRACTICAL COURSE IN ADJUSTING 


Press the Button It’s Lit—Release It’s 
out. “Just Plain Wonderful” say all 
who have seen this most brilliant of new 
lighter creations. 

The combination of new inventions 
pees — is almost magi- 
cal in its effects e 

It makes the Westminster not only Price $1.50 
the most beautiful lighter in the world, 
but also the best performing. And in ee 
addition, new futuristic monogram ~—. 

. gorgeous new everlasting finish . 
sumptuous coverings. 

You can make 100% profit on West- 
minster lighters. Why be satisfied with JEWELERS PUBLISHING CORPORATION, 
less? Wide awake Jobbers can supply 
you. Wire—Write. 239 West 39th St., New York 


The Cunningham ProductsCorp. 
155 Lafayette Street 
New York, N. Y. 
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Be On The ALERT 
for the QUICK SELLERS 


Let’s be Up-to-the-minute Merchandisers 


By ROBERT F. NATTAN 


ONSERVATISM must yield to progressiveness. We 
are living in a progressive age, not in a conservative 
age. If we do not go with the tide we will find it “hard- 
going” indeed. Growth means change, adaptability, con- 
formity to the times. For too long too 
many merchants have been ultra-con- 


he is a jeweler he is supposed to know more about the 
trend of fashion in jewelry and about the science of time 
and time-keeping than the ordinary merchant. Henee 
the advantage and the opportunity. 


| 


EATURE the newest merchandise 


servative. The reason? Habit, perhaps, 
or pre-conceived notions due to different 
conditions in another era. Success today 
demands intensive effort and alertness to 
what is going on around us. 
! 
' 

F there is a strong perceptible de- 

mand for certain lines of merchandise 
it is up to the wide awake merchant 
to supply them. The jewelry establish- 
ment is the logical place in which to buy 
all those beautiful dress requisites which 
help to make the human being happier, 
and more attractive and those things 
which help to make the home more in- 
viting. Let us study the demand and 
meet it, at the same time doing crea- 
tive work to encourage the sale of other 
items, 


HY should we allow outside com- 
petition to take away our busi- 


Vision 

ILL do much to 

prevent outside 
competition from taking 
away our business. Suc- 
cess today is something 
like the game of bridge— 
many of the hazards can 
be overcome by formu- 
lating our plans in the 
beginning and by scien- 
tific study of the “plays.” 
The merchant with vis- 
ion studies the trend of 
the times and outwits the 
other fellow by being the 
first to recognize the 
public’s wants. 


in your show window and in your 
newspaper advertising. Let the buying 
world know that you have it. Play it 
up on every occasion. Outside competi- 
tion has made inroads because it has 
noted what the public wants and is 
supplying it. 


NLY recently a shoe retailer spent 

$1,100 for an attractive display case 
in which to show costume jewelry. This 
is not costume jewelry to be sold at 50 
cents or $1 but the retail prices of some 
of the articles will run as high as $100 
to $150. Another retailer outside of the 
jewelry trade, several months ago bought 
$1,500 worth of semi-precious jewelry 
and turned this stock on an average of 
once a month. The recent reports made 
by the Harvard Bureau of Business 
Administration show that the turnover 
of many jewelers is less than one. 








ness? We do this when we are indiffer- 





| More thought, more vision, more alert- 





L——__—_— 


ent to the present day demand and to the 

whims and foibles of human nature, which must be catered 
to. The retail jeweler has a golden opportunity to impress 
the public with his ability as an up-to-the-minute quality 
merchandiser, and more than that as a merchant of 
responsibility, because of his technical knowledge. Because 


ness, better merchandising and better 

advertising constitute powerful factors in increasing 
turnover. 

Business cannot be secured today without creative 

effort. A large successful retail jeweler in the West 

(Continued on page 189) 
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WINTON $ 3.52 


For Displaying Costume Jewelry 


“These Displays are made with best 
quality Silk Velvet Pads in attrac- 
tive colors conforming to the 
modernistic idea 





DORCHESTER 
75.29 
Order a ‘selection of 
| these“ moderate price 
‘Units’ for Fall 
and Holiday 


showing. a 
dUSTER $3.29 CENTURY $3.22 os ZION $322 


_ ROY MANUFACTURING COMPANY 


| Factory and Salesroom: 22 W. Austin Ave., CHICAGO 
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Jos. Gumm greets his 
new public in Battle 
Creek, Mich. 


The Gumm displays are 
always timely and at- 
tractive 


Timeliness Degets 


Jeweler’s Ninth Store Says 


ERE are two window displays which are very im- 
pressive. They were shown on the occasion of the 
opening of the new store of Jos. Gumm, Battle Creek, 
Mich. Notice the friendly greeting in one of the windows 
to the store’s new public—“We are proud to be with you.” 
The management always aims to inject an element of 
human interest in its displays and advertising. Perhaps 
that is one reason why it now has nine stores. The store 
itself is very cleverly arranged and has a very large foot- 
age of glass display cases. There are 124 running feet of 
show cases in all, in this corner store, which has a front- 
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This firm has _ just 
opened its ninth retail 
jewelry store 


Successful special sales 
marked the firm’s re- 
cent 20th anniversary 


UCCCSS 
tet 
‘‘How Do” to New Public 
age of 40 ft. and a depth of 60 ft. The stock is always 
timely. pie dhe 
URING the past few weeks great throngs’ filled ‘the 
new store, as this firm has been celebrating its twen- 
tieth anniversary. Regular Christmas crowds have surged 
in and out of the establishment to take advantage of-the 
numerous special offers. It has been demonstrated -since 
the opening that it is possible to handle fifty customers at 
once without confusion or interference. The firm uses 


every modern means to bring customers into the store. 
(Continued on page 189) 











THIS DISPLAY MARKED THE OPENING OF JOS. GUMM’S NEW STORE IN BATTLE CREEK, MICH. 





7 
i 
tf 
| 
7 
Ee 
i 
$s 
# 





186 


THE JEWELERS’ CIRCULAR 


October 11, 1928 





A vast, virgin market has been 
opened up for you by the 
Sangamo with its new line of 
electric clocks retailing at $25 
and up. Now everybody can 
have this modern timepiece. 

The Sangamo is the latest 
idea in electric clocks. Simple 
and without electrical com- 
plications. No batteries. No 
resetting every time the cur- 
rent fluctuates. No profits lost 
in servicing. 

What you should look for 

in electric clocks 


ESCAPEMENT—Sustained accu- 

racy depends largely on the escape- 
ment—therefore, Sangamo uses a7 jewel 
Illinois-Hamilton double-roller, lever 
escapement tn the popular-priced models, 
Removable as a unit by taking out two 
screws. Extra long regulator arm makes 
accurate adjustment easy 





No. 5726—A beautiful genuine mahogany Sangamo 


A new clock market 


MOTOR—The compact Sangamo 

motor with enclosed armature is 
unqualifiedly guaranteed for life. It is 
noiseless, yet so powerful that it willwind 
the mainspring in five minutes. Detach- 
able by removing two screws 


BRAKE—Sangamo positivemechani- 

cal brake holds the mainspring ata 
point just short of a full wind, insuring 
absolutely even flow of power to escape- 
ment. Thisreduces mainspring breakage 
to a minimum and keeps a reserve of 24 
hours driving power in the spring 


BARREL—Sangamo uses a unit 
“going” barrel, completely enclos- 
ing the spring, similar to the type em- 
ployed in most expensive timepieces. Re- 
movable as a unit by taking out two screws 


TRAIN—Sangamo quality may be 

seen in the mirror finish steel staffs 
with polished pivots and cut pinions. All 
gears are accurately cut from heavy 
brass stock 


STRIKING MECHANISM—San- 
gamo “rack and cam” striking 
mechanism cannot get out of step even 


“ners 


and up 


strike and non-strike 


models 








though the current is off for hours. Ad- 
justment of cams and striking levers is 
very simple 

You owe it to your customer 
and yourself to be familiar 
with these elements in the 
electric clock you sell. 


The nationally advertised 
Sangamo is created in a wide 
variety of designs in time- 
pieces and striking clocks to 
retail from $25 to $400. Big 
profits await you in this new 
market. Write today for full 
particulars on this most prof- 
itable of all clocks. 


Sangamo Electric Company, 
Springfield, Illinois. For 28 
years pre-eminent manufac- 
turers of electrical precision 
instruments. 


SANGAMO 


>i 2.9 € KS 


Wound from your Light Socket 
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Anniversaries and Holidays 
6. Election Day. Symbols—Ballots. 


. Armistice Day (Victory Day). Sym- 
bols—Patriotic symbols, bunch of 
poppies, relics of Great War, ete. 
Evacuation Day (New York). 
Thanksgiving Day. Symbols—Har- 
vest, turkey, cornucopia or horn of 
plenty, scenes in picture and design 
of early Thanksgivings, Colonial 
scenes, wish bones, fruits, vegetables, 
ete. 


25. 
29. 


November Window Suggestions 


Election Day Window, showing Presi- 
dential Candidates, a ballot box and bal- 
lots. A showcard should urge every 
American to exercise his democratic 
freedom by voting. 

Armistice Day Window, showing bunch 
of poppies, American flag, memorial 
wreath. 

Thanksgiving Day Window, showing 
cornucopia emptying fruits in profusion, 
a pile of vegetables, including a pump- 
kin, fall foliage, and a framed proclama- 
tion of the holiday by President Coolidge. 











Thonkséiving 
Silver Service | 
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FIG. 1. SUGGESTED LAYOUT FOR 
THANKSGIVING ADVERTISEMENT 


MERCHANDISING 


CALENDAR 





NOVEMBER \ 


A N¢ expressly for THE JEWELERS’ 


CIRCULAR, by A. E. Edgar 
Birthstone—T opaz 


Flower—Chrysanthemum 


“Firm friendship is November’s, and she bears 
True love beneath the Topaz that she wears.” 





General Observations 


Thanksgiving and Christmas exploita- 
tion will be the keynote of November 
merchandising. The one will lead up to 
the other, and the effort to get business 
should be continuous. 

November should be regarded as the 
final opportunity of the year to mer- 
chandise for personal use. Thanksgiving 
gifts will be of less volume than actual 
purchases for personal and home use. 
It is for this reason that the Thanksgiv- 
ing advertising should stress things to 
use at Thanksgiving most prominently. 
When the Christmas advertising opens 
in real earnest the gift idea will have to 
be stressed almost exclusively. 

The jeweler must reckon with the pub- 
lic mood in November. Always impor- 
tant, it takes on added significance dur- 
ing this busy month. The people are 
thinking of the following month as 
much as, or more than, of the present. 
This factor indicates a need for pre- 
Christmas advertising during November, 
along with the regular November mer- 
chandising appeals. 

The thrill of new merchandise will 
lose much of its lure unless stocks, are 

(Continued on page 198) 





Suggestive Copy for Showcards 


We Can Provide the “Service” for the 
Thanksgiving Dinner. 

An Ideal Thanksgiving Gift. 

Thanksgiving Without These Acces- 
sories? 

Makes Carving Easy. 

Silver for the Thanksgiving Table. 

Do Justice to the Day—Buy a New 
Carving Set. 

Sheaves of Golden Gifts for All Your 
Friends. 

To Grace Your Thanksgiving Festival. 

These Will Help Make the Thanksgiv- 
ing Table Attractive. 

A Hostess Is Judged by Her Silver. 

Order Your Greeting Cards Now—and 
Here. 

When You Dance You'll Need a Fan. 

For Men Only—Dress Accessories Are 
Important. 

Wear the Emblem of Your Favorite 
Lodge. 

Shop Early and Often. 

Vote Us a Favor—Just Let Us Show 
Our Wares. 

It Is Not Too Early to Buy for Christ- 
mas. 
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Appropriate Selling Events 


Topaz Birthstone Campaign. 

Thanksgiving Sales, including silver- 
ware, glassware, china, carving sets and 
other table service items. 

Costume Jewelry for Women. 

Emblematic Jewelry for Men. 

Formal Evening Jewelry for Men. 

Gift Sales for Anniversaries. 

Favors and Prizes for Fall Parties. 

Diamonds and Watches. 

Sport Trophies for Indoor Sports. 

Decorative Pieces for the Home. 

Christmas Greeting Cards. 

“Lay-aways” for Christmas. 

Christmas Clubs, etc. 

Campaign for Lodge Officers’ Jewels. 


Advertising Suggestions 


Topics for advertising editorials and 
suggestions will be found in Thanksgiv- 
ing, Harvest, Christmas, Winter, Thanks- 
giving Dinner, Silverware for Thanks- 
giving, Table Service, New Costume 
Jewelry, Jewelry for Men, College Sports, 
Indoor Sports, Early Shopping for Christ- 
mas, Lay-Aways for Christmas, Winter 
Social Events, Election Day, Armistice. 














Gift Ships 
from foreign climes 
have arrive 
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BIG. 4. SUGGESTED LAYOUT FOR 
EARLY CHRISTMAS ADVERTISEMENT 
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Display to Attract in Distinctively Pleasing Modern Fixtures 








F.C. JORGESON & ©. 
MANUFACTURERS 
HIGH GRADE 


JEW ELERS FIXTURES 


Case and Table No. 105 


In mahogany or walnut finish and glazed with part or all plate 
a glass as desired. 


a 


This and other types on hand for prompt shipment. Write for 
oa particulars. 


PAL. JORGESON & CO., 159-167 Ann St., CHICAGO, ILL. 


Makers of JEWELERS’ FIXTURES for Over 40 Years 











Pays Cash 


KLASS & CO. 

















Manufacturing Jewelers : “Bagu 
PEARLS 49 MAIDEN LANE Tel. John 5892 NEW _YORK 
580 FIFTH AVENUE ART JEWELRY Something New for the Jewelry Trade 


Tel. BRYANT 0879 





FANCY DIAMONDS 
PRECIOUS STONES 


SMOKERS’ SETS 


: : * : Bos 
Best briar pipes with amber or hard rubber mouthpieces, real am 
holders: 14 Kt. gold mounted and guaranteed lighters, in beautiful 
cases—Splendid for gifts. 

Phone or Write for Salesmen to Show Samples 


M. ROSENBLUM 
83 Mercer St. — Canal 7603 — New York City 






















The Protection Ring Guard 


For thin rings get our num- 
ber 0. It is a new addition 
to our regular sizes. 

The Lion Safety Pin Clutch Co. 


Pat. Feb. 20,1917 20 W. 22nd St., New York pat way 25,1990 


Very Special Facilities 
IN 


Jeweler’s Block Policies 











: 








At Present Insurance Adviser to Leaders in the Trade. 








MONROE FLEGENHEIMER Buyers’ Directory 
Insurance Specialist 


10 Hanover Street, New York $1.00 Postpaid 
Phone: Bowling Green 6887 Jewelers Publishing Corp. 
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The Use of Silver well eatured — 
Coffee Sets Grouped Around the Aromatic Bean Itself 


fewer the jewelry display definitely ties into a re- 
lated subject there is a duality of interest that gives 
greater force to the jewelry display. S. Friedlander & 
Son, Seattle, Wash., are noted for their tie-ins, and Harry 
Stohlton, display director there, has won many prizes 
for the manner in which he makes a motif dominate. 

Jewelry from all over the world in the window display 
had for its background large steamers and railroad pic- 
tures and travel views of a steamship and railroad or- 
ganization, which gave him an extensive trip. And the 
jewelry display was heightened by its unusualness. 

Just the other day one of the Friedlander windows, 
which he trimmed, was heaped with artistic groupings of 
coffee, the plain unvarnished beans in silver trays, the 
roasted coffee in nut dishes, and then the ground or pulver- 
ized coffee. Some were in cans with red and gold labels 

People attracted by the coffee in the jewelers’ well known 
windows, always interesting, were curious, and paused to 
learn the reason why. Then it easily became apparent. 
Friedlanders were featuring coffee urns, silver coffee 
services with percolators and silver sets, gold lined. 

The silverware was grouped around the coffee, which 


brought out the purpose of the sets as nothing else could, 
beggaring any arguments. Little legends around the 
coffee displays told of the kind of coffee it was, giving 
description of the commodity. The silver coffee sets, 
grouped around the different type and sizes of coffee 
percolators, told their own story. 


HESE departures from cut-and-dried displays, of rou- 

tine jewelry window trims, have made Harry Stohlton 
famous in the Northwest, and he has been selected as 
president of the Seattle Display Club, composed of the 
leading display directors and window trim artists of the 
more important mercantile establishments. 

A flight of fancy if it is not far fetched, but definitely 
ties-into the jewelry or silverware to be featured, shows 
originality that is at a premium in window trimming. 
Imagination is a necessary ingredient in the artistic win- 
dow display, but it must have concrete value, and be closely 
associated with the particular merchandise of the jewelry, 
showing it in a new light, causing new interest to be 
focused upon it, as it is viewed from a different. angle. 
—C. M. L. 





Be on the Alert for the Quick Sellers 


(Continued from page 183) 


who moved some time ago from a $3,900 location to a 
$15,000 location attributes his success to bringing the 
public into the store by every possible legitimate means. 
Attractive specials featured at inviting prices do much 
to accomplish this. Efficient salesmanship, backed by re- 
liable merchandise will make more sales. Many a man 
has been brought into a store to buy a cheap “special” 
and has gone out with a $100 timepiece. For those who 


feel they cannot spend enough money for newspaper ad- 
vertising, cooperative advertising offers a solution. 


OOPERATIVE advertising has become increasingly 

popular among retail jewelers who have begun to 
realize its power. Right now with the approach of the 
holiday season is the time to organize for a bigger and 
better holiday. business. Let’s get busy and win. 





Timeliness Begets Success 


(Continued from page 185) 


During the recent opening of the new store premiums 
were offered with each $20 purchase. 

In referring to the distribution of premiums Mr. Fried- 
lander of the concern said, “Premiums have made our 
sales five times greater than if we had used the same 
amount of advertising space without them. If the people 
respond to premium advertising to such an extent that 
the store looks like the peak of the holiday season in 
September, this form of advertising must pay in our par- 
ticular kind of stores.” This is Mr. Friedlander’s frank 
expression. 


HERE are of course a large number of jewelers who 
are averse to the use of premiums as a means of stimu- 
lating trade, believing that the merchandise should sell 
on its own merit. Every store, however, has its own 
defined merchandising policy. 
This store, however, with its own peculiar problems to 
solve finds this method of advertising quite successful. 
Earl J. LeBeau, who for several years was connected 
with W. C. Patterson’s store in Aurora, Ill., is now in 
charge of the watch repair department of Mr. Gumm’s 
new store. 
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— Ho we help SSS] 
our customers sell more 


G-S Flexo Crystals 


More than 6,556,688 copies of this adver- ee 
tisement will be in circulation, It is estimated 
as many as 20,000,000 people will read it. 









It appears in the October 27 Liberty, 
November 10 Saturday Evening Post 
and the November American. 


A LARGE proportion of the 
people in your community will 
read this remarkable ad. It not 
only explains the advantages of 
G-S Flexo Crystals, but also 
shows why a watch is sometimes 
costly to repair. When you sell a 
G-S Flexo Crystal you are mak- 
ing a friend, which is worth far 
more than the profit on several 


glass crystals. 


Trade Mark 









photo of in- 
\| sideofwatch. Note 
dirt, dust, glass chi 
due to broken crysta 






Registered 














Recommend a G-S Flexo Crystal | gar 
for Every Watch You Sell t you coul d | 0 ok th rou qh 


the Jewelers qlass-- 


Then you’d know why a watch can be so 
inaccurate and so expensive to repair. The 
delicate mechanism is very often injured by 
improperly fitted or droken crystals, 








The New G-S Flexo Lentille Chevee 





Special for Thin-Model Watches 
Make your gift-watch last! 
Get the new G-S Crystal. Guaranteed not 
You will be surprised how much this crystal adds to break, Fits tightly; protects your watch 
to the appearance of even the finest watch. Write from dirt, damp air and blows. Sold by 
for further information to your wholesaler or jewelers everywhere. But beware of substi- 
Peek tne tutes. Insist on a genuine trade marked G-S. 


Germanow-Simon Co., Rochester, N. Y. 
Special crystals for industrial uses 


Germanow-Simon Machine Co. ; 
; Rochester, N.Y. “¢* ome break + hy ee 
@éefy fer 


/ / 
= 


Why Experiment with Imitations ? SHAPLS FOR ALL WATCH 





 ; 
ES; 


[= Sell G-S,the Only Nationally Advertised Watch Crystals == 
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(ommander Byrd’s 7 iming Equipment 


Precision Instruments for the Antarctic Expedition 


N his recent book “Skyward” Com- 

mander Byrd said: “Expeditions like 
wars are won by preparation.” 

When Tom Mulroy, chief engineer of 
the expedition started the “City of New 
York” on Observatory time for New 
Zealand as the first stop, they had food 
and material for three years on board, 
notwithstanding, the increase in the 
membership from 55 to 79 men. Noth- 
ing was left to chance, but every little 
item on the supply ship was given full 
test and consideration before accept- 
ance in order to make this expedition 
successful. 

The scientific timing equipment of the 
expedition was planned for many months 
ahead, and can be considered the most 
complete equipment ever used on a polar 
expedition. Among the numerous time- 
pieces taken along by this expedition, 
there are a number of small size 36 hour 
Longines box chronometers which are 
transported in _ felt-lined mahogany 
cases. Navigator Ralph F. Shropshire 
of the expedition will make scientific 
observations with these timepieces. For 
the first time they will have available 
small chronometers easily transported to 
make observations during trips on dog 
sleds in the Antarctic regions. 

It is interesting to note that modern 
horological science has made progress, 
and, today, small size chronometers re- 
place the old fashioned marine chro- 
nometers. Formerly a large marine 
chronometer was required for chro- 
nometric calculations for longitude and 
latitude. The pull of the main spring 
on the old time marine chronometer 
rendered uniform by the use of a fusee 
which equalizes the main spring power 
formerly necessitated a large instrument. 
Today with new inventions in horology 
the anchor escapement has outclassed or 
performed just as well at the U. S. 


By J. P. V. HeErnMULLER 


Naval Observatory in Washington, as 
well as at the Kew Teddington and 
Geneva Observatories, as the old fash- 
ioned marine chronometer detent escape- 
ment. 

Celestial avigation will be made in 
four airplanes, a Ford, a Fokker, a 
Fairchild, and a General Aircraft. They 
are all equipped with large size one-fifth 
second chronographs as shown in Fig. 2. 
A special chronograph hand with regis- 
ter will allow scientific calculations as 
to the lifting capacity, speed, velocity 
of the wind, etc. They also have a large 
size radium dial aviation watch for 
night observations with large second 
hands. The large second hands in “A 





























COMMANDER BYRD AND BOX CHRONOMETER WHICH WILL ACCOMPANY HIM 
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SPEEDY 
STEPS 


A Customer brings you a 

wrist-watch to replace a 
broken crystal. Will you lose 
time and money—and possibly 
a good customer—doing the 
job? Not if you have a 
SHUR‘- FIT AUTOMATIC 
CRYSTAL CUTTING MA- 
CHINE! 


You measure accurately 

the length and breadth of 
the bezel with the special milli- 
meter scale (supplied with each 
outfit}. By referring to the 
chaft - you select the proper 
shape and size of blank. 





Slip watch case into chuck 

which centers it automat- 
ically. You don’t even have to 
remove strap or movement. 





4 Place the Shur-Fit blank 
in place and set the cutter. 


5 Turn the crank. After 
one complete revolution of 
the watch case, the blank is cut 
to EXACT SIZE. 


Remove watch case and 
blank from machine. Press 
out the crystal and snap it into 
the bezel. That’s all there is 
te it! No trimming, no filing. 


Hand the finished job back 

to your customer and col- 
lect your profit. You’ve done 
a first-class job in the shortest 
most profitable way and have 
another ‘satisfied customer. 
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60 Seconds 


to fit ANY CRYSTAL 
with this amazing new 
SHUR-FIT AUTOMATIC 
CRYSTAL CUTTING MACHINE 


HUR-FIT CRYSTALS bring a NEW AND 
UNHEARD-OF ECONOMY into the work 

of crystal replacements. You make a tremendous 
saving in time. Any boy or girl in your store can 
operate the Shur-Fit Machine—it saves you the 
high salary of a skilled workman. With the old 
way you've always-had two kinds of losses—-in 
glass crystals from breakage or chipping; in un- 
breakable crystals from errors in shape or 
size. Shur-Fit Crystals always fit per- 

fectly —the Shur-Fit Machine 
CAN’T MAKE A MISTAKE. 






























Shur-Fit Crystal and 
Envelope 


$8 MONTHLY FOR 10 MONTHS 
30 DAYS FREE TRIAL 





OU take no chance in ordering a The Complete Shur-Fit 
. ws Outfit 
Shur-Fit outfit. Put it in your store 
; , y ; Order No. 44651 
for 30 days. If it hasn’t proved its value SHUR-FIT AUTOMATIC Crystal Cut- 
° 9 ‘ ting Machine. 
—if you’re not thoroughly satisfied at Handsome 2-drawer mahogany finish 
é : Display Cabinet. _ 
that time—return it to us. You will be 3 gross (432) Shur-Fit Crystal Blanks. 
1 om practice blanks. 
: 4 ms 1 millimeter scale or rule. 
charged absolutely nothing for this trial, Beye fe ee 
blanks. 
except for blanks actually used. Complete instructions for operating ma- 


chine, 
Attractive easel window display card. 


Way d. 


C.&.E. MARSHALL CO. 


rie 


A "GREATE R aenoe — fs. CHEATER SER CE 





J. J. Dauber Company, Armer & Brown Company, 
Columbus, Ohio Los Angeles, Calif. 

H. W. Himelhoch Co., Houghton-Reardon Co., 
Detroit, Michigan Dallas, Texas 
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center (Fig. 3) are used for calculation 
of the speed and proper get-off on run- 
ways, etc. A new Longines instrument 
about six inches in diameter giving the 
duration of every individual flight, as 
well as the computation of flights up to 
192 hours is also included in the equip- 
ment. These instruments as shown in 
Fig. 4, have stop and start arrange- 
ments, and are especially useful for 
calculation of the gasoline consumption 





during flight. Specially built split 
second timers will be used for drift 
indicators during flying in order to en- 
able the navigator or pilot to calculate 
the ground speed of the plane between 
two given points. (See Fig. 5.). 

The navigator also uses a set of two 
specially built large size eight-day in- 
struments, as illustrated in Fig. 6, one 
giving sidereal time which corresponds 
to a gain of three minutes and 56 sec- 
onds in 24 hours, and the other instru- 
ment giving Greenwich mean time. The 
days are divided into 24 hours, and this 
instrument will allow very precise cal- 
culation by the Willson Octant, an in- 
strument which has been greatly im- 
proved lately by the use of precise tim- 
ing instruments. 

Lieut.-Comm. Weems, who has been 
teaching Col. Lindbergh celestial aviga- 
tion on a recent test in a navy mail 
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plane, making daily trips. between San 
Diego and San Pedro, had an average 
error of 6.6 miles on nine timings. How- 
ever, with a new sextant Navigator 
Shropshire, of the Byrd Expedition, had 
errors of less than one mile on the try- 
out, using aero chronometers during the 
test. 


Another new instrument is a sextant 
camera invented by Lieut.-Com. Pierce. 
The dial of the specially constructed 
chronograph does not show any num- 
erals, and is made of black enamel in 
order to get the minimum reflection 
through the mirror effect in the sextant. 
This instrument actually photographs 
the watch dial, and will allow precise 
observation to location. The second hand 
gives the interval of four observations. 
The sun is shown in the photograph as 
four points in the watch dial. The navi- 
gator actually calculates and measures 
correct position with this photo. This 
will open new possibilities to aerial 
navigation and science follows with 
great interest the test made with this 
sextant camera. 

Capt. A. C. McKinley, the aerial 
photographer of the expedition, will 
have split second timers to enable him 
to take correct exposures up to the frac- 
tion of a second. Chronograph strap 
watches (see Fig. 8) will be used ex- 
tensively for re-checking of observations 
made from the new bubble sextant, per- 
fected by the late Commodore Noel 
Davis during his plans for the New 
York-Paris trip. 


Dr. Francis Dana Coman of Johns 
Hopkins University, head physician of 
the Byrd Expedition, will use split sec- 
ond timers for all medical observations, 
such as measurement of pulse, anesthe- 
tics, and various medical researches to 
be undertaken during the expedition. 
(Fig. 9.). ; 

The leading members of the expedi- 
tion will wear specially constructed 
strap watches. While it is easier to 
obtain perfect accuracy in a_ pocket 
watch owing to its large size, a strap 
watch in order to perform within a few 
seconds a month, must be specially regu- 
lated and adjusted to heat and cold. In 
addition to this special regulation, the 
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watches carried on the arm by the 
members of the expedition have double 
silver cases, which make the entire 
bracelet dust and moisture proof. By 
applying a coat of vaseline around the 
bezel and glass these watches will be 
entirely waterproof. The dials are made 
with radium figures for visibility during 
the night, and the glasses are unbreak- 
able. The watch being in a cup case, 
the bezel must be unscrewed in order to 
rewind it. Men in the Arctic do not like 
pocket watches for the simple reason 
that outdoors it is not always convenient 
to open fur pieces in order to look at 





Fie.8 


the watches. The extreme variation of 
temperature does not improve: the run- 
ning of the pocket watch, and experience 
has shown that the strap watch is under 
an even temperature when worn on the 
arm. 

Among the scientific results expected 
from this expedition watchmakers as 
well’ as manufacturers of fine instru- 
ments are especially anxious to have a 
special study made in the Antarctic 
region in regards to a non-freezable oil. 
It is known that a certain penguin bird 
found near the South Pole can live in 
the coldest climate, having glands filled 
with a non-freezable oil. It is hoped 
that through observations some informa- 
tion will be obtained on this subject, and 
also some interesting data as to the ac- 
curacy of timepieces, which will prove 
beneficial in the manufacturing of the 
better kind of Observatory timepieces. 
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Wholesale Distributors 
PENNANT WATCH 
SUPPLY CORP. 


119 Fulton Street 
New York, N. Y. 












THESE TWO 
OUTFITS 


will take care of any un- 
breakable crystal inserting 
job. No grinding, no 
experience necessary. 
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Note These Features: 
Crystals are flexible—highly 
transparent — possess hard 
glossy surface. 


WILL NOT SHRINK—EX:- 
PAND NOR LOSE COLOR 
Edges are STRAIGHT, with 
a fine finish, enabling crystals 
to ho!d securely in bezels. 
Where slight filing of fancy 
crystals is necessary the edge 


allows crystal to keep its Cabinet Assortment of Fancy Crystals (72 Shapes) 
original shape. 


Write for new catalogue and free samples of crystals. 


Order thru your jobber or direct from us. 


Standard Unbreakable Watch Crystals, Inc. 
71 Nassau Street New York, N. Y. 
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LEIMAN BROS. 


Makers of Good Machinery for 40 Years Get the Free Illustrated Catalog 


A Substitute for Your Lungs 


Don’t use your lungs for a waste trap. If you do 
you're going to regret it. In your daily work of grind- 
ing and polishing you can’t help but breathe in the dust. 
The smallest amount of work produces dust which you 
should guard yourself against. 

Just the outfit you have been dreaming about. 
Strong, silent, powerful air suction drawing away the 
polishing dust as you work, preventing it from flying 
up into your face and covering your clothes, not to say 
your entire surroundings. 

And then think of the waste of gold, platinum and 
other precious metals that are lost in the dust. 

You can very easily have a dustless lathe. You can 
save all this wasted precious metal. You can have the 
pleasant working conditions that a clean shop makes 
u possible. 


‘sros Polishing Dust Collector 


Your lungs, like a sponge soaking up water, absorb the dust 
you breathe. It cakes there the same as it does on your auto- 
mobile. You can see it can do you no good. You can see that 
it can do you a great deal of harm in there in‘ide your lungs. 

Even the automobile people are now using a dust collector 
to protect the motor. How infinitely more important to you 
is vour own personal internal motor? 

Therefore the importance is plain. Even though these dust 
23-B Walker St. collectors were costly affairs, you would get one. But happily , 
they are not. So decide to get one by making the first move 


New York now. 
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Lamous Florologists 


By Magsor PAUL M. CHAMBERLAIN 


No. XXIV 


Urbain Brunn Jorgensen 
1776-1830 


Urbain was born in Kjébenhavn, the 
oldest of three children of Jérgen and 
Anna Leith Brunn Jérgensen. The 
father, Jérgen Jorgensen, as he wrote 
the name, was born in 1748 and lived 
until 1811. In partnership with Isaac 
Larpent he established near Roeskelde, 
27 miles from Copenhagen, a factory 
where they produced about 1500 watches. 
The one example I have seen which I 
feel sure was made by Larpent & 
Jérgensen resembled in. design and tech- 
nique the English verge of the period. 
Many cylinder watches bearing the name 
are to be found and carrying high num- 
bers which seem to have been made in 
Switzerland. This firm and Jérgen as 
successor to it—Larpent having died in 
1788—received a considerable subsidy 
from the government, and it appears to 
have been an attempt to establish a 
governmental industry. In 1784 Jérgen 
was made horologist to the Court. At the 
the of 15 Urbain was put in his father’s 
shop and after five years, during which 
he had acquired skill of hand and pro- 
gressed well in his academic studies, 
his father sent him to Frederic Houriet, 
for whom he, himself, had worked in 
his youth. At le Locle young Urbain 
profited from the opportunity to work 
with so eminent a man and acquired 
still greater ambitions. He seems to 
have sought the best and cultivated 
people who could add to his general, 
as well as specific, culture. 

After a year and a half at le Locle 
he went to Geneva and there made the 
acquaintance of the famous physicist 
Pictet and remained six months. His 
father, though well satisfied with the 
samples of his work which he sent home, 
felt that, to perfect his theoretical train- 
ing, the young man should go to Paris 
and London. Arrived in Paris Urbain 
sagely contemplates “a young man with 
good recommendations and who has zeal 
for his trade is nearly always assured 
of good reception. I was very happy in 
this regard, and during my stay in that 
capital, the houses of Ferdinand Ber- 
thoud and Breguet were open to me. The 
instructive conversations of these artists 
gave me an advantage impossible to de- 
scribe, principally the latter, and as I 
worked in his shop I made the most of 
my opportunity to store up what T 
heard.” After a stay of some months 
in Paris he “sensed more and more the 
importance of visiting a country where 
I could acquire the greatest knowledge 
of marine chronometers by mingling 
with English artists,” for as he says, 
“while Ferdinand Berthoud enjoyed the 
highest reputation in France and in all 
Europe for his beautiful productions in 
the art, the English imported to their 


neighbors across the water because of 
the simplicity of their construction, the 
making of the instruments after rules 
most applicable, most exact and true to 
theory, and manufactured in much 
greater quantities than those of the 
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Saxony, who was respected and loved, 
which with letters from Breguet and 
others gave him access to the best shops. 
He was delighted with the reputation 
which Breguet held in England, and 
regretted that he could not have carried 
more of Breguet’s watches as the few 
he did import he disposed of promptly. 
“T shall never forget the surprise mani- 
fested by my fellow citizen, Conseiller 
Warberg, when he heard the famous 
Arnold declare that since I had worked 
in the house of Breguet it would help 
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URBAIN BRUNN JORGENSEN, 1776-1830 
From the engraving by C. Girardet 
Born at Copenhagen, eminent horological writer and maker of fine chronometers 


French artists, whose chronometers as 
exact measures of time left nothing to 
be desired.” 

The journey was not without difficulty 
owing to the state of war between Eng- 
land and France. Arrived in London 
he was “infinitely pleased” to find that 
the Royal Admiralty College of Copen- 
hagen had recommended him to Count 
Wedel Jarlsberg, who not only gave him 
letters of recommendation to the most 
distinguished artists in his trade but 
also to Count Bruhl, Minister from 


me little to work in London, for it was 
well known that he was the most dis- 
tinguished artist in Europe; the advan- 
tageous testimony of one of the most 
celebrated artists toward a foreigner 
astonished my friend, who had never 
heard an Englishman praise a foreigner. 
It is to be remarked that few artists 
rival the English in making mechanisms 
and still less excel, and it is only such 
men as Breguet, Ferdinand and Louis 





(Continued on page 199) 








Let us supply you with 
soft platinum plates, 
solders and wires, also 


Sweeps, 
Platinum and Plated Scraps. 18Kt., also white volds and 
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REFINERS ! 


We manulacture real creen 


° ° ° a ’ 
Polishings, Gold, Silver, Diet seld—plates, wires, 


and solders in 10Kt., l4Kt., 


red golds. DEE GOLDS 


5 10% and 15% irid- 
| MANUFACTURERS = J fc"! “8 
tum. platinum. Tactics 


Platinum and White Gold Wedding 


Ring 


Blanks. 


Mountings. 


Purchasing and Sales Dept-.: 
5 So. Wabash Ave. 


Fancy White Gold 


Selections Sent on Request. 


Refining and Manufacturing Plant: 


CHICAGO 317-319 E. Ontario St. 
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Send Your 


For Refining 


W hy have money tied 
up in old jewelry, polish- 
ings and sweepings? 


You receive full value 
for all the precious metal 
content by shipping it to 
us for refining. 


51 South Third Street 
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Precious Metal Scrap 


Minneapolis = Minnesota 
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Spyco Smelting & RefiningCo. 
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FRANCO AMERICAN 
PRECIOUS METALS CORPORATION 


DEALERS AND REFINERS 


GOLD, SILVER AND PLATINUM METALS 




















E N° higher “Certificate of Qual- 
ity” can be given to anv 

4 product than that “It is made 
from Handy & Harman 
" Sterling Silver.” 























“Sterling 
Silver” means 
what it does to the 
American people _ be- 
cause we have set and 
maintained uncompromising 
standards for the fineness of 
every ounce of our large Sterling 
output, which is used by almost all of 
the Silversmiths on this Continent. 


HANDY & HARMAN 
Executive Offices — 57 William St., New York City. 


Bridgeport, Conn., Plants— Providence, R. I. 
Fulton and Gold Sts., New York City 


Ln eo 


































General Office 
62-72 West 47th Street, New York City 
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——«€°: Granted by the United States and 
the Registered Trade-Marks] 





United States Patents 





Issue of Oct, 2, 1928 


1,685,908. VANITY CASE. CuHaries N. 
CoRYELL, Mamaroneck, N. Y., assignor 
to Scovill Mfg. Co., Waterbury, Conn. 
cg March 3, 1925. Serial 12,825. 23 
claims. 


A vanity case comprising a two-part body 
member, each part having a dish shaped 
portion and a rim forming an annular chan- 
nel therebetween, one of said parts having 
a bead secured to its rim and engaged over 





the rim of the other part, each part having 

a strip struck out across said channel join- 

ing said dish shaped portion and rim to form 

a hinge loop, and cover sections cooperating 

with said loops. 

1,686,235. CUFF LINK. CHARLES W. HEAS- 
LEY, Pittsburgh, Pa. Filed Dec. 13, 
1927. Serial 239,680. 8 claims. 

In a cuff-link, a pair of cuff-buttons; a 
flexible extensible and retractible member on 
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each button, and means for detachably con- 
necting said flexible members together. 


1,686,370. VANITY CASE. CHARLES ALBERT 
BEyMAN, New York. Filed March 14, 
1927. Serial 175,024. 9 claims. 

A vanity case of the character described 
comprising an annular-shaped tubular casing, 
a bottom closure forming a compartment in 
the casing, a hinge secured to an interior 





side of the tubular casing structure and ex- 
tending through said structure, and a cover 
forming a closure for the casing supported 
by said hinge to normally conceal the latter 
when in closed position. 
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Designs 


76,466. BELT BUCKLE. Rosert F. EIcH- 
NER, Rochester, N. Y., assignor to Hickok 





Mfg. Co., Rochester, N. Y. Filed July 
11, 1928. Serial 27,453. Term of patent 
3% years. 


76,482. SERVICE TRAY. SAMUEL: W. JAMEs, 





Chicago. 


Filed Jan. 4, 1928. Serial 
24,752. 


Term of patent 31% years. 


76,485. FINGER RING. JoHN W. Kriscu, 





(oF 


Kansas City, Mo. 
Serial 24,222. 


Filed Nov. 21, 1927. 
Term of patent 3% years. 


76,499. SPOON OR ANALOGOUS ARTICLE. 
ALBERT PRINZ, Wald, Germany. Filed 





June 3, 1927. 
patent 7 years. 


Serial 22,302. Term of 


76,506. BELT BUCKLE. HAro.tp C. VaIssgy, 
Rochester, N. Y., assignor to Hickok 
Mfg. Co., Inc., Rochester, N. Y. Filed 





July 11, 1928. Serial 27,457. 
patent 3% years. 


Term of 
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76,510.- BRACELET CHAIN OR SIMILAR 

ARTICLE. NIcHOLAS D. WHALEN, Attle- 
boro, Mass., assignor to Eugene C. 
Healy, doing business as J. T. Healy & 


2Seapes= 


Son, Attleboro, Mass. Filed Jan. 12, 
1928. Serial 24,841. Term of patent 3% 
years. 


Trade Mark Registration Granted 
(Act of Feb. 20, 1905) 
Oct. 2, 1928 


EARRINGS, FINGER _ RINGS, 
at BAR PINS, BROOCHES, 
DANTS, STRINGS OF BEADS, 

STRINGS OF PEARLS, BRACELETS, 

AND RHINESTONES. ee ames & 

RUDERMAN Co., INc., New York 
Filed March 14, 1928. Serial 263,158. 
Published July 17, 1928. 


Trade Mark Registrations Granted 
Issue of Sept. 25, 1928 (continued) 


247,215. LADIES’ WRIST WATCHES. 

JACOB ENGEL, og F — as J. Engel 

& Co., Baltimore, M 

Filed May 21, 1928. Sorial 266,725. Pub- 
lished July 17, 1928. 


247,216. KEY RINGS, CHAIN FASTENERS, 
SNAP FASTENERS, SPRING RINGS, 
TIE CLASPS, LAPEL BUTTONS, 
BROOCHES, AND CHAIN BARS, 

OF WHICH ARE MADE OF OR 
PLATED WITH PRECIOUS METALS; 


247, wi 


CUFF BUTTONS, 
CHARMS, FOBS, AND PENDANTS. 
Uncas Mrs. Co., Providence, Zz 
Filed April 7, 1928. Serial 264, OL Pub- 
lished July 10, 1928. 


247,243. byte ts FOR PERSONAL USH 
OR ADORNMENT CONSISTING OF 
FINGER RINGS, EARRINGS, BRACE- 
ECKLACES, 


CUFF LINKS, LORGNETTES, STUDS, 
SCARFPINS, HATPINS, VEST BUT- 
TONS, AND HANDY PINS, ALL MADE 
OF OR PLATED WITH PRECIOUS 
METAL. ORESTE PENNINO, doing busi- 
ness as Pennino Bros., New York. 

Filed Sept. 21, 1927. Serial 255,044. Pub- 

lished July 17, 1928. 


247,244. JEWELRY FOR PERSONAL USE 
OR ADORNMENT CONSISTING OF 
FINGER RINGS, EARRINGS, BRACE- 
LETS, PENDANTS, NECKLACES, 
WATCH BRACELETS, BAGS, 
BROOCHES, BUCKLES, BAR PINS, 
CUFF LINKS, LORGNETTES, STUDS, 
SCARFPINS, HATPINS, VEST BUT- 

TONS, AND "HANDY PINS, ALL MADE 
OF OR PLATED WITH PRECIOUS 
METAL. ORESTE PENNINO, doing busi- 
ness as Pennino Bros., New York. 

Filed Sept. 21, 1927. Serial 255,025. Pub- 

lished July 17, 1928. 


247,269. CLOCK CASES. THE De LUXE 
CLock & MFG. Co., INC., New York. 
Filed Nov. 29, 1927. Serial 258,169. Fub- 
lished Jan. 17, 1928. 


247,307. PEARLS, NECKLACES, BRACE- 
LETS, EARRINGS, FINGER en 


rN 
ORNAMENTAL 
PLATED WITH gga METAL. 


CoHN & ROSENBERGER, INC.. New York. 
Serial 266,457. 


Filed May 16, 1928. Pub- 
lished July 17, 1928. 
sky SORORITY PINS, BADGES, 


MS, FINGER RINGS, LAPEL 
BUTEONS, CUFF LINKS, TIE CLASPS, 
AND BELT BUCKLES, ALL MADE OF 
OR. PLATED WITH PRECIOUS 
— ALPHA DELTA THETA, Brook- 


ly 
Filed “May 16, 1928. Serial 266,451. Pub- 
lished July 17, 1928. 
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NEW PROFITS FOR OLD 


To realize cash on your old precious metals is easy. 
There are plenty of buyers at 75 cents or less on the dollar. 
However, every merchant wants the full value for his goods. 


To realize this, send your next lot or bring it personally to us to 
be appraised by our expert and bought subject to your approval. 


We buy Platinum, Gold, Silver, Gold Filled or Sweeps. In fact, 
anything containing precious metal. 


JOSEPH B. COOPER | 


Estab.ished 1910 


Dealer in 
Frecious Metals 


Refiner and 
Sweep Smelter 


Office: 15 John St. 
New York City 


Phone Cortland 4228 


LEES & SANDERS 


To. 


Plant: 850 62nd St. 
Brooklyn, N. Y. 





























Chicago customer says: “The returns are 
very satisfactory.’’ 


SWEEP SMELTERS, 


BIRMINGHAM, nc. 








 apraur T. HAGSTOZ 
T. B. HAGSTOZ & SON PRACTICAL COURSE IN ADJUSTING 
GOLD, SILVER and PLATINUM Price $1.50 
> Refiners and Assayers JEWELERS PUBLISHING CORPORATION, 
709 Sansom Street, Philadelphia 239 West 39th St., New York 




















The BUYERS’ DIRECTORY Price $1.00 JEWELERS’ CIRCULAR 
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247,315. WATCHES, WATCHCASES, 
WATCH MOVEMENTS, AND PARTS 
THEREOF. Savoy WatcH Co., INC., 
New York. 

Filed May 11, 1928. Serial 266,272. Pub- 

lished July 17, 1928. 


247,318. FINGER RINGS OF PRECIOUS 
METAL. SHUTTLES Bros. & LEwIs, Dal- 
las, Tex. 

Filed May 10, 1928. Serial 266,221. Pub- 

lished July 17, 1928. 


247,342. FINGER RINGS, BAR PINS, 
BROOCHES, BRACELETS, NECK- 
LACES, AND CLIPS MADE OF OR 


PLATED WITH PRECIOUS METAL 
GENERALLY USED FOR CARRYING 
FOLDED PAPER MONEY. S. BucHs- 
BAUM & Co., Chicago. 
Filed Feb. 18, 1928. Serial 261,858. Pub- 
lished July 17, 1928. 


247,378. WATCHES, WATCHCASES, AND 
WATCH MOVEMENTS AND PARTS OF 
THE SAME. HELBEIN-STONE COMPANY, 
Inc., doing business as Templar Watch 
Co., New York. 

Filed May 22, 1928. Serial 266,808. Pub- 

lished July 17, 1928. 


247,443. WATCHES. JosEPH M. PLAUT, 
doing business as Data Watch Co., Cin- 
cinnati, Ohio. 

Filed May 5, 1928. Serial 265,988. Pub- 

lished July 17, 1928. 


247,480. JEWELRY FOR PERSONAL 
WEAR, NOT INCLUDING WATCHES. 
SILBERMANN, KOHN & WALLENSTEIN, 
Inc., New York. 

Filed Jan. 6, 1928. Serial 259,784. 

lished July 17, 1928. 


247,482. JEWELRY FOR PERSONAL 
WEAR, NOT INCLUDING WATCHES. 
KLEBANOFF & GROSSMAN, New York. 

Filed Dec. 29. 1927. Serial 259,450. Pub- 

lished July 17, 1528. 


United States Patents 
Issue of Sept. 18, 1928 (continued) 


1,684,739. MANUFACTURE OF ZIRCON 
REFRACTORIES. LE Roy Himes MIn- 
TON, Metuchen, N. J. Filed June 27, 
1925. Serial 40099. 7 Claims. 

The method of making zircon refractories 
which comprises finely grinding zircon in 
the presence of water containing an organic 
deflocculent, adding granular zircon and an 
organic binder, and shaping and firing the 
resultant product. 


Pub- 








Merchandising Calendar 





(Continued from page 187) 








renewed continually. It is no longer 
good business to buy everything for the 
coming season in advance of the event. 
It is better to reserve a certain per cent 
of the purchases for later entries into 
the fads and fancies of the public. New 
lines and additional pieces in any stock 
will brighten it materially in the eyes of 
the public. 

November advertising must prepare 
the way for December sales. Christmas 
advertising in November will be of cum- 
ulative value, it will force early sales 
and continue buying pressure as the sea- 
son closes. 

The jeweler is lagging behind other 
merchants 
decorations for special events. Thanks- 
givirg is worthy of interior decorations 
in the jewelry store. The Thanksgiving 
table in all its glory of fine linen and 
gleaming silver should be right there for 
the public to admire it. The silver on 
the shelves is not going to look half as 
inviting as that on a “set” table. 

Christmas, although in the future, re- 
quires special interior decorations in or- 
der that the people visiting the store 
will realize that the jeweler is alive, and 


in store arrangement and. 
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that he has made an effort to bring the 
Christmas gift to the public. With no 
decorations inside the store the customer 
is apt to think that Christmas is far dis- 
tant, but with Christmas decorations 
confronting her she must realize its 
presence. 


Jewelers will do themselves a favor by 
deciding upon decorations for the in- 
terior of their stores this year, and will 
save themselves much time and energy 
by ordering them carly in November. 


There is no reason why a jeweler 
should not arrange his store in such a 
way as to enthuse buyers with the im- 
portance of the offerings. Both Thanks- 
giving and Christmas decorations are 
likely to turn indifference into enthusi- 
asm. Make it easy for the customer to 
buy by placing more lines on display. 
Tempt them to buy by adding suggestive 
decorations and accessories. 

The jeweler’s advertising of late No- 
vember should overflow with “give” sug- 
gestions. There are more possibilities 
in suggesting things to the public as 
gifts than there are in advertising big 
stocks or conservatively striving after 
prestige. Tell the people what to buy 
and they will buy it. 

The jeweler may divide his gifts into 
sections with the prospect of good re- 
sults. These sections should include the 
following: 


Baby Gifts. 

Juvenile Gifts. 

Gifts for the Sweetheart. 

Gifts for Mother. 

Gifts for the Wife. 

Gifts for the Son. 

Gifts for Father. 

Gifts for the Daughter. 

Gifts for Employes. 

Gifts for Friends. 

A moment’s thought will convince any 
jeweler that he cannot expect to get as 
much business by just advertising gifts. 
He must differentiate between the gifts 
for one section of humanity and for an- 
other. The gift business enters into 
every possible relationship in life, but 
there are varying degrees of sentiment 
in making the gift presentation, as well 
as in selecting the type of gift to be 
given. 

Adequate selections in each class of 
gifts is as necessary as intelligent and 
efficient exploitation of them. 

Christmas is on us. Let’s get all the 
business that can be classed as “Gifts 
That Last.” 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 


Selling Price 


London U.S. Gov’t New York 
Date Official Assay Bars Official 

Oct: Boiss. 26% 60 5756 

ae eee 265% 60% 57% 

en omens 2634 60% 58% 

ee: Fis arate 26% 60% 58 

Baas 26% 60% 58% 

© ORR sick 2648 60% 58% 
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Famous Horologists 





(Continued from page 195) 








Berthoud that they might consider an 
exception to the rule.” 


He returned to Paris, after some 
months, where he remained for a time, 
thence to Geneva for a little time and 
then to his sweetheart, Sophie Henriette 
Houriet, the daughter of his preceptor. 
He was married and took his bride to 
Copenhagen, where he arrived in 1801. 
Etienne Magnin, who for several years 
had been working under royal support - 
to perfect a marine chronometer, pro- 
posed a partnership to Jérgensen. 
Urbain Jérgensen says: “Magnin was 
very near the goal, so near, indeed, that 
by having worked with combined effort 
and by telling each other what we knew, 
we should probably have succeeded in 
constructing first, at any rate, service- 
able chronometers, and in the course 
of time, when study and experience had 
enlightened us, perhaps excellent chro- 
nometers for longitude measurements, 
which are of the greatest importance 
in navigation and geographical re- 
spects.” The partnership was not made; 
Jérgensen wished his son to remain with 
him, “and this wish uttered by a loving 
father, was a law to the son.” Magnin 
went to St. Petersburg as horologer to 
the Admiralty, and soon after died. 
Urbain went to work with his father 
and soon their shop became the leading 
one of the country for high grade time- 
pieces. He began to train his first ap- 
prentice, his brother Frederic, (b. 1785) 
which took six years. In 1801 he also 
made his first metallic thermometer. In 
1803 his first daughter was born but 
lived but two years, and in 1805 a son, 
George Frederik was born and died the 
next year. 


(To be continued) 








William T. McCormick for many years 
superintendent of the finishing depart- 
ment of J. F. Sturdy’s Sons Co., Attle- 
boro Falls, passed away Sept. 21, after 
a few weeks’ illness at his home at 579 
Mount Hope St., North Attleboro, Mass. 
He was well known in the trade as an 
expert workman, and his genial and 
charitable disposition won him a host 
of friends. He was born in North Attle- 
boro, Mass., the son of ‘ames T., and 
the late Mary E. McCormick, and was 
educated in the public schools. After 
leaving school he entered the employ of 
the J. F. Sturdy’s Sons Co., where he 
was taught his trade by his father, who 
was one of the firm’s pioneer employes 
now retired. He is survived by a son, 
James W., a father, James T., two sis- 
ters, Lillian and Ada, and two brothers, 
John and Vincent, all of North Attle- 
boro, Mass. Funeral services were held 
Sept. 24, at 8.30 a. m., from his late 
residence with solemn hich mass of re- 
quiem at St. Mary’s Church at 9.00 
a.m. Burial was in the family lot at 
St. Mary’s cemetery. 
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